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EXPANSION 
—— 


APPLETON 


illustrations showing 
use of UNYL 50 (left 
and UNY 50 (right 
unions. Extra long 
union (UNYL 50) is used 
where conduit will not 


ii 


Ex plosion-Proof 7” 
Fully Extended or 
Intermediate Positions 


Only ONE Unit . Two Moving Parts 


completely new and different afford an ease and flex. Standard union 
simplicity of installation never before known with this 
type of explosion-proof equipment! 

Expansion adjustment is built-in! The two moving 
parts telescope or expand to accommodate usual thread 
lengths. Only ¢wo tightening operations . . . each made 
separately! Smaller external diameters for convenient 
use in restricted quarters! Precision construction for 
absolute explosion-proof protection no need to worry 
about failure to draw surfaces together . . . the union 
remains completely explosion-proof at all times, regard- 
less of its retracted or extended position! Special design 
guarantees positive ground at all times! 


Get acquainted with the extra quality and utility built 
into APPLETON Explosion-Proof Expansion Unions. 
Write for complete details. 


UNY 50) is used where 
conduit ‘‘gives”’ to per- 
mit engaging one set 
of threads. Extra long 
types eliminate double 
conventional type in- 
stallations and save 
money! 


EXTRA I 
UNYL Union showing up to 
1-11/32” expansion . serves 
the purpose of two conventional 
type unions! 


UNY Union showing up to 21/32” 
expansion for installation 
wherever conventional types were 
previously used! 


Sold Exclusively Through Selected Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue 


Explosio nll 


\ Fixtures 
S 


x Malleable tron 
Unilet Fittings 


Rely on APPLETON... The Standard for Better Wiring 


Also Manufacturers of: 


Chicago 13, Illinois 


Extension 


Reelites 
Cy 


industrial 
Lights 


“ST” Ser 
Liquid Tight Senaseters 


Outlet Boxes 
and Covers 





Against Overloads & “Shorts” 


ECON 


DUAL-ELEMENT 
cartridge fuses 














From Massachusetts on the Atlantic to Washington on the 
Pacific, and from Canada to the Gulf Coast, industry is now 
enjoying the advantages of more dependable protection for 
electrical equipment and circuits... thanks to ECON Dual- 


Element Cartridge Fuses. 


Eighteen strategically located district offices assure electrical 
wholesalers and fuse users of Economy's readiness to solve 


circuit protection problems. 


ECON Dual-Element Fuses, in addition to providing depend- 
able motor and branch line protection, also act as an effective 
guard against high temperatures and their resulting hazards. 
Available in knife and ferrule types, 0 to 600 amperes, 250 
and 600 volts. Underwriters’ Laboratories, Inc. approved. 
Carried in stock by leading Electrical Wholesalers. Write for 
New Econ Catalog S-60 or for literature on other type fuses 
in which you are interested. 


mONTREAL 
Quesec, CANADA 
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LETTERS TO THE EDITOR 





Required Reading 
Dear Sir: 

The undersigned, as well as several 
others in this company, were very im- 
pressed by an article in your January 
issue entitled “How a Salesman Is 
Made.” 

We believe the article will be very 
worthwhile to use as required reading 
for several of our new employees, and 
we are wondering whether or not re- 
prints on this article are available for 
distribution to some of our new men? 

GEORGE E. KERT 
WEST PHILA. ELECTRIC SUPPLY CO 
PHILADELPHIA, PA 


Direct Hit 
Dear Sir: 

A mighty nice editorial indeed . 
on page 29 of the June issue of ELEC 
TRICAL WHOLESALING entitled 
“Housewares—Under Fire.” 

Please advise me if you can send 
me 30 additional copies I would 
like to be sure our district managers 
have the benefit of it as well 

C. I. SCHNEIDER 
PRESIDENT 
ELECTRO SILV-A-KING CORP 
CHICAGO, ILI 


This One, Too 


Dear Sir 

If it is possible to obtain 35 copies 
How To Beat The Price 
Bugaboo,” which appeared in the April 
issue Of ELECTRICAL WHOLESALING, 
I would like very much to do so 


ri 


of the article, 


It is an excellent article and I be- 
lieve it should be read by every whole- 
salers’ salesmen, both outside and in- 
side 

M. L. PUTNEY 
SALES MANAGER 
SUPPLIES AND APPARATUS 
GENERAL ELECTRIC SUPPLY CO 
LOUISVILLE, KY. 


Just Service 
Dear Sir 


I certainly agree with this article 
EW — April 


38). For ali we have to sell is 


(“Johnny-on-the-Spot,” 
"54, p. 
service and a salesman without this 
in mind cannot enjoy a growing vol- 
ume in his territory 

TOMMY L. RICKETTS 
MACK ELECTRIC SUPPLY CO. 
ANDALUSIA, ALA. 


Still Hot 
Dear Sir: 

Please send 100 reprints . . .of the 
article in the March issue of ELEC- 
TRICAL WHOLESALING entitled “That 
Red-Hot-Do-It-Yourself Market.” 
ATTN: MR. CORKERY 
THOR POWER TOOL CO 
AURORA, ILL. 





Coming Next Month 





e A 16-page section on Lighting in 
Pittsburgh. The complete story of what 
distributors and their lighting sales- 
man are doing to raise the lighting 
standards of the City of the Golden 
Triangle. Lighting in Pittsburgh covers 
the most interesting and profitable 
lighting job of each of more than 
eight electrical distributor houses in 
Pittsburgh, giving all the details of the 
lighting sale from lead to installation, 
covering all phases of lighting from 
industrial lighting to church lighting. 

e A young salesman for a top elec- 
trical distributing firm starts his selling 
career thinking all he had to do to get 
sales was to “party” with customers all 
night, then, the next morning, get the 
customer to sign a bill of goods. Grad- 
ually the drinking part of the selling 
became more important than the saie 
itself. Follow this 
man’s story through his years of alco- 


anonymous sales- 


holism, despair, spasmodic “cures” and 
finally his successful fight to stay sober 
e The Lake Michigan Club is 25 years 
old next month. The informal history 
of this Midwestern organization of 
distributors matches the informality of 
the club itself 





Coming Soon 





e The traffic strangle and what you 
can do about it—a three-part special 
report on the problem itself, how dis- 
tributors went about beating the prob- 
lem, how distributors stayed put and 
fought the traffic snarl 

e Another in a series of articles on 
growth products, this one on signalling 
equipment. 

e Shopping centers vs. downtown 
stores— how you can profit from this 
growing battle for business. 

e Special warehousing manual, pre- 
pared by the NAED Warehousing 
Committee in conjunction with ELEC- 
TRICAL WHOLESALING. 








& ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


% ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 


reaches many of your 
important customers 


ADS LIKE THESE every month 


DIRECT MAIL 


.. plus 
a UCT SAMPLING 


..» plus pROD 


to them 
explain and point out to 


T & B product 


REMINDS THEM, TOO, that T&B 
roducts are available only 
ia you... ovr authorized 


distributor. 1312 
—_ GE 


s Manoser 


features. 


General Sole 


The THOMAS & BETTS CO. 


Incorporated 
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It takes 


A— just a 
7” handful 


LOCK-TITE CONNECTORS 


to tap...terminate...or splice 


Easy installation using ] 
only a standard key 


wrench. 


Fitting operates on 2 
screw-and-saddle prin- 
ciple. 


Built-in lock washer 
keeps fitting tight. 


Serrated saddle and 4 
body for better grip. 


Force applied here is 5 
greatly multiplied by 
leverage screw .. .- 
gives tight all-around 
grip on cable. 


T & B designed sad-6 
dle securely holds 
large cables or small 
cables of all types. 





T & B Lock-Tite fittings are engineered for long 
service ... they cost you less to install— 
be sure to use them on your next job. 


LOOK FOR THIS SIGN — 


, 
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on all your jobs 


LOCK-TITE LUG 


One-piece design holds all 
kinds of conductors: solid, 
stranded flexible, extra flexi- 
ble, hemp core, rod, and tub- 
ing. Uniform all-around pres- 
sure means high conductivity. 
Only 7 sizes handle all cables 
from #4 solid to 1000 MCM. 


LOCK-TITE TEE-PARALLEL TAP 


A versatile, one-piece fitting 
for use as a tee, parallel, elbow, 
crossover, two-way, or reduc- 
ing connector. Hinged top 
hooks over the “main”...lower 
opening holds the “branch”. 
Only 13 sizes connect all com- 
binations of “main” cable (1/0 
to 1000 MCM) to “branch” 
cables (#2 to 1000 MCM). 


LOCK-TITE TWO-WAY CONNECTORS 


Neat and smoothly-rounded fit- 
tings for end-to-end connec- 
tions. Cables are held by indi- 
vidual overlapping, serrated 
saddles. Each connector takes 
several cable sizes—you can 
use it as a reducer. The com- 
pleted joint is small, stream- 
lined, easy to tape. Only seven 
sizes handle all cables from #4 
solid to 1000 MCM. 


TWO other handy, T & 8 
pressure connectors 


WINJOR JUNIOR TEE-PARALLEL vee 
Compacts One PIE ches. 
s sma 
gale Self-adiu seen 
jaws grip main and br as 
cables all around. To —_* 
tee tap, just bend the wt 
wire at right angles. on 
easily with only a screw pene 
Twelve sizes connect @ _ 
binations of “mein ca 
(#8 to 1000 
MCM) to 
‘*‘branch’”’ 
wires (#14 


— to #1). 


y 


Quickly installed ter- 
small cables. wee 
ble thickness at the — 
locks the screw in place. COP 

r tongue is serrated for 
 euive grip on cable (sizes 
#14 to 4/0). Screwdriver 


tightened. 


2 


LUGITS — 


minals for 





IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways Is sold only b 
recognized electrical wholesalers. It’s our way of assuring you the serv 

of a friendly local source. Call him for ali your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 


Thomas & Betts Lid., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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VOLES ALG 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


AUGUST 1954 


Charles Gordon Pyle, 1893-1954 


What Do You Get Out of Selling? 


Selling offers many satisfactions. Here's how wholesale salesmen rate them 


N.A.E.D. Goes Ivy .. T. F. Preston 
What the Harvard course did for 50 executives of N.A.E.D.-member firms 


Financing the Retail Dealer W. F. Kelly 


Here's how a banker sizes up this many-sided pro 


Orgill’s New Memphis House 


Labor-saving devices speed goods through this 


Showplace for Selling Electric ‘Hired Hands” 
That's the dairy farm that distributor Arthur Koym be ught and m 


The Salesman’‘s Technical Notes W. J. Novak, J. F. McPartland 


The subject this month: Industria! Electric Heater: 


He Practices What He Preaches 
Professionally and privately, E. H. Tay 


The Ills of the Industry and What You Can Do About Them 


Nine pages of authoritative answers to the problems b 


DEPARTMENTS 
Letters to the Editor What's Happening in Washington 
New Products . News for the Industry 
Business Index Calendar of Events 
Price Index New Literature 


Times and Trends Sales Aids 


Next Month: Selling Lighting in Pittsburgh—the full 


@) Member ABC and ABP App 





HOW wridwesd HELPS SOLVE YOUR 


RECEIVING PROBLEM 
Helps Cut Coste 


Illustrated here are the steps that Midwest has taken to simplify 
your receiving problem .. . to help you cut costs. 


Steps illustrated apply to standard lot orders; mixed lot 
shipments are handled with the same careful consideration as 
standard packages. 


What we do with regard to your receiving merchandise is 
just one example of our distributor policy which has been for- 
mulated, to ease your problems, at each step in your relations 
with us, as your supplier. 


\ QUICK CONTENT IDENTIFICATION 


Each shipping container is clearly labeled with description of contents 
of inner cartons. This label includes item illustration, description, 
size, catalog number, and quantity. Inner carton labels coordinate 
with shipping container label. 


8 STANDARD SHIPPING CONTAINERS 


All materials received at your ramp arrive in one of eight standard 
shipping containers. These are crush-proof, and are “package engi- 
neered,” by weight, size, and type, for maximum ease in handling. 
Containers are stapled for easy opening permitting reuse of containers. 


‘Ye QUICK SHIPMENT CHECK 


Clearly marked on the top of one of the shipping containers you re- 
ceive, is the phrase, “Shipping Memo Enclosed.” This saves you time 
in locating and checking off inventory of the shipment you receive. 


PREPAID SHIPMENT 


Every order is shipped prepaid to your ramp, or specified destination. 
If freight charges are involved, they are handled on invoice. You 
waste no time handling delivery charges on receipt. 


*& HUMP-FREE DELIVERY 


Upon receipt of your order, you are advised by return mail of an 
approximate shipping date. Deliveries to your ramp are scheduled 
smoothly and regularly—without month-end speedup which piles up 
your receiving ramp. 





NEW PRODUCTS 





Twin Connector 


Ilsco Copper Tube and Products, 
Inc., Cincinnati, Ohio 
Compact twin connector is low in 
height and as narrow as two maxi- 
mum conductors. It is designed to re- 
place a larger single connector. Ac- 
commodates two wires and is available 
in three sizes. Produced from heavy, 
extra hard drawn seamless copper 
tubing. Tested by Underwriters Labo- 


ratories and the CS.A 


Luminaire 


Lighting Products, Inc., High- 
land Park, IL 
Wide area luminaire is for use where- 
ever “low brightness contrast” interior 
illumination is desired. Series is 35*4 
in. wide and 5 in. deep. Said to be 
ideal for classrooms, libraries, stores, 
offices. Can be surface mounted 
ceiling or suspended on hangers. Also 
mounted singly, in continuous rows, or 
side to side. Top reflectors available 
where only down light is desired. Three 
lengths: 4, 6, 8 ft. 


to 


Door Chimes 


The Rittenhouse Co., Inc., Hone- 
oye Falls, N.Y. 
Line of door chimes includes “Lido” 
unit. It sounds two distinct notes for 
the front entrance and a single note for 
the rear. Overall dimensions are 814 
in. wide and 12 in. high. Comes in 
three color combinations. Equipped 
with exclusive floating striker that has 
a lifetime guarantee. 


Portable Cord 


Western Insulated Wire Co., Los 
Angeles, Calif. 
Utility grade portable cord is made in 
two types: S, 600 volt; SJ, 300 volt. 
Type S is made in sizes 18 through 10 
with 2, 3, or 4 conductors. Type SJ 
is made in sizes 18 and 16 with 2 or 
3 conductors. Rubber outer jacket and 
rubber insulation. U. L. approved. 
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Outdoor Lighting 

Lightolier, Inc., 11 East 36th St., 
New York, N.Y. 
Six floodlights, four path or shrub 
lights, one terrace or patio standing 
lamp, and one post light are included 
in new outdoor lighting device series 
All are weatherproof, rustproof, self- 
draining, and self-cleaning. Construc 
tion entirely aluminum unless other 
wise noted 


Pliers 


Champion DeArment Tool Co., 
Meadville, Pa. 
Five matched pliers are designed for 
delicate. work. For fields of 
radio, television, electronics, model 
building, electrical repair, watch and 
jewelry repair, plus do-it-yourself jobs 


use in 


Fluorescent Bracket 


Markstone Mfg. Co., 
Ill. 


All-chrome bracket with adjustable, 
perforated reflector is a feature of both 
lines. One bracket is finished in triple 
chrome plate or gold plate with 
matching reflectors. The other bracket 
comes in triple chrome plate or brass 
finishes. Removable reflectors. Finger 
tip adjustment tilts reflector. 


Plastic Molded Cap 


Cords Ltd. div., 
Corp., DeKalb, II. 
Angle male cap is plastic molded. 
Designated TM-11 plug. It is engi- 
neered and built for use on line cords 
for appliances, radios, television re- 
ceivers and small toys. This plug com- 
plements Cords TM-7 straight plastic 
male cap. 


Chicago, 


Essex Wire 


Armor Cutter 

Telkor, Inc., Elyria, Ohio 
BX armored cable cutter is 10 in. long 
and weighs 144 Ibs. Snips both sides 
of the BX metal armor in one stroke, 


without touching wires inside. Accord- 
ing to the manufacturer the cutter re 
places hacksaw cutting, is easy to use 
in tight locations and adjusts to all 
BX Cutting 


removable for 


common cable sizes 


sharpening of 


blades 
replacement 


Extension Wires 


Minneapolis-Honeywell Regula- 


tor Co., industrial div., Minneapo- 
lis, Minn. 


Three types wire have 


been added to the roduct line. In 


cluded are: a 14-gauge extension wire 
with asbestos or waterproof insulation 
a 14-gauge Chromel-Alumel wire with 
same kind of 
Chromel-Alumel 
wire, also with waterproof 
The 14-vauge 


p:oduction in | 1 to 


] ] 
the insulation; and 


20-gauge extension 
insulation 
type was withdrawn 
from conserve 


critical war material 


Corridor Light 
Holophane Co., Inc., New York 
Ly, LY. 


Glare-free of the corridor 


1 she 


concept 


lighting unit is achieve ough a 


three dimensional” control redirecting 


light in all directions. Up to the ceil 


to the walls, down to the 


ing, across 


floor. Prismatic glass reflector bow! is 


claimed tO mak possible 


feature 


Cable Clamp 


O. Z. Electrical Mfg. Co., Inc., 
Brooklyn 17, N.Y. 


Armored 


cable clamp offers such 
features as: slotted hex bolts that may 
be tightened either by wrench or screw 
which elimi 


lock 


for securing the clamp in the knock 


driver; a flanged body 


nates the need of an extra nut 


out hole. Clamp has a malleable iron 
body with a clamping cap that fastens 
to the body by means of the slotted, 


hex-head bolts. For use with all stand 





IS A“RIGHT” CORD 


and here’s why 


\. Injection 
molded 


Special rubber compound, 
at pressures exceeding 
7500# p.s.l. forced 
around jacket, Insulation 
and blade junctions in- 
sures dense permanently 
sealed rubber cap. 


plated blades 


Complete Cadmium plat- 
ing, from tip to conductor 
crimp, assures electrically 
superior connections, 
better contact surface 
within receptical and 
clean bright blades. 





100% “cords” 

control 
From rubber, com- 
pounded specially at the 
Paranite Mill, through 
stranding, insulating, in- 
jection molding, strain- 
reliefs, terminals, and 
tests, these cords are 
100% inspected and UL 
approved. 


It takes specially compounded rubber, precisely 
controlled equipment and close supervision to in- 
jection mold these 90° angle caps . . . but look at 
the results! You get a firm, dense and more uniform 
permanently molded cap that means complete cus- 
tomer satisfaction: 

Cadmium plating of blades is another important 
‘extra’ you get with all PARANITE Range, Dryer 
and Appliance Cords . . . which assures a more de- 


x 
weet & CABLE SINCE 1O8D ® 





if it's 
PARANITE 
it's right 


PARANITE WIRE & 





eeeeeeoeeoeee ee eee eeeeeeeemgeeee ee eee eeeeeeeeeeee 


CABLE DIVISION 
FORT WAYNE 6, 


separately packed in st 


electrically 
superior 
Insulation Resistance be- 
tween conductors exceeds 
32,500 meg-ohms. (50 
meg-ohms standard). 
Dense molded cap insures 
exceedingly high dielec- 
tric strength properties. 


pendable and surer electrical contact: 

PARANITE Cords give outstanding performance 
:. . Insulation Resistance of over 32,500 meg-ohms 
and extremely high dielectric qualities prove 
their superiority. 

To perfect, manufacture and 100%-inspect cords 
of this calibre takes extra effort : . . but PARANITE 
“Safe” Cords have a reputation to maintain and 
they must be RIGHT! 


DRYER CORDS 
RP-10-PG 3 #10 


RANGE CORDS 
RP-1 2 #8—1 #10 
RP-2 2 #6—1 #8 
RP-3 3 #6 


uray 





e ESSEX WIRE CORPORATION 
INDIANA 


MANUFACTURING PLANTS: Birmingham, Alaboma; Anaheim, California; Jonesboro, Indiana; Marion, Indiana. 


WAREHOUSES* AND SALES OFFICES 
* Atianta, Georgia, 241! Boulevard, N. E. 
Boston, Mass., 1040 Tremont Street 

* Chicago, lilinois, 411 South Peoria Street 
Cleveland, Ohio, 1900 Euclid Avenve 
Dallas, Texas, 1917 Levee St 

* Detroit, Michigan, 634 Seiden Avenve 


Hartford, Connecticut, 119 Ann Street 
Indianapolis, Indiana, 5219 Crittenden Avenve 

* Kansas City, Missouri, 2000 Forest Avenue 

* Los Angeles, California, 2240 East Washington Bivd. 
Minneapolis, Minnesota, 5407 Excelsior Boulevard 

* Nework, New Jersey, 457 Frelinghuysen Avenue 
Omaha, Nebraska, 320 W. O. W. Building 


* Portiand, Oregon, 525 North Tillamook St. 
Upper Darby (Philadelphia) Pa., 6816 Market Street 
Rochester, New York, 207 Powers Building 

* San Diego, California, 1305 Harbor Drive 

* Saint Lovis, Missouri, 3435 Chouvteau Ave 

* San Francisco, California, 1077 Howard Street 
Springfield, lilinois, 104 South 6th Street 
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ard conduit fittings and terminators 
from 1 to 5-ins. Available for inter- 
locked armored cable ranging in size 
from .99-in. o.d. to 4.38-in. o.d. Bake- 
lite insulating bushings 


Fans 

Broan Mfg. Co., Inc., Milwaukee 
2, Wis. 
Residential 8-in 
consists of two wall fans and two ceil- 
ing 
design” grille and 6-wing fan blade 


ventilating fan line 


fans. Features include “Venturi- 
Manufacturer says they streamline a 
bigger volume of airflow through the 
similar fans 


fan assembly than 


Ballast 
Stratfield Co., 
Bridgeport, Conn. 


#34 Grand St., 


Small fluorescent light ballast is for 


wattage sizes 4 through 20. Measures 


214 by 1% by 1%@ inches. U. L. ap- 
proved unit is completely enclosed and 
compounded. Two mounting centers; 


) 


standard 334 in., or alternate 2% in 


Grounding Reel 
Benjamin Reel 
Cleveland 25, Ohio 
Static discharge grounding reel will 
100 feet of oil 
rubber covered flexible wire or 3/32 


Products _ Inc., 


hold up to resistant, 
inches galvanized aircord steel cable 
A unique patented arrangement for 
latching the cable at intervals is in 
corporated in the reels. Unit can be 
without a “Y” ar 


furnished with or 


rangement 


Explosion-proof Union 
Appleton Electric Co., Chicago, 

Ill. 

Self-adjusting expansion type explo- 


sion-proof conduit union is claimed 
to be safer and effective in cost reduc- 
tion through greater ease of installa- 
tion. It is a self-contained unit con- 
sisting of two parts as compared with 
conventional three Unit is 
permanently assembled at the factory, 
taken apart and 


only two tightening operations 


piec cs 


it is never requires 
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Electricians’ Tool 

Burbank Electrical Products, 215 
W. Palm Ave., P. O. Box 7, Bur- 
bank, Calif. 
Tool for electricians will slit sheathing, 
strip wire and cut wire or sheathing 
Manufacturer can 
work all the way into junction box, slit 


claims electrician 


sheathing close to connectors, can strip 
Made of steel, 
Overall length 


wire, can cut off wire. 
brightly nickel-plated 


is 7\4 in 


Pressure Switch 


Cutler-Hammer, Inc., Milwaukee, 
Wis. 
Heavy duty pressure switch is claimed 
to be ideal for service station air com 
pressors, industrial air compressors and 
domestic water pumps over | hp. All 
the parts which have bearing surfaces 
are made entirely of stainless steel. All 
other operating parts are either of a 


non-corrosive material or are plated 


steel Diaphragm is of nylon rein 


forced neoprene 


Manual Starter 


Co., Milwaukee 12, 


Square D 
W is. 


Selector switch and fractional hors« 


Pp ywer manual starter ts contained ina 
single, compact die-cast enclosure. In 


stallation costs are reduced because 


there is only a single device to be 


mounted and wired. Selector switch 


permits remote control from a therm 
ostat, or local control from the starter 
starters, without the 


Two manual 


selector switch, are also available in 


the same enclosure. Maximum ratings 
are 1 hp. at 115 or 230 volts single 


phase a.c., o1 or 230 volts dx 


Ceiling Fixtures 


Marlou Inc., Fanwood, 
N.]. 
Flush and recessed ceiling units have 


been 


cathode lighting fixture line. A vari 


Lights, 


added to fluorescent and cold 


ety of combinations—2, 4 and 6-light 


ing units—are available 
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Lighting System 
Smithcraft Lighting 
Chelsea 50, Mass. 


Effect of row after row of lamps with 


Division, 


out lampholders or conventional hous 
ings is achieved with functional light 
laid out 


ing system. Units may also be 


continuously so that long lines of 


lighting are obtained 


Plug Grippers 
Cord Caddy 
Lauderdale, Fla. 


Mfg. Co., Fort 


Magnetic plug grippers are tor house 


Designed to stow 


hold appliances 


appliance cords. plugs, and end tangling 
Magne 


over plug 


rubber 
Magnets 


against 


ind breakage tized 


sleeve” slides 


hold fast when plug is clapped 


the surtace of the appliance itself after 


usc 


Motor Protector 
Mechanical Products, 
River St., Jackson, Mich 


Peimanent type 


Inc 1800 


circuit protective de 


mts of 


$*/) , O and 


vice fits branch ciré rrespond 


ing 4 ampere 


ratings. It is for secondary protection 


tor motors, appliances. Device is in 


tended to protect equipment rather 


than wiring. Trips instantly on “shorts 
handle 


and 


but has a built-in time lag to 


temporary starting loads line 
within 


ruption by 


surges. Service can be restored 


10 seconds after an inter 
pressing in the shock-proof reset but 


ron 


Cable 

Triangle Conduit & Cable Co., 
Inc., New Brunswick, N.]. 
Underground feeder cable derives its 


corrosive resistant Characteristics from 


thermo-plastic insulation. On the mul 
fiberglass 


separates the individual 


ti-conductor cables, a wrap 
conductor in 
jacket. Comes 


in sizes No. 14 


sulation from the cable 
with single conductor 
No. 4 


ductors, 


and with two and three con 


sizes No. 14-10, solid or 
stranded. Also recognized for use as 
non-metallic sheathed cable, corrosive 


resistant 





SAFETY M.|.WIRING SYSTEM 


SMALL DIAMETER 


PERMANENT FLEXIBLE RUGGED MOISTUREPROOF RESISTS HEAT SAVES SPACE 


THE WORLDS NEWEST, MOST VERSATILE 
ELECTRICAL WIRING! 


1953 Code Approved for wiring jobs up to 600 volts, Safety m.i. 
Wiring has proved its versatility for power, lighting and 
control. In power plants, industrial and commercial buildings, 
processing plants, ships and in dozens of other 

applications where deterioration is a major problem. 

By acting as its own conduit... by unique flexibility and 
sma!] diameter...Safety m.i. Wiring has further proved its 
ability to provide lower installed costs. For information 
on this amazing product, check General Cable today. 


BARE, WEATHERPROOF, INSULATED WIRES 420 Lexington Ave., New York 17, N.Y. 
and CABLES FOR EVERY ELECTRICAL PURPOSE GENERAL CABLE CORPORATION Sales Offices: Atlanta ¢ Boston 
Buffalo « Chicago « Cincinnati e Cleveland « Dallas « Detroit e Greensboro (N. C.) e Houston 

Indianapolis ¢ Kansas City « Los Angeles ¢ Memphis ¢ Milwaukee e Minneapolis « New York 

Newark (N.J.)« Ag py yg Portland (Ore.)’e Richmond (Va.)« hester (N. Y.) 

Rome (N. Y.) ¢ St. Louis « San Francisco ¢ Seattle e Syracuse e Tulsa e Washington, D. C 
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Connector 

Gedney Electric Co., New York 
20, N.Y. 
Offset connector is for threaded rigid 
conduit. It is made of malleable iron 
cadmium plated. Sizes range from 4 


to 2-ins 


Outdoor Light 
Teal Corp., 14 
Irvington, N.]J. 


Cordier St., 
Indirect outdoor lighting fixture is said 
to be suitable for illuminating planting 
areas, patios, ponds, walks, play areas. 
Lamp is concealed in a cast aluminum 
housing with a porcelain heatproof 
socket and weatherproof gasket seal. 
Light is reflected up to the 14-in. or 
18-in. diameter dome of high reflect- 
ance white. 


Damp Location Fixtures 
John I. Paulding, Inc., New Bed- 
ford, Mass. 
Moisture-proof lighting fixtures are 
for damp locations. Danger of short 
and shocks from water in 
units is prevented by special water- 
proof cement which seals wiring and 
sockets, and by two rubber gaskets 
One between fixture and wall or ceil- 
ing, and the other between shade and 
fixture. Said to permit safe operation 
in showers, bathrooms, laundries, 
dairies, barns, garages. U.L. approved 


circuits 


Floodlight 

Crouse-Hinds Co., Syracuse, N.Y. 
General purpose floodlight is available 
with flat base or suspension assem- 
blies. It may be installed as easily in 
grounds, lawns or turf as on elevated 
metal arm brackets. Formed from 
sheet aluminum (net weight with flat 


August, 1954—ELECTRICAL WHOLESALING 


base 414 lbs.; 
314 Ibs.) the new floodlight is 11% 
inches long and 114% 
the lens face. According to the manu- 


with suspension base, 


inches across 
facturer the floodlight delivers a 58.5 
per cent beam efficiency with a 100 
Alzak reflector 


etched finish 


Sander-Polisher 
Wen Products, 
Ill. 


Straight-line action sander-polisher has 


Inc., Chicago 31, 


new small motor claimed to de 
liver 


conventional 


type 


many times more power than 


types of the same size 
Unit has 14,400 stroke 
Weighs 21 Ibs. Said to 
be ideal for work in vertical and over- 
head places. Model works on 110-120 


and weight 


per minute 


Throw 


load 


volt, 1.5 amps., 60 cycles, ac 
Lg-in. under 


by 51 


is approximately 


Sanding area is »- ins 


Heater-Fan 

Dominion Electric Corp., Mans- 
field, Ohio 
Combination 
aerodynamic 
flow and efficiency. The 10-in. unit has 


heater and fan features 
design for greater air 
polished aluminum fan blades. Rotary 
type switch with “heating,” “cooling 
and “off A fingertip tilt 
mounting provides directional control 
from 10° below hori 
Cool air delivered 
about 400 
4 in. high, 1414 in. wide 


settings. 


of air 
zontal to vertical 
970 cfm. Heated air at 
It is 163 


stream 


cfm. 
and 914 in. deep 


Radio Lamp 

General Electric Co., wiring de- 
vice dept., Providence 7, R.I. 
Space-saving radio lamp clips onto the 
top edge of the radio, requires no 
tools. No electrical connections have 
to be made. Unit features an 
plastic socket with bottom turn-knob 
switch. Metal bracket terminates in a 
clip that can be attached to supporting 
bases of varying thicknesses, and in 


Ivory 


various positions 
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Frying Pan 
Markel Electric 
Buffalo 3, N.Y 


Products, Inc., 


aluminum 


he partic ular cooking 


be immersed 100 per cent in water 


washing manufacturer 


) 


dial shows leat recipes 


Toaster 
Proctor 


phia 40, Pa. 


Philadel] 


Electric Co., 


to toast bread 
Key a 
le of fiber 


iss wool. The 


Pop up roaster IS ¢ lain 


in an average of 61 seconds 


this speed is an element ma 


glass fabric fille 


1 with gi 


a low mass, heats up 


fiberglass has 


} | , 
quickly and thereby speeds toasting 


process Platinum tipped thermostat 


measures temperature of toast and con 


trols unit’s operation. Color control 


1 
| 


lever moves horizontally across end of 


toaster. A.C. only 


Taping Gun 
Minnesota Mining and Manufac- 
turing Co., St. Paul, Minn. 


Electrical harness can be 


speeded up from two to ten times 


wrapping 


using plastic tape dispensed by the 
taping gun, says the manufacturer. De 
signed for ¥-in. wide plastic electric 
tape No. 33. Weighs less than 
with a 36-yard roll of tape in the cir 


20 oz 


10-in., curved 


to thread the 


cular magazine. Slender 


tip serves as a “needle 


W 
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tape around wires on a cable layout 


board or in spots difficult to reach 
Grip and cutting button molded from 
styrene plastic; rest of gun made from 


steel. 


Control Center 


Square D Co., Milwaukee 12, 
Wis. 

Newly designed control center has a 
removable operator's panel in the door 
of each combination plug-in unit. The 
center accommodates up to four push 
buttons, selector switches. or 


pilot 


lights This construction is said to 


facilitate the removal of control center 
units since no wires to pilot devices in 
the door need be connected. It is also 
said that it is easy to install additional 
pilot devices in the removal panel when 
Stand- 


urd [ y] { 1j “ oy »() 
rd control center dimensions are .« in 


field changes become necessary 


wide, 20-in. deep, 90-in. high 


Duplex Outlet 

Pass & Seymour, Inc., Syracuse 
9, N.Y. 
Screwless terminal duplex outlet has 


Wired in 


tO make, no 


double grip contacts two 


No | 


wire LOOPS 
SCrews [fO 


Steps 


run down. High quality 
phosphor bronze spring contacts which 
hold wires are said to far exceed “pull 
requirements of Underwriters Labora 


tories. When necessary. wires can be 
removed by inserting 8 penny nail or 
other pointed instrument in center hole 
on either side. Back is completely in 


sulated for greater safer 


Bracket Boxes 

Keystone Mfg. Co., 23328 Sher- 
wood Ave., Center Line, Mich. 
Eight No. 12 wires can be used in the 
4-in. square bracket boxes. The boxes 
are furnished with BX clamps for 
armored cable or RX clamps for non 
metallic sheathed cable 
clamps 


Both types of 
are strongly constructed and 
feature a nested fit for quick, easy 
pulling of wires. Knockouts for 14-in 
cable are stamped in box, two on side 


opposite bracket and one on bottom 


12 


Mercury Lamp 
Westinghouse 
Bloomfield, N.J. 


Deluxe golden white” is 


Electric Corp,, 
latest 
color in mercury-vapor lamps. The 
color is expected to extend the applica- 
tion of mercury into the commercial 
field. 
coating as present color-correct lamp 


the 


Lamp has same inner phosphor 


to complement the blue output of the 
mercury-vapor light. A ceramic coating 
is baked on the outer bulb that filters 
out some of the green and yellow light 
The resultant improved color quality 
is claimed to enhance the appearance 
of the complexion and all color objects 


Rated is 6,000 hours 


average life 


TV Receivers 
Avco Mfg. Corp., Crosley 
25, Ohio. 


number of 


div., 
Cincinnati 


Limited white and ebony 


finished television receivers are being 
produced. The move is prompted by 
requests from dealers and distributors 


[These queries indicated interest on 


part of homemakers and _ hospitals 


Ebony models are for homes where 


the finishing emphasis is on ebony or 
White 
for use in hospitals or in 


convalescents 


wrought iron motifs sets are 


rooms of 


Drum Switch 
Federal Electric 
Newark, N. ]. 


Reversing drum switch is for all rat 


Products Co., 


ings up to two horsepower. It is suit 
able for use with many types of el- 
ectrically driven equipment, including 


conveyors, hoists, wood and metal 


working machinery, machine tools, 


pumps, and processing equipment. The 
switch is small and compact and fea 
tures double-break silver contacts for 
long wear. Contacts are closed by 
positive straight line action to increase 
and 


interrupting eleminate 


sliding or teasing and resultant wear 


Capac ity 


Mounting holes are on the bottom and 
back of the enclosure for placing in 


various types of locations 


Fresh’nd-Aire div., Cory 
Chicago 1, Ill. 


Corp., 


Automatic thermostatically controlled 
heaters are now in production. Ship- 
ments of the first sample units began in 


Models 


left to right, are 553, 


early August shown, from 


653 and 1353. A 


fan forced heater is also included in 


the new line 


School Fixture 

Gibson Manufacturing Co., At- 
lanta, Ga. 
Fluorescent lighting fixture is designed 
School Stand 


ird. The unit has 4 by 45 


to meet new American 
shielding 
Comes in two light-40 watt, two light 
10 watt tandem, and two light-75 watt 
with a choice of all metal or plastic 


side panels. Manufacturer states that 


with either material the unit equals o1 
Also only 


two or three cleanings should be re 


exceeds the new standard 


1 


quired in the normal life of the fix 


ture, generally conceded, says the com 


pany, to be approximately 20 years 


Clamp 


Jasper Blackburn Corp., St. Louis, 


Mo. 


Cross tap clamp is for joining different 
Made of 
high strength copper alloy. Has silicon 


combinations of cable sizes 


bolts and phosphor bronze shake proot 
lockwashers. Eight connectors accom 
modate cables sizes from no. 6 to 1,000 


+ 


mcm. All the edges are rounded for 


easy taping 


Floodlight 


Steber Manufacturing Co., Broad 
view, Ill. 
has thermal 


Aluminum  floodlight 


shock and impact resistant lens for 
200-300-watt Reflector 


neck are made of heavy guage alumi 


lamps and 


num, in one piece streamlined design 


Floodlight is furnished with heavy 


duty round base for mounting to any 
flat surface or directly to 4-in. outlet 
box. Unit is completely factory wired 
including approved cord and plug. It 


is for residential, industrial or com 


mercial use 
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ns 


to bring you 


a Complete line of 


Aluminum Fittings & Fixtures 


Quality -Desiqued in 


KILLARK ALUMALLOY : : 





a ees a Killark vinsiae i ae in 

is “ a ; the Right Size and the Right Style to 
Fit Your Installation Needs. 

FS ; ELECTRIC MANUFACTURING COMPANY 


FA Vandeventer and Easton Aves. ° St. Louis 13, Missouri 


Se a pt 


Atlanta 69 Mills Street, N. W Dallas 1901 Griffin Street Philadelph 2014 Chancellor St 
SALES OFFICES and Boston 156 Purchase St Denver 1073 Galapag Pittsburgl 50 26th St 
WAREHOUSE STOCKS Buffalo 18 Quay St Detroit 8319 Mack Ave un Fran ) 714 Harrison St 
Chicago 1528 West Adams St Los Angeles 412 Seaton St eattle 4130 First Avenue South 


Baltimore 1] W. 25th St Columbus 2700 E. Main St 826 Andrus Bidg 
SALES OFFICES ‘ 
Cincinnati 49 Central Ave Kansas City, Mo 616 W. 26th St 600 W. 181 St 








Also listed by Underwriters’ Laboratories as 
TYPE NMC — NON-METALLIC SHEATHED CABLE 


Type UF Underground Feeder and Branch Circuit Cable is 


a new type first adopted in the 1953 National Electrical Code. 
It is recognized in single conductor construction, sizes +14 to +4 


A.W.G. inclusive and in two-conductor and three-conductor flat 
construction, sizes 14, 12 and 10 A.W.G. CRESCENT SYNTHOL 


TW thermoplastic compounds are used in insulation and jackets 


of these cables. 


Multiple Conductor Type UF Cables are also listed as Non- 
Metallic Sheathed Cable, Type NMC, and may be used for both 
exposed and concealed work in dry, moist, damp or corrosive 
locations and in masonry block walls. 


Licensed Under 





v= — CRESCENT TYPE UF 6 UNDERGROUND FEEDER CABLE 


Type UF single and multi-conductor cable is designed to be used under- 
ground, including direct burial, on feeders or branch circuits, when provided 
with overcurrent protection not in excess of the rated capacity of the individual 
conductors. 


oT . ae 


“TYPE UF -- 12/3 CRESCENT .. 


Send for Descriptive Bulletin 


CRESCENT 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


ae copy 
2 


CENT 





& 


Res 








‘Ut aN Addl ~ LNBDSaao" 
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j\ makes a Star one ee _ 


Bob Brown . . . 

star wholesaler's salesman... had a special knack for 
associating things — particularly sales opportunities. For example, 
when he looked at this picture he remarked to himself: “I can see 
50 thousand dollars worth of lighting sales in this job.” 

An ordinary salesman would have been less imaginative. 
Obviously the job didn't cost a nickel over a thousand bucks. 

But as we pointed out, Bob Brown was no ordinary salesman. 

He was a star. Yeh, he knew how to associate and project 

sales opportunities . . . make ‘em produce. 


So now you ask, what gave Bob Brown this vision . . . 
this idea that a relatively small lighting job could be 
pyramided into 50 G's worth of sales? 


The answer is easy. 

Bob Brown had heard about the Light’s Diamond Jubilee 
LIGHTING COMPETITION FOR ELECTRICAL CONTRACTORS. 
And in a flash he saw the possibilities it held for 
building his sales. 


He figured this way: 
“If | can get my contractor customers 
to enter some of the lighting jobs they sold 
in the COMPETITION | can benefit two ways. First, I'll be 
showing the kind of personal interest 
that will cement our relationship 
. . put me in real solid. 
In the second place, if | get them to 
enter several jobs each, one is 
bound to win an award (there are 18). 
If one of my boys wins, 
he'll be ‘king-pin’ lighting contractor 
in this area—which will make me 
the ‘king-pin's’ favorite salesman.” 


ELECTRICAL 
CONSTRUCTION ©, 
AND MAINTENANCE ~ 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, NEW YORK 36 
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And that's how Bob the star salesman figured 
he could turn a small lighting job into 

50 thousand dollars (or more) worth of business 
for himself. 


Bob sent away for copies of 

the COMPETITION rules brochure and entry form, 
which he’s distributing to 

his contractor customers and prospects 

(Bob believes it's a good gimmick to help turn a 
prospect into a customer). He's also making sure 
that the contractors follow-through. 

““After-all,”” he remarked, “the more entries 

| can get them to submit, the greater my chances 
are of having a winner.” 

That's the kind of thinking that makes 

a star salesman c star. 

Are you a star salesman? Would you like to be a 
star salesman? Easy does it. Use this coupon 
to order rules brochures and entry forms 

for the Light's Diamond Jubilee LIGHTING 
COMPETITION FOR ELECTRICAL CONTRACTORS, 
Then follow-through. 


Lighting Competition Chairman 

ELECTRICAL CONSTRUCTION AND MAINTENANCE 
330 West 42nd Street, New York 36, N.Y. 

Dear Sir: 


Please send me copies of the Rules Brochure and___ Entry 
Forms for the Light’s Diamond Jubilee LIGHTING COMPETITION 
FOR ELECTRICAL CONTRACTORS. 


NAME 


| 





COMPANY 





ADDRESS 











MOE 442 


nspiration-Lighting” 
THE GUIDEPOST to MORE PROFITS, EASIER SALES 


Moe Light distributors know, the Moe Light line sells 
faster, sells easier, because it’s designed right, packaged 
right and extensively advertised. Moe Light design is 
more than in step with the times—it is setting the pace 
in lighting. And every Moe Light distributor and dealer 
gets the benefits of Moe Light’s broad advertising. 
point-of-sale merchandising, and widespread DESIGNED RIGHT 
acceptance of Moe Light ited 


Inspiration-Lighting. 


*(a combination of general 


localized and accent lighting 
“eo _ ee 


Sues 


LS 
bier Hones. Le es | oe 


Grae 


ADVE ave RIGHT 


PROMOTED RIGHT 





You’re on the profit road— when you stock, promote, 
and sell Moe Light. 


MOE LIGHT 


Fort Atkinson, Wisconsin 
(DIVISION OF THOMAS INDUSTRIES, INC.) 


Plants at Fort Atkinson and Sheboygan, Wisconsin Princeton, Kentucky and Los Angeles, California 
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COMPETITIVE PRICES 
ON-THE-JOB ENGINEERING 


If competition's getting tough, you need the kind of 
service and products that Peerless—and ONLY PEER- 
LESS—offers. You want fast deliveries—OK, you get 
them immediately on any fan or blower in the big Peer- 
less line. You want prices—OK, you get them from 
Peerless because Peerless builds the entire unit, deter- 
mines its own prices, pegs prices and holds them. You 
want engineering help—OK, you get it at no cost from 
Peerless simply by asking for it, and if necessary, Peer- 
less flies an engineer to your office. You want to elimi- 
nate call backs—OK, you do it with Peerless because 
you get rugged construction, sound engineering and 
guaranteed motors that are built and job-matched by 
Peerless for the specific fans and blowers they power. 

Peerless gives you everything you need: iron-clad 
guarantees—and product registrations that permit you 
to order replacement parts by number. 

Check and see, compare and prove that you buy best, 
sell best, install best and are served best when you deal 
with the fan and blower manufacturer that offers you 
most—Peerless Electric. 








FAN AND BLOWER DIVISION Prerhes. 


THE PEERLESS ELECTRIC COMPANY Clechiic 


1403 WEST MARKET ST. - WARREN, OHIO 
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SUGGEST EXTRA DISPLAYS. 
G-E’s bulbsnatcher display material 
features the attention-getting cop, above. 
He’ll sell bulbs if your customers use him 
with giant displays. 











RETAILERS’ 


BEST SELLERS 


(by dollar volume) 
60 and 100 watt: 51% 
40 and 75 watt: 34% 
25 and 150 watt: 15% 











FEATURE 4-LAMP PACKAGE. 
To make sure your customers get their 
share of the big bulbsnatcher business, 
sell them enough G-E 4-bulb packages. 


They boost unit sales. 


PUSH POPULAR TYPES. But 
don’t forget other General Electric bulbs. 
Stores carrying 15-watt, 60 and 100-watt 
WHITE, and 3-LITE bulbs added 26% 
in dollar sales. 
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Tie in with 


G.E's big 


BULBSNATCHER 


CAMPAIGN 
tarting October 1st! 


ALL is the perfect time to boost your 

light bulb volume. All you have to do is 
get your dealers to take advantage of 
General Electric’s drive against bulb- 
snatchers—people who empty one bulb 
socket to fill another. Just when families 
start spending more time indoors, the G-E 
promotion tells them “stock up on G-E 
bulbs!”’ The Jane Froman T’'V show delivers 
the message to 3% million homes. Ads in 


SATURDAY EVENING POST and LIFE 


reach millions more. Shoppers can’t help 
but know it’s G-E bulb buying time! 
Besides the big need and big promotion, 
you’ve got an extra advantage: consumer 
preference for G-E bulbs! An audit of sales 
in Toledo, Ohio, stores showed that Gen- 
eral Electric bulbs outsold another major 
brand over 2 to 1 in actual side-by-side tests! 
For more profits this Fall, get behind 
General Electric’s big anti-bulbsnatching 
campaign. Start getting orders today! 


PUT THIS G-E ADVERTISING TO WORK FOR YOU 








Magazines 
FULL PAGE 
ADS 
LIFE, Oct. 11 
SATURDAY 


EVENING POST 
Oct. 2 





a 


TV 


JANE 
FROMAN 
SHOW 
Sept. 30 
Oct. 7, 14 








GENERAL @@ ELECTRIC 
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For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 





Installation is simple and less expensive. Two quick 
squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 

Cross Section 


| a ARIE ht E i. 


GALVA, * he OO 











Warehouse Stocks in Principal Cities for Immediate Delivery! 


ELECTRICAL WHOLESALING—August, 1954 
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LOAD 


For the Wholesaler 

over, small invent@m e 

profits, these new an@ am 

and Service Equipment ; 

Approved by the : rs” : 
Inc., for label service, Vessoe’ slew tencanDlioe don: 
body many features that should make them 
extremely popular with” beth the trade and 
ultimate users. 

Besides providing automatie circuit protection 
against service interruptions caused by short 
circuits and harmless and dangerous overloads, 
the new units are so designed to make the addi- 
tion of new circuits, changes in capacities and 
replacement of damaged units a simple, easy 
task. 

Shockproof and easy to operate, the new units 
are of the ‘‘panel base assembly”’ type which 
means that all components box and front, 
panel back, bus bars and main lug connection 

are packaged for easy stocking on distribu- 
tor’s shelves, and for quick and easy assembly on 
the job. 

An outstanding feature of the new unit is the 
new € T-M Thermal-Magnetic Trip Circuit 
Breaker with quick-make and quick-break op- 
eration on manual or automatic trip and @ 
design magnetic blow-out. 

The thermal magnetic action of the circuit 
breaker automatically trips the handle, indi- 
cating the circuit in trouble. Service interrup- 
tions caused by harmless, momentary overloads 


Stark Adam 
Electric Co. 


SERVICE EQUIPMENT © SAFETY SWITCHES 


@liminated, due to the time-lag action of the 


cireuit breaker’s thermal element. 


On short circuits and dangerous overloads, the 
magnetic trip hastens the action of the circuit 
breaker. Once the cause of the trouble is re- 
moved, service is restored by flipping the handle 
back to “‘off’’ position and then to ‘“‘on’’. 

Screwless assembly (just slip the breakers in), 
one pressure type of connection between circuit 
breaker and bus bar, and ‘‘sequence bussing”’ to 
balance the load and permit double pole, in- 
dividual trip combinations are other features. 

Four basic combinations to afford a maximum 
of 4, 8, 12 and 20 poles (all single pole on com- 
binations of single and double pole) are avail- 
able. These, plus a supply of dependable, indi- 
vidually-packed single and double pole indi- 
vidual trip @ type T-M Circuit Breakers, 
available from wholesaler’s shelves, meet almost 
any job requirement. 

For alert and aggressive wholesalers, these 
new @ units all add up to one thing more 
business. So order a supply of these assemblies 
today. For further details, write headquarters 
or contact your nearest @ representative listed 
in Sweet’s. 


@ T-M Circuit Breakers are available in the following 
capacities: 10, 15, 20 and 30 amps., 120 volts AC single 
pole and/or 120/208 volts AC double pole individual 
trip; 40 and 50 amp., capacity furnished with @ QP 
Quicklag P Circuit Breaker; main lugs for 100 amp., 
maximum, 115/230 volts, 3-wire single phase of 120/208 
volts, 4-wire three phase mains. (Six circuits or less suit- 


able for serwice equipment. 


BOX 357, MAIN P. O. 
ST. LOUIS, MISSOURI 


LOAD CENTERS « QUIKHETER 


21 





THE NEW 
CUTLER-HAMMER 
UNIT BREAKER 


Modern Low-Cost Circuit Protection 


The new Cutler-Hammer Unit Breaker—the Unit System 
Circuit Protector —has everything you want —low price, top 
convenience in stocking, in selecting proper circuit breaker 
capacities for a specific home or other buildings, rapid, easy 
installation and wall-switch snap-on, to restore service. 
The Cutler-Hammer Unit Breaker is 3 simple components. 
The case with bus bar assembly. The individual circuit 
breaker in 15, 20, 30, 40 and 50 amp. capacities that the con- 
tractor just picks out and pushes in. And the cover for flush 
or surface mounting. 6 case sizes handle any circuit com- 
bination from 1 to 32 circuits. There are many other features 
too—plus genuine Cutler-Hammer quality at new low prices. 
See this new Unit System Circuit Protector. Get the whole 
story including the new pocket size Handilog and selector 
charts. Don’t delay. Cash in. Contractors, see your authorized 
Cutler-Hammer distributor today. CUTLER-HAMMER, 
Inc., 1327 W. St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER: 
UNIT BREAKER 


=e 


Basically 3 Components 
The C-H Unit Breaker consists of case, 
individual circuit breakers, and cover. 
Easy to assemble, ond instoll. 


(Fala 
; : H : 
i ll 


6 Cases—32 Circuits 
Only 6 case sizes handle all needs to 
32 circuits. Also raintight and special 
types avajjable. 


Rock Bottom Prices 
Plus These Features 
Ambient compensated. No pre-tripping 
in hot climotes. Thermal magnetic pro- 
tection against heavy overloads and 
shorts. Compact, rugged, lasting, de- 
pendable. Quick make and break for 
long contact life. Famous C-H Quality. 


ELECTRICAL WHOLESALING—August, 1954 





NATIONAL 


Business Index: 


PICTURE 








1947-49=100% 





— 300 ——Full-Line Wholesalers 








r— 250 








r— 200 
— Inventories 








[150 





i, 100 Ysa 








Soles— 





— 30 








p— gp Lededirtitistisiriitiristisiiiiitiit = 


es 
195! 1952 1953 FM 








1947—49=|00% aa | 
———— 3 





1954— 



































INDEX (above) 
May 1954 Apr. 1954 May 1953 May 1952 
ae 114 119 136 118 
Inventories 139 141 158 148 


% CHANGE 
May 195! 1954 from 1953 
125 6 
162 —— 





1947-49=|00% 


— 399 ——Wiring Supplies and Construction Materials Distributors 











L— 259 — 
L— 299 
150 
F100 
L— 50 


— Lott pt itp tir titi tittisttlispitiiiriit 





inventories 


Se 





























1I947-49=100% 














1951 i952 1953 











INDEX (above) 
May 1954 = Apr. 1954 May 1953. May 1952 
, 136 139 14] 128 
Inventories 166 168 178 160 


% CHANGE 
May 1951 1954 from 1953 
137 6 
158 _—— 





1947-49=100% 


| 399 —_-Appliances and Specialties Wholesalers — 








-— 250 See | im 
i— 200 Te a «Pees 








1947-49=100% - 


1954 





= Cla eee ear ene ideal 


~~ ow SESS See See 








2 bY ct vn AO EY li 
= cn oe Sales< 

















g bbe 


1951 1952 1953 











INDEX (above) 
May 1954 Apr. 1954 May 1953 
98 109 121 107 
Inventories .. 148 149 162 144 


SOURCE: 
months of 1954 from five months of 1953 
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May 1952 


% CHANGE 

May 1951 —-:1954 from 1953 
98 13 
211 — 


Bureau of the Census. June-July projection is by this publication. Per cent change in sales is five 
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ELECTRICAL GOODS WHOLESALERS Sales Inventories 


(% Change) (% Change) 
19 5 4 From 1954 From From 
; May From apr May 
1953 1953 1954 1953 
NEW ENGLAND 


Full-line .......... ; 13 
Wiring supplies and 
construction materials 





Appliances and specialties. . 


MIDDLE ATLANTIC 





Full-line ee ore 
Wiring supplies and 
construction materials .... 


Appliances and specialties. . 


EAST NORTH CENTRAL 





Full-line 


Wiring supplies and 
construction materials 
Appliances and specialties 


WEST NORTH CENTRAL 








Fuli-line . : 
Wiring supplies and 
construction materials 
Appliances and specialties. . 


SOUTH ATLANTIC 





Full-line . 

Wiring supplies and 
construction materials . 
Appliances and specialties. . 


EAST SOUTH CENTRAL 


Full-line ... 
Wiring supplies and 
construction materials ... 





Appliances and specialties. . 


WEST SOUTH CENTRAL 





Full-line cess 
Wiring supplies and 
construction materials 
Appliances and specialties. . 





MOUNTAIN 


Full-line ... : 
Wiring supplies and 
construction materials ..... 
Appliances and specialties. . 





PACIFIC 
Full-line .... ey 9 3 22 


Wiring supplies and 4 J} i | 10 

construction materials 

Appli d ialti 7 27 
ppliances and specialities. . 


*5 months 1954 from 5 months 1953 Source: Bureau of the Census 
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BULLDOG ALUMINUM BUStribution. DUCT 
elps North American 
build Super-Sabres 


1600-amp. LO-X BUStribution serves 
as main feeder to welding department 
to minimize voltage drop during welds 


North American 
F-100 Super-Sabre 


600-amp. Plug-In BUStribution, with tap 
off provisions each 10” prov ides 100% 
coverage of production area with 50-foot runs 


To keep their famous Super-Sabre Jets rolling smoothly These savings in installation costs —in addition to 
off the line, North American Aircraft needed a de- lower first cost — are prime reasons for the widespread 
pendable, flexible power distribution system, That's use of BullDog Aluminum Conductors in plants 
why, in two installations alone, they installed more throughout the country. 
than half-a-mile of BullDog Aluminum BUStribution Aluminum ®UStribution Duct features in its desian 
Duct. the same quality and dependability that have gained 
BullDog world-wide reputation as a pioneer of bus 
bar distribution systems. It is completely interchange- 


The high bay construction, and the obstacles presented 


by girders and pipes in the North American plant, 


were a natural for the use of lightweight aluminum 
bus duct. The weight saving in each 10’ duct section 
greatly eased the strain of the extra handling required 


able with other BullDog BUStribution systems and is 
listed by Underwriters’ Laboratories, Inc. For com- 
plete information, consult your local BullDog Field 


Engineer. Or, write: BullDog Electric Products Com 
pany, Dept. WH-64, Detroit 32, Michigan. OBEPCU 


in the installation job. Less dead weight on building 
superstructures, too, 
In Canada: 


BullDog Electric Products Company ‘Canada! Ltd 
80 Clayson Road, Toronto 15, Ontario 


Export Division: 
13 E. 40th Street 
New York 16, New York 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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RACO OFFERS 


ASE... 


ONLY 4 BARS ENABLE YOU ; 
STOCK JUST 4 BARS 

TO INSTALL ANY DEPTH BOX ae en 14 

WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 


er EXPANDED 1814” 
CLOSED 11%4”-——>| 


ee eae SS 
Ed 


compiete 


RMT EXPANDED 264” ——_____—» only four bars 
CLOSED 19%” ——> provide 
adjustment 


NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 


ALL-STEEL EQUIPMENT INC. Auroras tttinois 
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Wholesale Price Index for 62 Electrical Products 





Product (1947@419—109) June 1954 May 1954 June 1953 


Copper Wire, bare. Unit: pound ‘ 132.8 140.7 
Building Wire, type R. Unit: M feet t 92.1 126.4 
Non-metallic Sheathed Cable. Unit: M feet 7 73.1 125.9 
Varnished Cambric Cable. Unit: M feet ’ 145.4 147.0 
Flexible Cord, type SJ. Unit: M feet J 113.4 131.8 


Lighting Panelboard, fuse type. Unit: each 115.4 111.8 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 118.4 
Safety Switch, 2 Pole, type A, 259 volts. Unit: each 145.7 132.9 
Safety Switch, 3 Pole, type C, 575 volts. Unit: each 140.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 142.2 
Power Panel, fuse type, 250 volts. Unit: each . 122.0 139.8 
Power Panol, circuit breaker type. Unit: each 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 131.4 
Motor Control, a.c., 50 h.p., 440 volts. Unit: each 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each y 115.6 115.6 
Plug Fuses, 125 volts, non-renewable. Unit: each 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 112.7 112.7 111.8 
Motor, a.c., 1/2 hp., 220-440 volts. Unit: each 111.4 114.4 121.1 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 122.7 
Motor, a.c., polyphase, induction, 3 hp. ball bearing. Unit: each 129.6 129.6 129.6 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 129.1 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 135.C 
Motor, d.c., 5 hp. Unit: each: 140.1 140.1 140.1 


Fan, under 12 inches. Unit: each 110.4 110.4 108.7 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 135.0 


Drill, production line, 1/4 in. Unit: each 112.0 112.0 112.0 
Drill, production line, 1/2 in. Unit: each 107.0 107.0 107.0 
Saw, production line, 6-8 in. Unit: each 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each 164.1 164.1 156.3 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside frosted. Unit: each 136.9 136.9 136.9 


Distribution Transformer, 15 kva. Unit: each . 130.5 130.5 130.5 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 125.5 
Dry Type Transformer, 15 kva. Unit: each .. 122.8 122.8 122.8 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 139.3 124.4 
Dry Cell Battery, portable radio “B" pack 67 1/2 volts. Unit: each 115.1 115.1 104.4 
Dry Cell Battery, general purpose, No. 6 type | 1/2 volts. Unit: each 140.1 140.1 140.1 


Voltmeter, portable type, 3 1/2-6 1/ inches. 0-300 volts. Unit: each 156.3 156.3 142.5 
Ammeter, portable type, 3-6 1/2 inches. Unit: each 151.3 151.3 133.6 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 138.1 138.1 126.9 


Toaster, automatic, “pop-up.” Unit: each 108.0 108.0 103.2 
lron, under 4 pounds. Unit: each 108.7 108.7 102.7 


Cooking range, standard size. Unit: each 103.6 103.6 100.7 
Washington Machine, non-automatic, wringer type. Unit: each 106.2 107.1 107.0 
Washington Machine, automatic. Unit: each 102.5 102.5 105.4 
lroner, table model. Unit: each 115.5 115.5 118.7 
lroner, portable model. Unit: each 102.0 102.0 100.5 
Vacuum Cleaner, upright. Unit: each 108.0 108.0 107.1 
Vacuum Cleaner, tank. Unit: each 108.9 108.9 111.8 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.4 106.4 105.2 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 106.9 106.9 109.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 107.2 107.2 112.2 


Radio, table model. Unit: each 88.2 88.2 95.0 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 96.5 
Radio, portable model. Unit: each 93.0 93.0 95.0 
Television, console model. Unit: each 71.3 73.6 75.1 
Radio-television-phonograph combination. Unit: each 73.0 73.8 74.7 
Television, table Model. Unit: each 75.2 76.5 75.7 
Source: Rureau of Labor Statistics 
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Jct? DUTRAX 


nonmetallic-sheathed building wire 


FISHES WITH HALF THE 
USUAL EFFORT 


Silver Dutrax* speeds your work. It’s clean to handle. 

It won't become sticky ... won't flake or peel. 

— You can fish it through joists with half — yes, half — the 
SILVER 
Soran Silver Dutrax won't soil your hands . . . lessens chances 


effort required by ordinary nonmetallic building wire. 


of marring walls. 
Here's why: Anaconda Engineers have given this amaz- 
ing Type NM building wire a revolutionary new finish 


—twice as smooth and absolutely non-soiling. 
ORDINARY 


TYPE NM 


Want a sample to see for yourself? Ask your Anaconda 
~~ Sales Office or Distributor. Anaconda Wire & Cable 














Company, 25 Broadway, New York 4, N.Y. 


a of Mines 








the right cable for the job 


WIRE AND CABLE 


ELECTRICAL WHOLESALING—August, 1954 





TIMES and TRENDS 





For Want of aWord..... 


If we may take a liberty and change a word in 
in the first line of a famous old verse, we'd com- 
mence this editorial as follows: 

“For want of a word. . . . a business was lost.” 
The word that seems to be lost (or getting lost) is 
lo yalt ). 

Loyalty is a big word in the operation of any 
business. We doubt that any concern can be truly 
successful without loyal employees, loyal custo- 
mers and loyal suppliers. 

Certainly we can all recognize the necessity for 
loyal customers. Is there a firm that would not be 
proud to be able to report “our customers are loyal?” 
And yet, a review of what loyalty means and how 
it is achieved appears necessary today. 

Loyalty is not purchased, nor made by extra 
discounts, trips to Bermuda or big prize promotion 
campaigns. Loyalty is built by consistent adherence 
to a policy that makes the customer feel confident, 
secure and benefited by doing business with you. 

It is true that a number of manufacturers of elec- 
trical products are well known and recognized for 
their loyalty to the wholesale trade. It is true, also, 
that a number of manufacturers consider loyal dis- 
tributors unessential to their business in any way 
despite the fact that they use them to distribute 
their goods. Only time will determine whether or 
not loyalty is an asset in doing business. 

In any discussion of loyalty, you soon discover 
that the first and most important fact to recognize 
is that “loyalty begins at home.” You can’t expect 
loyalty from suppliers or from customers unless 
you are loyal yourself and to yourself. 

Are the actions of the firm loyal to the func- 
tions of a wholesale business? 

And even more important today, does loyalty 
mean anything to our sales force in quoting prices? 
Is our firm loyal to its price sheets because they 
represent fair and honest charges for services ren- 
dered? 

In an eastern city, there is a large company 
whose purchasing agent divides his purchases of elec- 
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trical equipment among three wholesale firms. By 
quoting cost plus five, the salesman tor one frm 
had been getting his one-third share of the business 
for quite some time. On most of the items sold on 
cost plus five basis, the wholesaler lost money. 

Finally, the sales manager paid a visit to th 
purchasing agent. He pointed out to the latter that 
they were both businessmen and in business to 
make a profit. He argued that a fair and honest 
profit was earned by his firm in performing tts 
special functions. 

Then the purchasing agent really shocked the 
sales manager. He pointed out that although he 
bought about one-third of the required electrical 
equipment from this wholesaler, he never asked 
for a special price. 

If the goods were offered on a cost plus five 
basis, he would not be loyal to his firm if he did 
not take it. On the other hand, he felt that he was 
a loyal customer of the wholesale firm and appre- 
ciated the service, stock, etc., provided by them. 

Nothing more was said, but the sales manager 
returned to his office and from then on the sales- 
man quoted regular prices to this particular firm. 
Needless to say, the wholesaler still got his one 


third share—and made a profit on it 





Charles G. Pyle 

An illustrious career of distinguished service to 
the electrical wholesaling industry came to a close 
last month with the death of Charles G. Pyle, 
executive director of NAED. 

It would be difficult indeed to list all of the ac- 
complishments and actions inspired, organized and 
executed by Charlie Pyle, during his 12 years as 
director of NAED. 

The national association has lost one of its 
greatest leaders. But the entire wholesale trade has 
lost a champion fighter for a better understanding 


of and necessity for the wholesale operation in our 


AWRENSE 


economy. 





. on 
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CONDUIT 


protects the wiring systems 


in each of these 


Cargo Operations Building, New York 


Ncellitied 


international Airport 


South Side Generating Station, Jacksonville, Fla. 


1407 Broadway 
Building, 
New York, N. Y. 


H. P. Hood & Sons Plant, Boston, Mass. 


John Hancock Building, Boston, Mass. 


here’s why: 


Spang Conduit is the combination of top-grade steel and quality-con- 
trolled manufacturing which gives you conduit to fit any wiring needs. 

Evidence of the wide demand for Spang Conduit can be found in 
the many types of buildings for which Spang exclusively has been 
specified. Whether it’s an airport, a manufacturing plant, a power 
plant, an office building, a home. . . no matter what the type of building 

. architects and contractors find that Spang offers the conduit best 
suited for their needs. 

Spang is easier to cut, thread, bend and weld, saving valuable time 
and money on conduit installation. Take your choice of any of the “big 
four” in a full range of sizes. Spang offers you Cenlaco, Central Black, 
Central White, and EMT with the SPANGLEAM Finish. 


moaern 


Housing Project, Miami, Fla 


Lever Brothers Soap Plant, Los Angeles, Cal 


Shoppers World, Framingham, Mass 


SPANS 
CONDUIT 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE 

TWO GATEWAY CENTER, PITTSBURGH, PA 

District Offices and Sales Representatives 


in Principal Cities 
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Charles Gordon Pyle 


1893-1954 


ITH the death of Charles G 
Pyle on Friday, July 16th, not 
only the membership of the 

National Association of Electrical Dis- 
tributors, but the entire electrical in- 
dustry suffered a great loss. During 
his tenure as executive director, he 
helped build the association into a 
strong organization whose varied ac- 
tivities were not only for the dis- 
tributor’s benefit, but for the benefit of 
the dealer, the contractor, the manufac- 
turer, the utility. 

Mr. Pyle joined the National Elec- 
trical Wholesalers Association in 
December of 1942. As managing di- 
rector, he succeeded E. Donald Tolles, 
who had served NEWA 25 years. At 
the time of his acceptance of the post, 
he was general sales manager of the 
Hygrade division, Hygrade - Sylvania 
Corp., now Sylvania Electric Products 
Inc. He served Sylvania 24 years. 

It was in 1949 that the association 
changed its name. During the same 
year the association inaugurated the 
unique conference booth setup at its 
national convention. This permitted 
distributors and manufacturers to get 
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together at a specified place and a 
specified time. It was also during Mr 
Pyle’s direction that NAED won rep 
Wholesale Trades 
Advisory Committee to the Secretary 


resentation on the 


of Commerce, with representation on 
sub-committees covering price control, 
inventory control, priorities, alloca 
tions and manpower 

One of Mr 


was concerned with the recently con- 


Pyle’s last activities 
cluded Executive Training Course con 
ducted at the Graduate School of Busi 
ness Administration of Harvard Uni- 
versity. The purpose of the course was 
to help train member executives who 
in the future will manage their busi 
nesses, and who must cope with top 
management problems peculiar to ele« 
trical distributors 
Charles G. Pyle 
when it came to business 


Was an optimist 
At the start 
of this year, he exclaimed that 1954 
looked like anything but a depression 
The nation was well into a buyers’ 
market and the buyers had to be sold 

“Let’s forget about the past,” he 
wrote, “and think of things as they are 


Let’s start anew. And don’t forget 


you can't solve today's problems with 
yesterday s ideas if you want to be in 
busine ss tomorrow 


NAED President 


declared upon hearing of the executive 


Lester E. Barrett, 


Charlie Pyle was a 


man among men and we 


director's passing 
shall all miss 


his genial personality, his friendliness 


ind—above all 


ind und 


his quick perception 
erstanding of our needs and 
oul problems 
Mr. Pyle 
in 1895. At the 


was a resident of Bronxville, 


was born in Pittsburgh 


time of his death, he 
N. Y. His 
widow, Mrs. Margaret Gildea Pyle, a 
Charles G. Pyle, Jr.. 


grandchildren survive 


son, and three 


Active in many civic and fraternal 
groups, Mr. Pyle was an organizer and 
charter member of the Sales 
utives Club of New York, Inc., and a 
member of the Traffic Club of N. Y., 
Inc. As an Rotarian, Mr. Pyle 
Public Relations 
Committee of the Rotary Club of New 
York. He was also a member of Har 
mony Lodge No. 9, F. & A. M., Paw 
tucket, R. I., and a member of the Apa 


wamis Club, Rye, N. Y 


Exec 


active 


was Chairman of the 





Rigid testing of 
Exalosion-Proof CONDULETS 


assures safety 
and long 
dependable service 


Crouse-Hinds extensive 
laboratories and modern 
manufacturing combine to 
give you top quality 


Laboratory testing is one of the key operations 
in the production of electrical equipment of the 
highest quality. Crouse-Hinds laboratories are 
equipped with the latest scientific instruments and 
staffed with expert technicians. 

Products are constantly tested to make sure that 
they are being made to withstand field conditions. 
New devices are tested to predetermine their meet- 
ing or surpassing the requirements of Underwriters’ 
Laboratories. 

The photographs at the right show three of the 
many testing operations that are done in the Electri- 
cal Laboratory. It is equipped with apparatus for 
making both alternating and direct current tests, 
heat tests, pressure tests and many others. 

Close cooperation between Crouse-Hinds labo- 
ratories and manufacturing departments is one of 
the reasons why Condulets have been the “Standard 
of Quality” for nearly fifty years. 

Specify CONDULETS on every job. They’re 
made right... to serve you better...and last longer. 


When quality counts 
+++ you can count on Condulets 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


ony CEs Birmingham — Boston — Buffalo — Chicago — Cincinnat — Cleveland — Dallas — 
it Indianapolis — Kanses City — Los Angeles — Milwaukee — New Orleans 
Pittsburgh — Portland Ore — San Pranciens Seattle — St Louis — St Paul 
Si T SREPRESENTATIVES a Avante Balnmore — Charlotte 
Corpus Christi — Reading. Pa — Richmond V: Shrevepon 
Crouse-Hinds Company of Canada Lid. = tian Om 


* CONDULETS 
STANDARD ae made only by 


QUALITY CROUSE-HUMDS | 
CONDULETS : TRAFFIC SIGNALS 


<P 
--< 
Ci) 


Probing for maximum exterior operating tempera- 
ture on a Type EVA Explosion-Proof Lighting 
Fixture using a multiple point recording potentiome- 


Adjusting carburetors and flow meters to create a 
predetermined explosive mixture within an ex- 
plosion-proof Condulet for an explosion test. 





Photographing the pressure wave in the Oscillo- 
scope to determine the maximum explosion pressure 
within an explosion-proof Condulet that is behind 
the concrete wall. 


‘AIRPORT LIGHTING - FLOODLIGHTS 
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What's Happening 
po in Washington 





@ Republicans Give Business a “Nudge” This Fall—The Administration is 
giving business a boost wherever it can by speeding up government payments 
or government contract awards in a long list of fields—highways, shipbuilding, 
military hardgoods such as planes and tanks, airports, and many others. The 
idea is this: the business outlook will be better if the boost to the economy can 
be given in the next couple months by spending the funds that would other- 
wise be spread out through the coming year. 


There’s millions of spending involved—but the real purpose is to give 
business a psychological shot-in-the-arm at a time when Eisenhower's top eco- 
nomic planners figure it will do the most good. 

There's politics in it, too. It’s no accident that such a policy is put into effect 
so that the results will show when they'll do the most political good, that is, 
right before election day. 


Year ahead will see big government boosts to business—the new Admin- 
istration has been making some cut-backs in government spending in the past 
year and a half. But a rundown of government spending and government in- 
centives for business that will be felt during the next 12 months shows clearly 
that the Republicans are keeping some big government spending programs 
high—and are offsetting cuts with hoped for incentives to step up such areas as 
construction that might otherwise suffer. 


Here’s a rundown of what to expect in markets and programs that generate 
business for you. 


Private housing: The new law gives a big new boost to starting new homes 
and modernization of old homes. FHA insurance cannot be given to lower 
down payments and longer terms in mortgages for both new and old homes. 
Also, new provision for “open-end” mortgages makes it easier for owners with 
FHA-insured mortgages to finance improvements with their present lender 


Public housing: Ike won 35,000 starts in each of next two years, but re- 
strictions in the law may make it difficult to actually get them under way. 


Urban renewal: New deal for slums and blighted areas makes it possible 
for owners to get FHA-insured mortgages—thus opening a whole new market 
for home and apartment modernization in cities whether or not they are doing 
much with either slum clearance or public housing projects. FHA could not 
insure loans in such areas before, because of risk involved. 


Housing Outlook: Impact of the new law is expected to give housing starts 
a boost that will be felt this fall and winter. Total starts of 1.2 million this 
year is even a better bet than before, and experts figure the new incentives could 
push starts up to the 1950 record of 1.35 million. 
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On top of this aid for new housing add the additional slum clearance and 
modernization business, and you can see the reason for official optimism. 


Military Construction: Pentagon’s spending for airbases, army camps and 
the like will continue high. War scares in the Far East are one big reason for 
a turn-around on plans to cut back on the armed forces. One big new program 
running into hundreds of millions of dollars calls for building about 500 new 
radar installations all across the U.S.-Canada border. This is in addition to the 
dozens of “Nike” anti-aircraft batteries being installed around a dozen or more 
major cities. Also, the military has asked for $350 million for new housing on 
service posts and camps. 


Public Works: Spending on power dams may go up under Republican 
policy of letting private enterprise build them. Good example is the five-dam 
project on the Coosa River in Alabama to be built by Alabama Power Co., and 
the Markham Ferry project in Oklahoma to be built by a state authority. Also 
some federally-financed projects are out from under the lid. 


Lease purchase of buildings: New public buildings are getting underway 
by permitting government to lease on long-term basis from private industry. 
Program may build $100 million of post offices and office buildings during the 


coming year. 


Hospitals: New money for special purpose hospitals, and convalescent 
homes, and diagnostic centers is being voted, as part of Eisenhower’s health 
and medical program. 


Other construg¢tion items worth noting: The huge St. Lawrence Power 
and Navigation Project which will run to almost a billion dollars. Contracts 
for the power dam are close to being let, and first awards for locks and ship 
canals may be let by next spring... . as ELECTRICAL WHOLESALING went to 
press there were new spending programs for airport construction and new grants 
to states for schools were in the works with a good chance of passage. 


To Sum Up: No doubt about it, housing and other construction is one of 
the main props of Republican prosperity, and the Administration is doing what- 
ever it thinks is necessary to keep it that way. 


Dumping of Surplus Hand Tools Stopped—The Commerce Department's 
Business and Defense Services Administration has blocked a plan of the De- 
fense Department to dump on the market several million dollars worth of 
hand tools bought during the Korean War. Military services had declared them 
surplus. BDSA jumped into the picture with the argument that such sales would 
hurt manufacturers, wholesalers and retailers. Even more effective, BDSA 
officials feel, is that there are really no yearly models of such tools, hence they 
can’t become obsolete so long as they’re usable. 


Retail Sales Keep Climbing—Keep your eye on the new special Census of 
Business taken last year in the Dallas metropolitan area. First reports show that 
sales of retail establishments climbed to $998.6 million in 1953, compared 
with $704.8 million in 1948, the year the last census of business was taken. 
Number of retail establishments increased from 5,986 in 1948 to 7,190 in 
1953, a 20 per cent increase. Final report will show how sales by lines rose 


or fell during the same period. 
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NEW ...from General Electric 


Lead plated switch and circuit breaker enclosures for 
exposure to weather, dust, alkali or acid atmospheres 


Now you can offer your customers a completely new type of enclosure which 
is a tremendous improvement over cast iron. They will find it less bulky, lighter 
and practically unbreakable; what’s more the enclosure is easier to handle, 
requires less maintenance, and will last much longer. 

Water-tight and dust-tight (NEMA 4 and 5) lead plated, sheet steel enclosures 
can be shipped immediately. They are available with safety switches in a range 
from 30 through 200 amperes; with circuit breakers in a range from 15 through 
225 amperes. 

Inspect this important new General Electric development before your next 
switch or circuit breaker order. Write, wire, or phone General Electric Com- 
pany, Trumbull Components Department, 51-63 Woodford Avenue, Plainville, 


Connecticut. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


ewest in the 
a family 

ot molded 
cord sets... 


... With ALL the features 
a quality range cord 
should have .. . 


Molded-on rubber range plug © adjustable 
zinc-plated steel strain-relief 


ROYAL quality rubber-covered range cable 


Conductors crimped and soldered to con- 
tact blades which are permanently sealed 
in molded rubber body 

Stranded, flexible copper conductors ex- 
tended to tips of terminals—can’t pull out 


Complete, ready to install, for maximum 
service and long life 


component part fully 


& Every listed by 
Underwriters’ Laboratories, Inc. 


It’s an accepted fact in the electrical trade that 
‘you just can’t beat a Royal molded cord.” And, 
here is further proof, to fill the growing 
demand for a range cord set with the quality 
characteristics that Royal builds into its full 
molded cord set line. So, 


buy ROYAL... 
youll sell better / 


ROYAL ELECTRIC COMPANY INC: 


WIRE @ CORD SETS @ 


CATALOG NO 


M-4000 





| ! 





Catalog 
Number 


: Standard Pkg. 
Length 


1 —t 


Conductors Rating 





Quant. Weight 





M-4000 


T —a - _ —T 


~1#8] 36” | 50A—250V | 12 


| 23 Ibs 





M-4001 


+ —_—_——_—_——— 


~1#10 36" 35A 


a on 


250v | 12 | 19 





M-4002 


t 
| 
| 


| 36” | SOA — 250V 





M-4005 





60” | 50A — 250V | 











FUSES @ DEVICES @ 


PAWTUCKET* RHODE ISLAND 


DECORATIVE CHRISTMAS LIGHTING 


ELECTRICAL WHOLESALING—August, 1954 





ELECTRICAL 


WHOLESALING 


AUGUST -1954 


What Do You 
et Out of Selling? 


Selling offers you a number of satisfactions. To mention a few, adequate 
compensation, opportunity for self-expression, freedom from boredom. But 
which ones come first? Here are how the satisfactions (and the vexations, 
too) of selling rank in the minds of electrical wholesale salesmen today 


ELLING electrical goods is a rewarding way [he salesmen were also asked to explain their 


to make a living. The rewards are many No. One reason for liking selling. These explana 


tangible and intangible 

For one thing, selling offers the means to a high 
standard of living. Almost half of the electrical 
wholesale salesmen who participated in a recent 
ELECTRICAL WHOLESALING survey said they made 
$7,000 or more last year, with 14.7 per cent earn 
ing over $10,000 (EW—May ‘54, p. 66) 

But the rewards of selling can’t be measured in 
dollars alone. There are other satisfactions that 
draw men to and hold them in the selling pro 
fession. This was a major finding in another 
nationwide survey conducted by this publication 

In the survey, salesmen were asked to number in 
the order of importance to them the reasons why 
they like to sell. Adequate Compensation ranked 
first, scoring 856 points and with 26.1 per cent of 
the salesmen One 
Right behind was Satisfaction of Serving Others 


citing it as the No reason 
which 21.0 per cent rated as the biggest satisfac 
tion they derive from selling. It scored 792 points 

The others followed in this order: Meeting th« 
Challenge of Selling, Opportunity for Advance 
ment, Recognition of Achievement, Opportunity 
for Self-expression, Healthful Outside Work, Free 
dom from Boredom, Training and Cooperation 
from the Firm 


tions are indicative of selling’s broad appeal and 


the many personality types it attr: 


] 


Another part of the survey dealt with the vexa 


tions salesmen encounter in their 


work. In tune 


with the times, the leading complaint was price 


cutting, which was cited by 2 per 


salesmen 
said that discourteous 


wasted in waiting were 


Poor home office cooper 


orders were the 
maining per cent 
tions that didn’t fall 
These survey 
following pages 
industry. They 
parts in electrical 


country approach their 


from them 


its Most important empl 


guideposts to the 
bright young men 
to the public as 
64) 

The findings ar« 
18.4 per cent, of which 


Another large group 3.7 per 


gripes oO 


They tell ma 


based on 


cent of the 
cent 
customers and the time 
what bothered them most 
service on 

The re 

nen listed vexa 

lar categories 

ppear on the 

everyone in the 

w his counter 

icTross the 

they get 

nagement What motivates 


yees. And they offer some 


industry in its task of attracting 
into the field and selling selling 


a profession (EW July ‘54, 7 


return of 


Survey 


14.6 per cent were usable 


Turn page to see if you agree with how satisfactions of selling rated 
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What Do You Get Out of Selling? (cont.) 





How Electrical Wholesale Salesmen Rate the 





1. Adequate compensation 
856 points 


Some reasons why 26.1 per cent of the salesmen 
picked this as their first choice: 


“I work first of all to eat and live the way I want.” 


“I taught school for a number of years with too little 
remuneration.” 


” 


“There is no substitute for money 


Aside from owning your business, commission sell- 
ing compensates one according to the effort put 
forth.” 


“Selling has given me a living wage.” 
“In selling, there is no limit to your earnings.” 


“What do you think?” 


2. Satisfaction of serving others 
792 points 
Some reasons why 21.0 per cent of the salesmen 
picked this as their first choice: 
“The greatest satisfaction of any task is the feeling 
you have done someone some good.” 
“I get a tremendous personal lift from getting some- 
one out of a jam—order or no order.” 


“Sales for dollars only are pretty empty if one does 
not also have the feeling of having performed a useful 
service for the customer.” 


“I feel that a salesman renders a special service just 
like a doctor or any other professional man.” 

“I always feel better when I'm able to help a cus- 
tomer do a job better and more economically. 





4. Opportunity for advancement 


645 points 
Some reasons why 8.4 per cent of the salesmen pick- 
ed this as their first choice: 


“There are no limits to the possibilities offered in 
the field of selling.” 


“Selling offers opportunity to get into management.” 


“While meeting with others every day, I follow all 
leads which may earn me a larger position with 
greater. earnings—everyone’s aim.” 


“Opportunity for advancement into department man- 
ager and sales manager positions.” 


“I believe selling offers the fastest chance of ad- 
vancement of any field today.” 


5. Recognition of achievement 
633 points 
Some reasons why 8.4 per cent of the salesmen pick- 
ed this as their first choice: 
“I like to sell and want to be known by my com- 
pany and competitors as a good salesman.” 


“The most satisfying condition seems to be to have 
people like you well enough to place business with 
you.” 

“A job well done—recognized primarily by cus- 
tomers.” 

“Company recognizes the number of orders received 
due to prices and those due to ability in servicing 
customers.” 


“I like to be a leader in whatever field I’m in” 





7. Freedom from boredom 


521 points 

Some reasons why 5.0 per cent of the salesmen 
picked this as their first choice: 

“Always a new situation arising in selling—not 
routine.” 

“I like the freedom from boredom you find in selling, 
for you are always faced with a variety of problems.” 
“A robot would not make a good salesman.” 

“Meet with different people and help with their 
problems.” 

“New people, new places, new problems, no set 
routine.” 


8. Healthful outside work 
505 points 
Some reasons why 5.8 per cent of the salesmen 


picked this as their first choice: 


“There is nothing that can equal the sun, clean 
fresh air and, yes, even the rain and snow.” 


“Worked six years in a factory and almost lost 
my health.” 

“I can’t stand being cooped up while working.” 
“My health broke down and I was forced to go to 
outside work. Wish I had done so years ago.” 


“At my present age, 31 years, I believe outdoor 
activity is more healthful and would like to stay 
out as much as possible.” 
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Satisfactions of Selling 





Meeting the challenge of selling 
782 points 


Some reasons why 14.3 per cent of the salesmen 
picked this as their first choice: 


“Selling is sort of a game I play with each buyer. 
With each sale, I have a sense of achievement—not 
just because of the sale but because I’ve been able 
to convince the buyer he has made a wise choice.” 
“Nothing gives me a greater kick than securing a 
large order from competition.” 

“I feel as though I create the desire for my applica- 
tion, dissatisfaction for the present setup.” 

“I find it stimulating meeting competition in selling 
and gaining new customers.” 





+4 4 
Cpportunity for self-expression 
622 points 
Some reasons why 7.6 per cent of the salesmen 
picked this as their first choice: 
“I am able to do the required job in my own way 
according to my own personality and ideas.” 
“Like to be my own boss.” 
“It’s like having one’s own business. Success or 
failure depends on the individual.” 
“I have the opportunity to do all phases without 
interruption from management.” 
“It gives you a feeling of security to sell anyone— 
anytime—anywhere.” 





9. Training and cooperation from firm 


302 points 


None of the salesmen picked this a 


10. Others 


58 points 

Some satisfactions that 3.4 per cent of the salesmen 
listed as their first choice: 

“I like people.” 

“I like to sell and am happy doing it 


“I like people.” 
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The Vexations of Selling 
As Some Salesmen See Them 


... regarding price-cutting 


“Cutthroat competition—where morons sell mer- 
chandise on price alone. Thirty per cent of my sales 
are lost on this basis.” 


“Price-cutting competitor whose opening speech is, 
"You are paying too much for material. I can save 
you money.’ ” 


“Low prices put out to contractors to get an order 
There is a trend to take an order at ‘meet the price 
or ‘beat the price,’ regardless of profit.” 


“Too many competitors who sell on price only in 
stead of promoting sales on quality and service 


. +. regarding customers 


“I resent the attitude of customers who think you 
are always trying to beat them in a transaction 


“The law that makes the murder of purchasing 
agents a severe penalty, especially the ones who forget 
common courtesies to salesmen.” 


When a customer keeps you waiting for a length 
of time and then tells you he’s too busy today and 
says, ‘See me next trip around.’ ” 


“People who demand delivery at once and then let 
the material lay in their warehouse 


‘Indifferent and egotistical and thoughtless P.A.'s 


... regarding the home office 


“Failure of company to provide service I promised 


“My biggest complaint is when my company back 
orders a very hard-to-get order. Back orders are 
fast becoming last orders.” 


“The lack of inside consideration and cooperation 
within our own organization.” 


“The ‘house’ attitude on direct dealings with a cus 
tomer—as though he were just another account in 
stead of that really personal feeling of wanting ‘his 
business.” 


“Processing of easy current orders before previous 
orders are completed to customer, causing embar 


rassment on the next call 


... regarding others 
‘Long hours—that is, after supper calls 


‘My commission rate is only 14 per cent of gross 
profit. I think it could and should be higher and 
still not be a burden to the company 


“The lack of recognition by society that the sales 


man is an important cog in the gear of our economy 
“Inadequate planning by management for a con- 
tinued forceful sales program.” 

“Being away from family for long periods 


“Stupid sales manager and his stupid policies and 
his high opinion of himself.” 
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Class sessions are held in Harvard's Aldrich 
Hall. About 614 hours in the day are spent 


in this well-lighted, air conditioned class- 
room, Here, case studies are discussed by 


N.A.E.D. 


It's back to school again for this group of assorted executives Photos and Story by T. F. Preston 


of NAED-member distributor firms. The locale: Harvard Gradu- 
ate School of Business Administration, The curriculum: A three- 
week training course taught under the Harvard Case System. 


The hard core of the course—the actual Interested observers at a class session are 
study period—begins early in the eve- Dr. Harry R. Tosdal, Prof. of Business 
ning for Bernie Tonquest. To right of Administration, Adolph Ullman, North- 
Tonquest is study material for course. eastern Distributors, and Prof. R. T. Davis. 


Evening study groups, like the one below, are an integ- George Cohen, Charles Fuller, James Crete, Allen Fink 
ral part of the course. Ed Butler, George Hartman, and Irvin Stanke strike a collegiate pose outside ivy- 
Keith Jensen and Joe March talk over next day’s cases covered Chase Hall, dormitory building housing NAED 
Slippered foot at the lower right belongs to Ed Cooke contingent during the three-week course. 











“students” and moderated by 
Harvard Business School pro- 
fessors. Fifty men attended the 
NAED-sponsored course. 


Goes Ivy 


Story continues on next page 


Lunchtime, one of the few rest periods during the school 
day, comes none too soon for these hardworking distributor 
executive-students. After spending 32 solid hours in the 
classroom, they line the path leading to campus cafeteria. 


Al Byers, executive secretary of NAED, holds the attention 
of Fred Dendy, Jr., Bill Mumpower, Robert Harper and 
Charles Fuller during the cocktail party immediately pre- 
ceding graduation exercises. Byers later addressed the group. 


Group discussions—7 men to each group—are held 
prior to class sessions for the purpose of talking 
over informally the case studies of the next class 
Personal business problems are also topics 


Bernie Tonquest, Mario DiSandro, 
George Hartman, Jr., and Dick Long 
talk over their immediate vacation plans 
before last day’s classroom session. 


Graduation time comes after hours of patient 
study, school work and pleasant memories. 
Adolph Ullman congratulates graduating Charlie 
Justice while Keith Jensen awaits his diploma. 





Story starts on page 40 








When the Ivy Wore Off the Work Began 


IFTY men from thirty different 
states converged upon the ivy cov- 
ered lanes and the hallowed halls 

of the Harvard Graduate School of 
Business Administration to get a tailor 
made course in the finer points of bet- 
ter business methods. 

Not students, they (in the strict 
sense of the word), but professional 
businessmen, all assorted executives of 
successful electrical wholesaling enter- 
prises, coming together in a common 
quest for knowledge—knowledge of 
how to run their businesses even better 
than before. 
¢ Polling Plaudits—In an informal 
poll taken during the closing days of 
the management course, it was con- 
cluded that 50 men from 30 different 
states came away from Harvard with: 

e A warm respect for, and an ap- 
preciation of, the professional and 
business keenness of the Harvard Busi- 
ness School faculty and the manner in 
which the course was conducted. 

°s determination to put 
the administrative principles and 
practices learned at Harvard to better 
advantage in the everyday affairs of 
their businesses. The remark made by 
one student that seemed to have the 
majority of his fellow students nod- 


strong 


ding in agreement was: “I never knew 
I was making so many obvious mis- 
takes.” 
¢ No Time for Rest—No mistaking 
the itinerary of the course itself, it 
was work from the word go. It got 
underway on June 20th and ended 
July 9th. In between were three weeks 
of intensive study and reading, broken 
up only by rest periods during the day, 
sleep at night and trips to historic 
Boston during the short weekends. 
Lectures in the con- 
ducted under the Harvard Case Sys- 
tem. 


course were 


In addition to the case material, a 
number of outside reading assignments 
were made, some directly applicable 
to the day’s cases, others supplying 
background in the general areas of the 
case discussions. This outside reading 
was the nub of the entire course since 
all the material gathered for discussion 
could not possibly be covered ade- 
quately in class. 

e Harvard Timetable—To give you 
an idea of the accelerated pace of the 


42 


course, here is a rundown of a typical 
weekday in the school day schedule of 
the NAED executive-students: 

7:00 am to 8:00 am—Breakfast in 
the student dining room on campus. 

8:15 am to 9:30 am—Group dis- 
cussions prior to class sessions. These 
informal group discussions took place 
in seminar rooms located in and near 
the dormitory quarters. Each group 
was composed of six men and a dis- 
cussion leader. The group usually 
talked over the problems of the next 
class's case studies, each in 
manner contributing his thoughts to a 


his own 


possible solution of the cases under 
discussion. 





About the Course 


The Harvard Executive Training 
Course was undertaken under the 
joint sponsorship of the National 
Association of Electrical Distribu- 
tors and the Harvard Graduate 
School of Business Administration. 
Its objective was to provide an 
advanced training course for exec- 
utives of member companies of 
NAED, those presently responsible 
for the operation of their business 
as well as those men now occupy- 
ing important executive positions 
in their companies. 

It was expressed by NAED that 
day to day experience on the job, 
while most necessary, becomes 
even more valuable to the execu- 
tive who is fortified by a sound 
grounding in the fundamentals of 
business administration. Members 
and their executives who are ex- 
perienced in the details of the 
business and who, at the same 
time, have had the advantage of 
a course of study in sound busi- 
ness management fundamentals, 
are obviously in a more advan- 
tageous position to be successful 
top-evel executives. 

With practical lessons in such 
topics as order filling policy and 
billing, price maintenance and fair 
trade, cost control, financial con- 
trol of inventory, the NAED spon- 
sored course in executive training 
provided just that needed advan- 
tage to member executives. 


9:45 am to 1:00 pm—Class sessions, 
broken up by only a 15-minute rest 
period. The case studies under discus- 
sion were led each day by one of the 
17 men who made up the faculty at 
Harvard. 

2:30 pm to 5:00 pm—More group 
discussions and class sessions. 

8:00 pm to ??—Preparation of the 

next This done 
either privately or in discussion groups 
in dormitory rooms or in the lounge in 
Chase Hall, the building that housed 
the entire NAED contingent, lasting 
until the early 
morning. 
e The Eventful Day—When the end 
came it great deal of 
righteous pride that each of the 50 
executives walked down the aisle to 
receive the diplomas. At. the gradua- 
tion exercises that followed a 
dinner, the association’s executive sec- 
retary, Al Byers, congratulated the 
graduates and expressed the sentiments 
of the late Charles G. Pyle who, in 
what was to be one of his last messages 
to an association group, wrote them 
before his death: “The work you do 
here will establish the pattern and lay 
the groundwork for those who will 
follow in succeeding years . . . Person- 
ally, my great faith in you and in the 
need for and value of this course is 
without bounds. . .” 

Adolph Ullman, chairman of the 
Education Committee of NAED—the 
committee responsible for setting up 
the executive training course at Har- 
vard—told the graduates that they were 
the pioneers in 


day’s classes was 


hours of the next 


was with a 


class 


a project that may 
have a lasting effect on the success of 
the electrical distributing industry and 
that 
courses based on the one just com- 
pleted may be given at Harvard for 
NAED member non-member 
alike. 

With the course officially over and 
the books and papers packed for ship- 
ment home, 50 men from 30 
went their respective ways, each richer 
by three weeks of valuable schoolwork, 
the practical worth of which is im- 
measurable, not only to 
and their companies, but also to their 


ventured the assertion future 


and 


states 


themselves 
industry 
Without exception, all of them 


were voted Most Likely To Succeed. 
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cw! HOME FIRE ALARM 


Few new homes offer fire protection—yet every buyer wants 
it! Now, with the new Edwards Home Fire Alarm, you can 


offer electrical contractors and home builders this powerful 
selling advantage as a permanent, built-in feature of new 
homes! It’s the first and only compact home fire alarm system 
.. . with transformer, bell, test button, smartly styled in one 


unit! Easy to install—demonstrate—sell! Made and guar- 
anteed by Edwards, world leader in fire alarm equipment for 


schools, hospitals, industry since 1872. 


NOW! OFFER FREEDOM FROM FEAR OF FIRE AS A PLUS SELLING POINT FOR BUILDERS! 











Strike a match... 
help close a sale! 


Here’s a simple demon- 

stration that rings the 

bell with home builders 

—home buyers! Light a oe ee ee | tf] 
match. Hold it under a = oe LiL} 
detector. In seconds, the One complete, well engineered unit! Alarm How it works. Two self-contained, auto 
alarm bell sounds off! bell, tranformer, test button are mounted matic, foolproof detectors operate at 
Dramatic proof that and wired together on sub-plate for 140° I ceiling-installed in furnace room, 
Edwards Home Fire mounting in standard 3-gang sectional storage area, any “hazard” location. UI 
Alarm offers protection gem box. Detector circuit only requires listed. Additional detectors available, easily 
easily installed bell wire. No added to system. Decorative aluminum 
plate covers equipment, fits flush into wall 





— permanent, automatic low-cost, 
—against fire. Sell it as maintenance, no servicing 
a $20 feature that helps 


sell a $10,000 home! se sci hte sac aleve ees see chou luny ein oe be eugene 


Edwards Home Fire Alarm. Catalog | EDWARDS COMPANY, INC. DEPT. Ew-s8 
No. F-100. Two detectors, self-con- NORWALK, CONNECTICUT 

tained signal unit. List $19.95. Mail 
coupon for illustrated literature 


Gentlemen: Please send me full information about 
the Edwards Home Fire Alarm 


Name_— 


| 
l 
WARDS Coyseny Io. = 
L OWYLANMG FC " Address 


City Zone State 


NORWALK, CONNECTICUT 
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What You Ought To Know About. . 


Financing the Retail Dealer 


This financing job is in the spotlight today. It's getting a lot of attention 

for a number of reasons. One is the amount of business that is lost 

simply because dealers don't have the working capital and financial support 
they need. Here's how a banker sizes up this many-sided problem. 


By W. F. Kelly 


Executive Vice President 
The Pennsylvania Co. 


HE TASK of financing the retail appliance dealer 

is a job now engaging the attention of almost 

everyone in the distributing and manufacturing busi- 
ness. No one denies the need. There is ample evidence 
pointing to business that is lost simply because dealers 
do not have adequate working capital and the financial 
support necessary to carry the inventory and the receiv- 
ables they must carry to support a profitable volume of 
business. 

While this problem of working capital and credit may 
be more severe presently in the appliance and television 
field, it is by no means confined to it. Like a great many 
problems that challenge our ingenuity in this complex 
economy of America, this one has basic underlying causes 
that receive less attention than the more obvious but less 
serious circumstances which also contribute to the situa- 
tion 
e What's Behind It—The tremendous development in 
the consumptive power of this nation since the end of 
World War II imposed a great strain upon all business, 
large and small, to expand productive and distribution 
facilities to meet the seemingly inexhaustible demand 
for goods and service. Part of this demand was fed by 
savings accumulated during the war when goods were 
unavailable, part was supported by steadily increasing 
wages in the immediate post-war period and a sizable 
part of the demand was caused by the vastly wider ac- 
ceptance by consumers of the instalment credit means of 
buying goods. 

The expansion of sales and the facilities to handle 
this greater volume, in general, was not matched by a 
proportionate growth in either equity capital or in work- 
ing capital. 


ELECTRICAL WHOLESALING is publishing in full this 
address which was delivered at the 46th annual convention of 
the National Association of Electrical Distributors in Atlantic 
City June 6-11. Reprints of this important article may be ob- 
tained in small quantities at no charge by writing to The Editor 
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A continued policy of high taxes levied against both 
corporate and unincorporated business was the primary 
cause: it prevented the accumulation of earnings at the 
rate necessary to provide adequate capital growth. 

The second reason was the failure of business, particu 
larly retail business, to maintain proper and adequate 
percentage margins of profit on the greater dollar sales 
This is just another way of saying that even during the 
several years of the seller's market, retailers generally 
settled for an uncomfortably high break-even point. 

e Tough on Small Business—While so-called big busi- 
ness has faced this problem its solution has been rela- 
tively simple though expensive in some respects. Capital 
has been readily available not only through the sale of 
equity but also more cheaply through the financing of 
long-term debt. Small business with the same problem 
in the same proportion has not been so fortunate. It is 
obvious that small business cannot seek capital through 
sale of securities—in fact, even if investors were willing, 
the cost of obtaining capital in this way would be pro- 
hibitive in relation to the relatively small sums required. 

Recognition of this problem has not come recently or 
reluctantly. Since the war, the government, through the 
Smaller War Plants Corporation, the Department of 
Commerce and, more recently, through the Small Busi- 
ness Administration, has been attempting to meet the 
needs of small business by means of direct loans or loan 
guarantees. Commercial banks have also made an ener- 
getic attempt to bolster the working capital of small 
business. Many banks have developed specialized loan 
plans with repayment spread over a term of years, pro- 
viding added capital repayable out of earnings. My com- 
pany introduced such a plan four years ago. Since then 
we have made 2,616 loans to small business, aggregating 
$9,542,000.00, an average of $3,647.00 per loan for an 
average term of 22 months. In our judgment this plan 
has been highly successful and our experience with the 
loans has been excellent. In the same period many other 
banks throughout the country have done comparable jobs. 
In the past few months the Small Business Administra- 
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tion has built its loan commitments up to approximately 
$40 million. 

In view of the magnitude of the problem, the job done 
through loans by the government and by the banks has 
not seriously reduced the need nor has it materially re- 
stored the capital position of small business. 

e Poor Credit Risks—In part, credit alone, even on a 
more liberal basis, will not solve the problem. In my 
judgment a great many small businesses, somewhat in 
need of credit, are not worthy of it. They are not good 
credit risks because they do not have the skill, the know- 
how and the competence to properly manage their finan- 
cial affairs. To support this statement I would refer you to 
Wendell Barnes, administrator of the Small Business Ad- 
ministration, as quoted in Nation's Business, April 1954; 
to statements of many spokesmen of small business groups 
and in particular to a survey of the reasons for business 
failures conducted by Dun and Bradstreet in 1953. This 
survey indicates that small business failures were trace- 
able to the following 
1. In 50.3 per cent of the cases, by general 
incompetence; 
In 16.8 per cent of the cases, by un- 
balanced business experience, meaning 
that the management while adequate in 
some respects was seriously deficient in 
other important attributes of a successful 
business; 
In 11.3 per cent of the cases the failures 
were caused directly by a lack of manage- 
ment skill in handling inventory or in 
extending credit. 

Thus the aggregate of 78.4 per cent of these business 

failures seem to support the view that the primary need 
of small business is not more credit, but rather greater 
skill and know-how to make them suitable recipients of 
the needed credit. 
e What’s Being Done—Something is being done about 
this situation, and rather successfully. Through the com- 
bined efforts of the American Bankers Association, the 
Association of Business Colleges and the Small Business 
Administration, business clinics and discussion groups 
have been organized in cities throughout the country 
Small businessmen generally have embraced the oppor- 
tunity for increased information as is evidenced by the 
fact that all of these sessions have been well attended 
The first of these clinics supported by Philadelphia banks 
and Temple University was so well attended last fall that 
it has been repeated this spring in six weekly sessions. 
Business, while it has done a great job in training its 
retail dealers in sales and promotion techniques, could 
probably do more by orienting more of its training towards 
lifting the level of business management. 

Making good managers out of your dealers will solve 
a lot of your problems. You extend substantial credit to 
your dealers, you expend vast energies and substantial 
sums in promoting them to be volume outlets for your 
coods; this investment you have made in dealers deserves 
a sound follow-through in terms of sound business man 
agement on their part if your efforts are to achieve the 
desired results. 

If the combined effort of government, of banking and 
of business can lift the level of business competence 
among small business, we will see more dealers acting 
and thinking like businessmen. Perhaps in a few instances, 
this will be a novelty. Indeed, it may eradicate at least 
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some of the practices that have plagued the retail appliance 
business for some years. 
e More Skill Needed Today—In a broader sense all 
of us interested in the well-being of small business cannot 
evade the conclusion that success in small business today 
requires a level of business skill and management com 
petency far higher than that required a generation ago 
We are living in an age of specialists. Competition in 
business sees to it that these specialists are used 

The one- or two-man small business concern is up 
against the toughest kind of competition arrayed as he is 
against teams of experts fielded by big business con 
petitors. The fact that he is doing as well as he is today 
in conflict with this sort of competition testifies to the 
essential virility and soundness of the part small business 
plays in our free enterprise system 

Except for department stores, chain stores and publi 
utility companies, all of your retail distribution is fur 


nished by small business, the retail appliance store ot 

furniture establishment. These individuals, and that is 

what they are, essentially, rather than business concerns 

despite the tact that some of them may have a corporate 

structure, have all of the problems to contend with that 

I have briefly recited, plus many more that are peculiar 

to their own line of business 
7 he primary pr »blem f distributing 

appliances, radio and television 

earned profits measured again 

Profits at the retail level have 

standards for the past several ye past year and 


a half to two years the same tial lappears Ii ifflsct t 


wholesalers as well. A great deal of invested and saved 


capital in addition to untold measures of energy, initiative 
and plain hard work are invested in the job of bringing 
your products to the consumer and the rewards, in the 
form of profit, are highly unsatisfactory 

When I use this term I am not attempting to analyze 
the reaction of the individual dealer or distributor; rather 
it is descriptive of the performance of the industry as 
at hole measured against other retatl and t hole sale busi 
nesses using comparable assets. While the disappointment 
at such a showing may be great indeed within your 
industry, the disaffection may be to slight consequence 
compared to the other effects flowing from such an un 
favorable comparison. Continued poor operating results 
very definitely stem the flow of venture capital into a 
given line of business and causes a constriction of the 
flow of credit, particularly from banks and other financial 
institutions 
e Men But Not Money—The development of elec 
tronics, the tremendous reception given television by the 
public, and the exciting new ideas applied to the estab 
lished lines of household appliances has attracted a great 
many energetic, sales-minded people to the retail portion 
of your industry. However, it has been my observation 
that although capable manpower has been attracted, very 
little capital has been wooed along with it. Because of 
the great interest in these fields this would be a surprising 
development were it not for the fact that the earnings 
record of the business plus the above-normal hazard con 
nected with the necessary inventories, combine to make 
the picture unattractive to outside capital. I think most 
of you will agree that, basically, lack of capital is a general 
problem throughout the dealer field 


Lack of adequate profit therefore contributes two serious 


4s 





Financing the Retail Dealer (cont.) 





Dealers Are Steadily Losing the Support of Commercial Banks 


evils, first, the inability to build capital fast enough from 
earnings to keep pace with your business and, secondly, 
it scares off needed outside venture capital. 

e Small Stake, Big Gambler—Lack of adequate capital 
contributes to another situation which has had a some- 
what demoralizing influence in the trade. A busines: 
without adequate capital becomes irresponsible—and this 
is a normal development since the amount of a stake 
that a person has in a particular enterprise must be given 
his consideration when he is making policy decisions 
The greater the stake the more conservative he must 
become in his decisions, that is, conservative in the sense 
that his decisions must be deliberately made with full 
reflection of the consequences long-term as well as short- 
term. 

I am convinced and I think that the record will shou 
that the great majority of the unsound sales and promo 
tion policies at the retail level stem from the attitude of 
instability and irresponsibility that is engendered by lack 
of capital. It is the short-term psychology of “everything 
to gain and nothing to lose”. Why should anyone risk 
substantial new capital in competition with such policies? 

Most such dealers are simply salesmen with a franchise 
and an address. Their capital is energy—yes, that is an 
asset—but cashwise their capital consists almost entirely 
of trade-credit plus subsidized support of banks or finance 
companies. 

At this point I think I should say a word or two of 
apology for presuming to tell you what is wrong with 
a vital part of your business—the retail dealer. I would 
not do so, I assure you, if substantially the same story 
had not been told me, much more forcefully, by a number 
of manufacturers and distributors. For the past 20 years 
I have been closely associated with your industry in 
financing the appliance dealer and distributor. It has been 
a highly satisfactory and profitable business for my bank 
e Banks Pulling Out—Yet I would not be honest if | 
did not tell you that the retail distribution end of your 
business is steadily losing the support of commercial bank 
ing and other financial institutions. 

Although my own company still makes a large volume 
of dealer inventory loans and finances a sizable packet of 
instalment sales, we are today handling only about 60 
per cent of the number of dealers in our territory that 
we handled a few years ago. Why are we not handling 
the other 40 per cent? We still want business and employ 
a number of officers whose job it is to look for good 
loans. 

Frankly we did not want that dealer business because we 
could not make a profit on it and because the risk was 
disproportionate to all other considerations. Generally 
speaking the underlying reasons are lack of capital and 
varying degrees of irresponsibility in sales practices and 
methods. A great many dealers fail to realize that there 
is more risk involved for the bank in instalment financ- 
ing than the money invested in the transaction. Collection 
expense on poor credits or to describe these more accu- 
rately, on poor sales, often amounts to more money than 
the principal we are trying to regain. Poor selling brings 
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customer dissatisfaction and no amount of logic can per 
suade the public that the bank is not somehow to blame 
And, as usual, the customer is right, the bank is to blame 
if it permits its financing services to be used by dealers 
employing unethical or even high pressure sales tactics 

I make these points to make it clear that factory or 
distributor guarantees or subsidies are not the solution 
to the problem and the well-informed bank will not be 
so easily persuaded to take on substandard dealer accounts 

The recent development of manufacturer-sponsored 
finance companies and manufacturer guarantees of retail 
accounts are in my judgment unnecessary if the dealer 
body as a whole could be strengthened 

In making this statement I am aware of the fact that 
there are some sections of the country where baaks are 
not interested even in the sound dealer business. How- 
ever, these areas are shrinking year by year, and in find- 
ing the solution to that problem we should not lose sight 
of the much bigger problem of building more capital 
and credit strength throughout the dealer body so as to 
recoup the much needed support of financial institutions 

Now, the cause of much of this difficulty is price. This 
is not an oversimplication, except superficially, because 
price is the one basic element in this business of retailing 
branded, nationally advertised, mass produced merchan 
dise. The Ford dealer's toughest competitor is the neigh 
boring Ford dealer, not the Chevrolet or Plymouth 
merchant. The Philco dealer's toughest competitor is the 
Philco dealer, and so on. Dealer identity based on con 
tinuity of service, convenience and just plain neighborly 
friendship is fast disappearing, particularly in the metro- 
politan markets. If the philosophy of retail distribution 
is to be changed so that the personal service, dealer 
identity theory is discarded, perhaps a different solution 
to the problem can be achieved 
e Someone’s Got To Go—The high volume, cut price 
super-market style of merchandising of television and 
appliances is sure death to the type of dealer-identified 
distribution we have known in the past. I am not selecting 
the best method; I am suggesting that events strongly 
suggest that they cannot live side by side. Furthermore 
price stabilization at retail does not only mean the main- 
tenance of the suggested resale price. What is does mean 
is the elimination of pseudo-volume discounts by dis- 
tributors and the reasonable curbing of so-called cooper- 
ative large scale advertising. None of these suggestions 
may have any merit at all to those of you whose job it is 
to move these goods in volume. 

I think they do have merit if your plans include the 
maintenance of retail dealers as they are now constituted, 
as independent merchants operating on their own capital 
and capable of attracting reasonable bank credit support. 

Summarizing this duscussion I would say that the 
problem of financing the retail dealer is either simple or 
complex depending on the position occupied by the 
financing agency. For the bank it is simply a matter of 
continuing education, support and credit help to all of 
the dealers whose records of progress and earnings are 
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Upper Manhattan Medical Group Building, 
New York. Nememy, Geller & Yurchenco, 
Associated Architects. 


Pegs oe 
a 


# 


WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 

@The new Health Insurance Plan 

Clinic in the Upper Manhattan 

Medical Group Building, New 

York City, is another modern 

structure in which the electrical 

wiring is given sure protection of 

Youngstown Buckeye Conduit. 

Standard-threaded rigid steel con- 

duit, of which Youngstown Buck- 

eye is the leading brand, is the 

only wiring system approved by 

the National Electrical Code as 

moisture, vapor, dust and explo- 

sion proof in hazardous locations. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY ic. SiS Sa oly seeet 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
STANDARD PIPE - LINE PIPE - OTL COUNTRY TUBULAR GOODS - CONDUIT 
TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 


SHEETS - STRIP - PLATES - 
AND EMT - MECHANICAL 
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Orgill’s New Memphis House: 


MAIN ENTRANCE to new warehouse opens into sales room and IBM machine area. Huge 
parking field accommodates hundreds of customers’ and employees’ cars and trucks, is handy 
to will call department (left). To the right (but unseen) is an additional 20-acre tract for 
future plant expansion. Former quarters were in traffic-tied downtown area 


ORGILL BROTHERS & CO. 
MEMPHIS, 2, TENN. ‘ 
* Sates 2 ' 4 Pm é 
CUSTOMER PAGE 
INVO!ICE NO. DATE OF INVOICE 


TERMS 


2% 10 DAYS, NET 60 DAYS i 


SHIPPING ORDER 





DESCRIPTION 





8K2509B| Si | 18} P HOLE THINWAL STRP_ 3/4 








SLI3385B\ 1! EMH ENTRANCE SWITCHES 1801 








8PP9918| 6: EMH SYLVANIA LAMP FI3TS CW 





36: 4818) 3 | A ELECTROLET OA1 1/2IN 
7 121ei 





: See <2 


©5Boc% ee e@eeeeeees ee 





SIMPLE ORDER FORM is automatically transcribed by IBM machines. 


* & 
Letters and numbers tell exact location of every item (39, 786) in vast 
iy icien warehouse. Shipping order doesn’t use mfr.’s catalog numbers, desig- 


nations. Form expedites operation without sacrificing accurate control. 
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This distributor's electrical department accounts for 75,000 of a total 600,000 
sq. ft. warehousing plant. Despite the operation's size, six department warehouse- 
men stock and move thousands of items daily, using the latest labor-saving devices 


RECEIVING merchandise in carload lots is relatively easy with SHIPPING PLATFORM has space for 50 trailer trucks. Large 
a 1,060-ft. long platform equipped with 18 large overhead sized orders can be brought out of any of 16 large doors. At 
rolling doors. Trackage can service 26 freight cars at once the far end of the dock is the will call platform area with 
Inside platform is 600 ft. long, served by a crew of 16. multi-level ramps for varying truck tail-gate height 


NUMBER-LETTER INVENTORY system enables even the CONTINUOUS CONVEYOR FLOATS carry completed order 
newest order filler to quickly assemble items and send them to customers or delivery trucks. Chain system horseshoes and 
on to shipping or the will call area. Six electrical department cloverleafs through huge warehouse, travelling each float 


men stock bins and fill orders delivered by fast tractor: 5,900 feet in one hour, 22 minutes. Floats hook into line fast 
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CONTENTED COW enjoys circulating breezes stirred 
up by '2 hp., belt-driven ventilating fan at upper 
right. Three barn fans operate constantly 





white. 
CHECKING WIRING in one 
distributor Arthur Koym 
circuits in the barn 


Service is 100 amps 





»f three service panels, 
looks over some of the 28 


Wholesaler Arthur Koym transformed this 


A Showplace for Selling 


MORE THAN 200 curious farmers 
recently converged on the newly “gone 
electric” dairy farm of Arthur Koym, 
owner of Koym Electric Supply Co., 
Freeport, Ill. Their purpose: to see 
how Koym was practising what he had 
preached about better-than-adequate 
wiring and modern electric “hired 
hands.” 

What they saw later became the talk 
of the county. Power and light had 
transformed a formerly ramshackle 
property into a model of agricultural 
efficiency. With the help of electric 
power tools, old buildings had been 
remodeled; new buildings had been 
added, including a milk house and a 
silo. Maximum operating use had been 
made of electric power all over the 
building area. 
¢ Bureau-backed—Their invitations 
to the Koym farm, specifically to at- 
tend a demonstration of bulk milk 
pickup, bore the letterhead of the 
Stephenson County Farm Bureau, an 
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indication that Koym must have done 
a model job. The guests, of course, 
were interested in Koym’s other elec- 
tric hired hands and he was quick to 
take advantage of their questions. For 
those farmers who wondered why ten- 
ant Loyd Earl Walton’s cows looked 
a mite sleeker and better groomed 
than some of their own, Walton had 
the answer: an electric clipper that 
could be plugged into convenient over- 
head wall outlets in the stanchions. 
“The cows seem quieter than most,” 
one visitor commented. Koym smiled 
and pointed up to the large new ven- 
tilating fan. “That ventilation helps,” 
he said. “By the way,” he added, “we 
carry the largest stock of them in this 
area.” So it went throughout the day 
as Koym conducted his guests on a 
tour of the newly remodeled and re- 
wired house and outbuildings. Visitors 
watched closely as the automatic milk- 
ing equipment, powered by a 1-hp. 
motor on a vacuum pump, was put to 





work. They saw the raw product run 
through the milk cooling apparatus, 
stood by as the electric powered pumps 
milk 
coolers right into the bulkhauling tank 
trucks sent in by the Dean Milk Co., 


handled by the 


carried the grade A from the 


a chore pumps once 
a day 
e Tells ‘History’ — The 


farmers heard, for the first time, a con- 


visiting 


densed account of Koym’s experience 
with the originally rundown property 
He explained how he had put into the 
barn a new cement floor and concrete 
retaining walls on three sides; how the 
new milkhouse was added onto one end 
and about the gear he had installed, 
much of it powered by electricity 
He told them how he'd insulated the 
floor of the milk house and the calf and 
cow stanchions, how he’d used mois- 
ture-barrier insulation in the barn itself 
for walls and ceilings 

Koym also took the opportunity to 


do a little neighborly “selling” on the 
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formerly rundown old farm into. . . 
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EASY GROOMING jor quickly and efficient 


farm 


zation ir 


ead of ¢ 


NEIGHBORING FARMER 


non-metallic sheathe: 


ier 


Electric ‘Hired Hands’ 


products he stocks, led into it by one 
visitor's question: “Art, why'd you pick 
that particular kind of wire for the 
barn? Seems kind of thick—heavier 
than mine is, anyway.” 
© Deterioration-proof—Then Koym 
recalled for his audience some facts 
they knew from their own sad experi- 
ence with barn wiring; how barn 
atmosphere had raised hob with 
ordinary Type NM cable. He had 
rewired enough of his neighbors’ facil- 
ities to know that whatever cable he 
installed, it must have its own built-in 
protection. It must resist rot, acids, 
alkalis, moisture, fungus and ever fire 
—all unwelcome to barns. 
That called for one of the new type in- 
sultations and, for all inside wiring 
Koym chose Type NMC cable with a 
tough neoprene jacket; dependable yet 
economical to install. 

Asked why he had put between- 
buildings cables underground, Koym 
ticked off the advantages on his fingers 


“visitors” 
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The said, was to 
keep them out of wind and weather 
The back with 
tions. How about ground fungi and 


alkalis? Moisture and termites? Koym 


primary reason, he 


visitors came ques- 


replied with a little sales speech telling 
them why he picked a neoprene-cov- 
ered wire to be buried in the ground, 
one capable of many years of trouble- 
free operation 

¢ Many Eye-catchers—Other electric 
hired hands caught the guests’ eyes 
The electric de-horner, 5-hp. hay dryer, 
thermostatically controlled milk house 
heater for sub-zero weather, near it the 
8-gallon electric water heater and the 
16-in. milk house exhaust fan to re- 
move cooling machinery heat during 
the summer; all these applications 
commanded attention and prompted 
questions which Koym skillfully and 
sales-pointedly answered. He empha- 
sized that his electric remodeling had 
just begun, that there were any num- 
ber of other hired hands he could later 


add beca ise [ nad 
to 100 He 
benefits of the 28-circuit 


ipped his service 
pointed out the 
110-120 volt 
future 
self-sufh 


an ps 


three-wire 
make 


system, stressing its 


use to the farm as 


cient as possible. At the end of the 
day, farmer-distributor Koym wound 


He'd made 


sales pitch to an avidly interested “cap 


up with a high score his 


tive” audience and gained innumerable 
sales leads 

e To As 
future, Koym intends to complete the 


Be Continued for the 
remodeling of the house and all the 
outbuildings to make the farm a spark 
ling modern showcase for his merchan 
dise—hired hands, wiring, yard light 
ing, irrigation apparatus and “less work 
for mother” appliances 

Will he continue to invite prospec 
farmers and their fam 


of the 


tive Customers 


ilies—out for his “Koym’s tour 
farm? “You bet,” he grinningly replies 
“How else can you get 200 customers 


on your sales floor? 
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Pinpoints the Information You Need on... 





Industrial Electric Heaters 


By W. J. Novak 
and J. F. McPartland 


ROM small electric soldering irons 
to large electric furnaces, industrial 
electric heating equipment is avail- 

able in a great range of types, shapes and 
sizes. From the standpoint of operating 
principles, however, it can be divided 
into three categories: resistance heaters, 
high-frequency heaters, heat lamps. 


Resistance Heaters 


All resistance heaters operate on the 

same basic principle: when electric cur- 
rent flows through a conductor, the re- 
sistance of the conductor causes friction 
and heat is generated as a result. The 
heating elements consist of high-resist- 
ance (nickel chromium) wire embedded 
in insulating material, encased in tubing 
or other protective cover. 
e Immersion Heaters—Many types of 
resistance heating devices are available 
for heating liquids in tanks, drums, 
kettles and various other metal or 
wooden containers. 

There are two types of immersion 
heaters in common use for heating water, 
oil and alkaline solutions. One type has a 
threaded header and is installed through 
the side of tanks or containers. The other 
type is hung over the side of a container 
and down into the liquid to be heated 
This type is particularly applicable to 
wood or other non-metallic tanks. 

Special lead-sheathed immersion heat- 
ers are available for nickel and copper 
plating and similar solutions. Cast lead 
types are used for chrome plating and 
sulphuric acid baths. Heaters used for 
melting soft metals (type metal, solder, 
babbitt and tin) consist of a steel 
sheathed tubular element cast into iron. 

Immersion heaters for water have cop- 
per or alloy sheaths. Immersion heaters 
for oil have steel sheaths. 

Typical applications of water-type im- 
mersion heaters are: water baths, clean- 
ing tanks, stills, electric steam radiators, 
sterilizers and water heaters. 

Non-circulating type oil immersion 
heaters are used for: oil heating, oil 
sterilizing, fuel oil preheating and alka- 
line baths. Circulating oil heaters are 
used in pipes or other vessels through 
which the oil is flowing. 

e Strip Heaters—These heaters consist 
of a flat steel sheath in which the resist- 
ance wire element is encased in insulat- 
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ing material and stretched the length of 
the strip several times. Mounting slots 
are located at the ends of each strip to 
accommodate bolting of the heater. 

Strip heaters are commonly applied 

in: drying ovens, compound tanks, incu- 
bators, melting pots, process machinery, 
platens, water baths, glue tables and pipe 
lines. 
e Finned Heaters—These are essenti 
ally strip or tubular heaters with closely 
spaced radiating fins along the length of 
the element. The heat developed by the 
encased resistance wire is transferred to 
the fins. 

Finned heaters find application in: 

blower-type electric unit heaters, air ducts 
with forced air circulation, car heaters, 
industrial processes requiring air blast 
heat for drying or baking, ovens and 
dryers. 
@ Tubular Heaters—These units con- 
sist of resistance heating element em- 
bedded in insulating material and en- 
closed by a metallic tubular sheath. Steel 
sheaths are used for heating air, hot 
plates, ironing machines and for heating 
liquids not harmful to steel. 

In addition to immersion heating, 
tubular heaters can be used for contact 
heating of metal surfaces, casting into 
iron and aluminum, air heating and pipe 
heating. These heaters are also com- 
monly used for heating ovens and con- 
tact heating of tanks. 

e Cartridge Heaters—This 
heater consists of a resistance wire ele- 


type of 


ment wound on an insulator core. The 
element is to two terminals 
embedded in one end of the core, and 
the assembly is encased in a metal jacket 
Cartridge heaters are used for local- 
ized heating, such as: heating glue pots, 
compound pots, branding irons, platens 
and other devices where spots of heat 
are desired. The cartridge heater is snugly 
inserted in a hole of the same diameter 
as its sheath. 
e Radiant Heaters—These units con- 
sist of a tubular resistance element 
mounted in an aluminum reflector. Used 
singly or in banks of multiple units, this 
type of heater produces infrared heat 
radiation for a wide range of drying, 
baking, curing, dehydrating and sealing 
applications. 
e Heating Cable—This type of heating 
equipment today finds widespread indus- 
trial application. Basically, any electric 
heating cable consists of resistance wire 
in rugged protective insulating sheath of 
flexible material. Heating cable is made 


connected 


in a number of standard lengths which 
can be Such 
cable is usually used in such applications 


used singly or in series. 
as: along roofs and gutters to prevent 
accumulation of ice or snow; embedded 
in concrete of driveways, steps or side- 
walks to eliminate ice or snow; wrapped 


around pipes to prevent freezing 


High-Frequency Heaters 

Two types of high-frequency heating 
are in common use today ° in juction 
heating and dielectric heating 

In induction heating, any metallic 
object to be heated is placed in the high 
frequency magnetic field of an induction 
coil. The field induces rapidly alternating 
electric currents in the work, and heat is 
developed in the work as a result. This 
heating effect is quick acting. 

A high frequency source of power is 
required to supply the induction coil. For 
large, easy-to-heat objects, rotating alter- 
nators with output frequencies from 
1000 to 10,000 cycles per second can be 
used. Heating of small objects requires 
higher frequencies. Most electronic in- 
duction heating sources provide fre 
quencies of 450,000 cycles per second. 

Induction heating is used for: surface 
hardening of steel, brazing and solder 
ing, annealing of brass and bronze and 
sintering powdered metals. 

In dielectric heating, objects made of 
poorly conducting materials are placed in 
high frequency fields bs 
tween two plates. Molecules of the mate 
rials are pulled and pushed by the voltage 
of the electrostatic field, causing friction 
and developing heat as a result. Again a 
high frequency generator is used to 
supply power to the plates. 

Typical applications of 
heating are: gluing, drying and curing of 
wood; drying and heat treating of tex- 
tiles; processing of rubber; and treatment 


electrostatic 


dielectric 


of foods 


Heat Lamps 


The use of incandescent reflector type 
lamps as a source of electromagnetic 
radiation in the infrared region are used 
either singly or in banks for radiant heat 
processing in scores of baking, drying, 
curing and heating applications. Lamps 
can be arranged in any number of ways 
to make small or large ovens and heat- 


ing tunnels 
Next: Direct Current Generators 
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E. H. TAYLOR stands by cellar control board—nerve center of 11,000 feet of wire through his house. 


He Practices 
What He Preaches 


RAYBAR’'S E. H. Taylor really 
G believes in what he sells. During 
the day, he manages electronic 
equipment sales in the Chicago area. 
When work is over, he heads for an 
electronic wonderland: his own home. 
For Taylor and his family the era 
of pushbutton living has arrived. At 
their disposal are applications of elec- 
tronic equipment that add much con- 
venience and comfort to their home 
life. Hardly Rube Goldberg stuff, these 
applications are highly practical and 
suggest that someday the electronic 
share of the home building dollar 
might be something to reckon with. 
An example is the intercommunica- 
tion system with speakers in several 
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Professionally, E. H. Taylor 


rooms. With this system, the front 
door can be answered from the bed- 
room, or various rooms can be moni- 
tored if someone is sick. What's more, 
a concealed speaker in the garage 
cupola enables Mrs. Taylor to call in 
her seven-year old daughter from the 
neighborhood without going outside 
herself. 

e Control Genter — The. electronic 
heart of the house is a control panel 
in the kitchen. It contains an AM-FM 
tuner, which—along with a tape re- 
corder—can feed sound to an ampli- 
fier to provide background music to 
the den, kitchen, dining room, recrea- 
tion room, sun room, and even to 
the garage. Also housed in the panel 





manages electronic equipment 
sales for Graybar, Chicago. 
In private life, he owns a 
home (he wired it) that's an 


electric - electronic 


wonder. 


are switches and indicators for various 
functions. They include: 

e A green light that indicates all 
is well, an amber light that shows 
when equipment is in operation, and 
a red light that signifies trouble 
Another indicator warns when 
has been a power interruption. 

e Indicators that when the 
car is in the garage as -well.as the 
position of the garage door. Another 
control indicates when the outside 
garage light is on. 

e A light that goes on when there 
is mail in the mailbox. 

As a particular convenience for 
Mrs. Taylor, the kitchen panel also 


indicates when the clothes washer and 


there 


show 
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STAINLESS STEEL PANEL in kitchen wal! at right contain 
controls for many devices as well as a series of lights that 


LIVING ROOM gives little outward indication of 
right of 
Small dark 


electronic living habits. Wall at 
automobile-type cigaret lighter 
near fireplace is metal plate that sets 


dryer in the basement are in operation 
and when they are off 

e Lighting Features—All lights in 
the house are controlled by low volt- 
age relays operated by touch plate 
switches. Six lights are controlled from 
a panel in the master bedroom. Spe- 
cial lighting features include 

e The front porch light can be 
turned on from the outside by means 
of a pushbutton in the door sill. There 
is an automatic keyhole light for the 
front door. 

e The inside garage light has a 
30-second delay to allow time to get 
into the house before the light goes 
off 

e A master night switch turns on 
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ff fire alarm 


show what 


communication 


family’ 


fireplace holds in bedroom. She 


square in ceiling locations, 


switch in plate ab 


all night lights throughout the house 
as well as the outside house number 
The 


near the floor incorporate small neon 


sign many convenience outlets 
lights for added convenience 

There is even a light that goes on 
outside the bathroom when the door 
is locked 


guests the embarrassment of rattling 


from the inside to spare 
the knob to see if the room is occu- 
pied. Inside is a deodorizer lamp 
There are many other features too 
To name a few: an electronic burglar 


alarm system, an automatic fire alarm 
system, a relay that turns down radio 
or TV volume in the particular room 
in which a telephone rings, restoring 
full volume automatically when the 


equipment 
system 


MRS. TAYLOR operate 
can 
elect music 


> speaker f br segs C 


4 


is operating and what isn’t. Inter 


speaker |! nwa at left 


elector sw ) or m 
10 itr 4a) in several 

here. One 
oking 


peaker 
answer 


fron 


conversation 1s Over 
Miles of Wire 


signed all 


e Two Taylor de- 


features himself. He 


too All 
11.000 conductor feet of 


these 


did the wiring in all, he has 
wire in the 
mostly No 
No. 12 


adequate 


house. Branch circuits are 


10 wire, with none less than 


representing more than 


capacity for present and future re 


quirements. To control these utiliza- 


tion circuits, he has made extensive 


use of low voltage remote control 


wiring. Incorporated in the system are 
27 relays, including 3 time delay re- 
lays. Electronics-wise, the house con- 
110 vacuum tubes 


bill? It 


a month 


tains 
His 


modest $9 


electric averages a 





How Kennecott 
helps appliance sales... 





is 







































































roads—both leading to bigger and better busi- 
ness for you! It’s Kennecott’s great national ad- 
vertising drive for the full-powered electrifica- 


tion of America’s homes through adequate wiring. 


First, it’s an active educational campaign bound 
to help every appliance dealer on your list. Be- 
cause it’s teaching millions of homeowners that. 
9 times out of 10, it’s not the appliance itself. 
but weak household wiring ... too small wires, 
too few circuits that’s to blame for poor 
performance. It’s a convincing story that helps 
cut appliance returns, reduce complaints. What’s 
more, it’s a tremendous help to dealers who are 
forced by today’s conditions to sell re-wiring jobs 


along with heavy appliances, 












































... boosts 
re-wiring business! 


Here’s a selling drive that’s rolling along two 


Second, this Kennecott national advertising cam- 
paign definitely boosts your contractor wiring 
and re-wiring business, your sales of wire and 
wiring materials. Because it tells the homeowne: 
how to recognize the symptoms of wiring weakness 
in his home. It shows him just why he should 
insist upon full-powered wiring in his new home. 
adequate wiring of his old house. Then it tells him 
in every advertisement just what to do about 
it all .. . “CALL IN AN ELECTRICAL CON. 
TRACTOR!” 

So it will pay you to tie in with Kennecott... mail 
reprints of Kennecott ads to your trade, send them 
poster-size blow-ups. Write about them today to 
Kennecott Copper Corporation, 16] East 42nd 
Street, New York 17, New York. 
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Why couldnit it do that before ? “Sem 


If you own a house, 


No, there was nothing wrong with this gentle to run as well as they can. You may be paying electrician. He will glad 


Study of t ws £ 
man's TV set. It just wasn’t getting enough out good money for wasted current, You might you what work if... 


electricity, Because _the wires in his house were be risking fire from undersized, overloaded, . needed, and it 


too small. . . too Weak ... to Carry a full load overheated wires! 
. If you Plan to buy ® house, 
of current. So, when he swit< hed on other appli ‘ don’t forget to check Ip on the 
his TY , ‘ , At least, these things are happening today tg P j ag oo 
ances, hj cture shrank in size P age an apa ng 
‘ I over 80% of all {merican homeowners! Better still, have 


But, he did something about it... had his S inspect it for 


; LN , full 50, if you suffer from appliance troubles . . , if 
w r ected, c cted. > get 
ing inspectec ae % ow ne gets fu your lights often flicker and dim... if fuses If you are ging to build, be 
powered, full-sized TY Pictures all the time! sure to plan r wiring for the 
keep blowing out or circuit breakers keep trip- future as well as th, present. Re 


h outlets where member that, on the average 


Put yourself in this man’s place. Chances are ping... if you don’t have enoug 


T , your electrical need Increase 
your own TV set. your many other appliances, they are needed . . . then look to your wiring 10% every veer! 
too... may not be getting the Power they need Talk it over with your electrician! 
Kennecott ( opper Corporation 
161E 42nd St., New York 17, N Y 


Published for your information by 


Kennecott POST 


with a circula- 
this advertisement, 
= then 15,136,000 i be ons of 0 Masia 


POST and THIS WEEK. 
adi im THE SATURDAY EVENING i 


, 





Profit Starvation 


Price Cutting 
Pressure of Over-capacity 


The Ills of the Industry and 


This is one of the most important articles presented by ELECTRICAL WHOLESALING 
in recent years. It deals with the problems that confront the industry today. Prob- 
lems that affect everyone in your company. Problems that everyone can help to solve. 
The text is by A. H. (Bill) Gudie, a recognized authority on electrical wholesale 
distribution. The marginal comments are by other authorities (named, at right). 


Many wholesclers showed a » Prete starvation in the midst of plenty—that’s the worsening situation 


profit of only a fraction 
of a per cent of their 
seles last year, which 
even if they had been able 
to turn their capital 
eight times would have 
shown a profit of only 4 
per cent on invested funds. 
Unless the last half of 
this year is much better 
than the first half, it is 
quite probable that many 
wholesalers will be seek- 
ing ways of disposing of 
their facilities in order 
that their funds may find 
profitable investment. 


comin 


cota 


And in the case of appara- 
tus and supplies, the manu- 
facturer oftentimes does 
the actual selling and 
brings the order to the 


in self-defense against a 
squeeze between a chisel- 
ing contractor and e gull- 
ible distributor). 


distributor (this may be , 


ection 


— 


The distributor doesn't 
alter the manufecturer's 
product. He doesn't make 
it bigger, or stronger, or 
brighter, or better. So he 





had better learn his bus~ 


we face today. Here we are with the biggest volume of building construc- 

tion in history; truly in an electrical age with the public clamoring for 
more adequate wiring, and more appliances to use; yet the distributive func- 
tions of the industry are being performed without providing an adequate 
profit. 

During the last 10 or 12 years you, in the electrical distributing industry, 
have done quite well. You did a lot of complaining about shortages but what 
you really meant was that you could not get as much material as you could 
sell—or perhaps I should say, you could not get as much material as the 
customers wanted to take away from you. 

Today, that picture is vastly different. There are many people who are able 
to offer the goods wanted by your customers. The simple ability to procure 
merchandise is no longer a service for which society will pay a high price 
The law of supply and demand is applicable to services and functions the 
same as to anything else. 

This experience demonstrates that, as an industry, you will be paid for 

the services you perform. In other words, this means you get paid for the 
contribution you make to society. 
e It Calls for Constant Proving—There is no law that says there HAS 
to be an electrical wholesale distributor. You must constantly prove that you 
are necessary by performing essential functions better, or more cheaply, than 
they can be done by some other method. 

Neither is there a law that says there has to be a contractor and retailer 
At least, not such as we have known. It might be that the discount house is 
here to stay. It may be that modern advertising has built up brand acceptance 
and consumer confidence to a point that the public does not need the service 
and guarantee provided by the 40 per cent (margin) style of retail mer- 
chandising. Perhaps the service provided by the discount house is sufficient 
for many present day products. If so, it is because the manufacturer has taken 
much of the retailer’s function away from him via product advertising and 
the promotion of brand acceptance so that henceforth the retailer may only 
need be a local contact point to facilitate delivery. 

e Prosper as You Provide—It is a basic principie of our capitalistic, free 
enterprise system that as an industry you will prosper only to the extent that 
you provide society with something that it wants. 

That is where selling begins. 

Today, the benefits to be derived from the utilization of electrical energy 
are so great and so widely accepted that you in the electrical business are 
prone to take for granted the public demand. You have forgotten that there 
once was a time when it was necessary to sell people on the benefits of electric 
lights. Only rarely do you now find it necessary to convince the consuming 
public that electrical energy is the best sort of power for a refrigerator, dryer 
and even ranges. Most of your selling in that field is now directed to selling 
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Manufacturers Selling Direct 


High-grading 





these comments. The members of the panel: C. Mc- 









a particular brand or to introducing a new gadget. 

Perhaps electrical energy is so far superior and so well accepted that it is 
no longer necessary to sell its merits. However, that does not mean that your 
present methods of distribution are incontestable. Most students of our econ- 
omy are agreed that future progress must come in the distributive fields rather 
than in manufacturing processes. 

You, in the electrical industry, are fortunate because in your business there 
is a rather clear cut and well accepted method of distribution—namely, man- 
ufacturer to distributor, distributor to retailer, and retailer to consumer. There 
are, of course, deviations but that is generally understood to be the “proper’ 
method. There are many industries where such an understanding does not 
exist and I thigk that today there is danger of a trend away from that prin- 
ciple in your industry. 

It will become less and less the method of doing business in your industry 

unless each channel of trade efficiently performs those functions that are 
necessary to get the maximum quantity of goods into the hands of the largest 
number of consumers at A PROFIT that will insure the continued and 
uninterrupted performance of those functions. 
e Profit: Part of the Lowest Cost—Does it surprise you that I said it is 
necessary that those goods be moved at a profit? All too frequently such a 
statement is made to the effect that the goods must be moved at the lowest 
possible cost. Basically this is correct, but when we speak about the lowest 
possible cost we must not forget that the profit necessary to pay for invest- 
ment and to insure continuation of the facility is a very important ingredient 
of cost. 

You must be paid for the functions you perform or your branch of the 
industry will die. Then if those functions are performed by someone not so 
well equipped, the cost to society will be increased and in the long run the 
total cost of moving the goods to the consumers is greater than if you had 
been paid a profit that would have insured the continuance by you of the 
functions that you are best able to perform. 

There are some—probably many—in the maaufacturing and retailing 
branches of the electrical industry who do not feel that distribution through 
the wholesale distributor is the best way to sell the most goods to the most 
consumers. They do not believe that you can best perform the necessary 
functions. You must constantly prove that you are the most effective means 
of distribution. This is a never ceasing battle—a part of our competitive 
system. 

Wholesalers are frequently referred to as middlemen. There are those who 
use the term in a derogatory manner. There are those who try to cut prices 
by eliminating the middleman’s profit. If you are making a profit that you 
do not earn, then they will very likely be able to do it. However, if your 
profits are created because you perform the necessary functions better—more 
economically—then they can’t do it. This is because they do not eliminate 


August, 1954—ELECTRICAL WHOLESALING 


What You Can Do about Them 


ELECTRICAL WHOLESALING has accorded special Kew Parr, Parr Electric Co.; R. A. Stott, Tri-State 
treatment to this article by Mr. Gudie, of Trade Electrical Supply Co.; Paul Tafel, Tafel Electric & 
Service Publications. We sent proofs to a panel of Supply Co.; W. B. Imholt, The Electric Corp. of 
seven men in the industry and invited their com- San Francisco; N. J. MacDonald, The Thomas & 
ments. The marginal notes represent a selection of Betts Co.; Charles Porter, Anaconda Wire & Cable 
Co.; H. L. Cramer, Westinghouse Electric Corp. 


Bid Peddling 











iness catechism which be- 
gins: "What do I do for 

the manufacturer and the 

consumer that is worth 30 
or 40 per cent?" 


Better decide before it is 
too late if you are to be 
e wholesaler or a broker. 
Many industrials and some 
utilities feel thet many 
of you function only as a 
broker. 


Let's wake up the utility 
operator to our being a 
part of the industry, and 
thereby go a long way in 
eliminating the discount 
houses and manufacturers 
who sell direct. The pow- 
er company's lines have 
been loaded by the promo- 
tional efforts of the 
electrical distributors. 
Then they are eggressive 
in wiring and merchendis- 
ing, they frequently 
eliminate the distributor 
in purchasing and make it 
difficult for the dis- 
tributor to build up a 
contractor-deeler follow- 
ing, and they furthermore 
encourage manufacturers 





|_to sell direct. 


ilis of the Industry (cont.) 





Attempting to maintain a constantly 


The manufacturer still 
needs the distributor's 
selling, credit and deliv- 
ery facilities even if he 
hes ea local werehouse 
stock. The distributor is 
ill-advised to support 
such an operation. Ques- 
tion: If a manufacturer 
opens a local warehouse 
and sells non-stocking 
distributors at the fac- 
tory price—thereby absor- 
bing the cost of warehous- 
ing—how can a stocking 
distributor compete in 
price with one who has the 
goods sold before he takes 
them from the manufactur- 
er's local stock? 


This is a very serious 
menace to the distributing 

industry. If this increes- 
ing practice continues end 

spreads to various other 
products, the end result 
is obvious. 


omnes 


Menufecturers will find it 
necessary to recognize a 
distributor as one who 
performs the stocking 
function "adequately." 
Perhaps the yardstick will 
be the ratio of direct 
shipments to stock ship-— 


ments. —— 


Is not the "crux of the 
matter" the fact that the 
manager of the distributing 
house has to establish a 
firm policy not to let his 
sales department take busi- 
ness at a loss? Isn't it 
the fault of the boss if 
the sales manager is week- 
kneed? Are there not pro- 
spective customers and 
available brands of goods 





that can be sold at a pro- 


. 


ed ty 


» 


the wholesaler’s functions. 

¢ Functions Don’t Fade Away—It is important to realize that whenever 
a manufacturer bypasses the wholesale distributor, he eliminates none of the 
essential functions for which the distributor gets paid. 

Warehousing, for example. If he does not establish local warehouses to 
replace those normally maintained by distributors, then he must carry a larger 
inventory at his factory in which event, and most important, his service will 
be inferior. If the over-all service is reduced, then in the long run sales will 
suffer, so he does not achieve the objective of moving the most goods to the 
most consumers. 

On the other hand, if the distributor does not maintain an adequate ware- 

house and the manufacturer is required to supplement it with one of his own, 
then in the long run the distributor's margin will suffer. Traditional margins 
have been created on a supposition that distributors carried adequate stocks 
of a manufacturer's complete line—slow movers as well as quick turnover 
items. During the last few years there has been a marked trend for manu- 
facturers to establish local warehouses in many distribution centers. Natu- 
rally, wholesalers find it possible to operate with reduced stocks and inventory 
turnover is accelerated. This may be a worthwhile business objective, but the 
industry must then revise its idea of compensation. If it no longer performs 
the warehousing function, it cannot expect payment for doing so. 
e Where They’re Weak—Extension of credit is another function that 
must be performed by someone. Manufacturers selling direct are woefully 
weak on this. Some of them like to sell direct to a government agency where 
credit risk is negligible but when it comes to selling the thousands of small 
contractor-dealers they just don’t know how to go about it. 

There are reasons why this is the situation—why manufacturers cannot 
extend credit as efficiently as wholesale distributors. 

Each function you perform could be made the subject of a lengthy study. 
I am sure that every one of you is firmly convinced that the electrical whole- 
sale distributor can best provide most of those functions and services. If you 
do not firmly believe that, then you better get out of the business because you 
are playing on the wrong team. 

It is not my purpose to try to justify the existence of your branch of the 

industry. I am convinced that you can best do the job. But let us take a look 
at some of the things you are doing. Let us see if you are doing a good job 
ef selling manufacturers, retailers and society that you are best able to provide 
the necessary steps in the movement of merchandise from producer to 
consumer. 
e The Crux of the Matter—The physical movement of goods in your 
industry is presently at a level that should provide prosperity for all, yet, 
many, if not most of you, are looking at operating statements that show too 
little profit. 

What then is the trouble? 

I am told that it can be summed up in just two words—price cutting! The 
best definition I have ever heard goes something like this: 

“Price cutting is when your competitor quotes a price lower than you 
quoted when you tried to quote a price lower than you thought he would 
quote.” 

That definition was originally written facetiously but now, seriously for a 
moment—haven’t you recently quoted a price on that basis? 

Have you not started with a price that the manufacturer gave you and then 
juggled it around either to meet or to beat the price you thought your com- 
petition would quote? 

Do you know what happens when you do that? 

You throw out the window all your experience and knowledge of the 
business, all your salesmanship, all your accounting and statistics, all the 
things you spend money for in an effort to run an intelligent business. 

e Just His Hat and a Price—It may be that someone may temporarily 
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ascending sales volume is not the answer 


appear to run a successful business in that manner but if he does he will do 
it by cutting all operations and services to an absolute minimum. He will not 
need salesmen. He will not carry an adequate inventory. He will have only a 
negligible warehouse. He will not be able to afford good delivery service or 
shipping facilities. He will have to be extremely tough on credits. In fact, 
he will have nothing but price. 

Such an operation is not likely to be successful for a very long period of 
time because it does not provide either the manufacturer or the public with 
the service it wants. 

I am sure you agree with me. So why is your whole industry attempting 
to do it? 

My answer is this: Pressure of over-capacity that has caused a loss of 
perspective. 

Since the beginning of the war, your industry has had a tremendous growth 

In addition, it has undergone considerable decentralization, creating impor- 
tant changes in the distribution pattern. No one can say at this time whether 
the industry has, or has not, expanded and developed beyond the needs of 
the community. 
e What Price Volume?—In my opinion, the greatest damage to sound 
competitive business conditions in the electrical distribution business now 
comes from the effort of each distributor to maintain a constantly ascending 
sales volume. 

In business, we are prone to measure performance by comparing sales with 


last month, or last year, and if an increase is not evident we begin to think | 


something is wrong—that we are slipping. 


We are inclined to measure results by sales volume rather than profit. Yet } 


L 


it is not always the firm with the biggest volume that makes the most money. 

Recently in a midwestern state a sharpshooter made the rounds of the 
electrical contractors in a new territory. He did not take time to wait if the 
prospective customer was not in his office, he simply left a note quoting 
10 per cent off the manufacturer's price on various commodities. Perhaps he 
got some business but why did his company pay him and his traveling ex- 
penses when the Post Office would carry the same message for three cents? 

This particular salesman has had a number of different jobs since I have 
known him. It’s a cinch he will have to find others because no wholesaler 
can continue to pay for that kind of selling. 

Such an operation can best be described as “high-grading.” It is not a new 

method of doing business. You can do it! Anyone can do it! But what you 
cannot do is to be both a high-grader and a full-service house. 
e Fast-movers Only—The typical high-grader approaches a contractor and 
takes an order for everything he can get. He does not tell the customer that 
he only has certain fast-moving specials. When the customer gets his ship- 
ment he finds the hard-to-get odd items are not included; they are not back- 
ordered; they are simply cancelled because they are “out of stock.” So then 
Mr. Contractor goes to a full-service house to buy the slow-movers. You 
cannot blame him for trying to get the same discount quoted by the high- 
grader, but do you know any reason why he should get it? In fact, it is eco- 
nomically impossible. Just the opposite is true. If it should develop that all 
fast-moving articles are supplied by high-graders, then the house selling the 
slow-movers will find it necessary to have a still larger margin and the price 
will go up, not down. In the long run, the consumer or the contractor will 
pay just as much for the service of distribution. It will simply mean that a 
portion of the goods will be handled for a lower margin while the remainder 
will get more. 

It is the duty of every distributor to determine the role he intends to play. 
We usually call this establishing a policy. Having done so, he should supply 
his sales force with ammunition to support that policy. There is something 
good to be said about almost any method and it is the salesman’s job to trans- 
mit those points to the customer in an effort to show him why he should buy 
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fit in almost any terri- 
tory? If you cannot train 
a salesman to meke e feir 
profit for you, why not 

be courageous and replace 
him? A really good, well- 
trained salesman will sell 
more goods at a 3 to 5 

per cent net profit than 
an incompetent salesman 
will sell at an actual net 
loss. A good salesman gets 


both volume and profit. 
= 





Every yeer the heed man 
should teach an employee 
course entitled "How To 
Make Money." He would ex- 
plain the difference be- 
tween lots of seles and 
lots of profit. 


te 


Volume for volume's sake 
without regard to profit 
leads to price cutting, 
and unreelistic quotas or 
loedings may be the cause. 


he 


The distributor fails when 
he does not sell to his 
customers the benefits of 
his experience and know 
ledge of the business and 
the ethics of his company 
rather than simply trying 
to get an order at a price. 
This will do a lot to elin- 
inate manufacturers' were- 
house stocks. They are only 
established to help en 
agent get business. 


eeeeniaiinaal 


Price cutting in any com- 
pany, either distributor 
or manufacturer, emanetes 
right from the top. There- 
fore, control could be 





easily hended. 


CE 





Ills of the Industry (cont.) 





There is no place on the sales force for 





When it comes to bidding 
jobs, I do not think any 
wholesaler should ever’ 
send 2 bid through the 
mail. The bid should be 
presented by the salesman 
in person end gone over 
carefully with the con- 
tractor. And if he does 
not want to teke the time 
to sit down with the 
salesman end go over the 
bid, then the salesman 
should not leave the bid 
to be peddled. The re- 
letionship between the 
wholesaler and the con- 
tractor in a case of this 
sort is strictly a bus- 
iness transaction, and if 
a salesman and a contrac- 
tor cennot teke the time 
to go over a bid, item by 
item, and the salesman 
justify the prices, sure- 
ly the contractor is not 
entitled to have the bid 
in written form. I often 
wonder how much it costs 
e contractor to purchase. 
If he is a small contrac- 
tor, he loses valuable 
time from the superinten- 
dence of his labor. 

When materials were 60 
per cent of the cost of 
the job, this was not 
such a big factor, but 
with labor now running 60 
to 75 per cent of the cost, 
the contractor can little 
afford to devote a great 
deal of time in getting a 
lot of prices, tabulating 
and then plecing his 
order at the lowest price 
for each item and then 
expedite from maybe 7 or 
& suppliers. And the 
wholesaler cannot afford 
to make the quotation and 
handle the business for 
the small amount he may 
receive. 
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his merchandise from a house that operates in the manner of that for which 
he is selling. 

How well are you doing this? 

Perhaps at this point I should mention that I am now talking particularly 
about apparatus and supplies, although with only a little variation the fol- 
lowing will be equally true in the appliance or consumer products end of your 
business. 

Quite often I hear some executive complain that his salesmen spend too 

much time drinking coffee with their customers instead of selling. It is true; 
anyone watching a jobber’s salesman on his daily round must wonder at his 
ability to consume such prodigious quantities of coffee. Yet I do not share the 
common view that this is bad selling. 
e “Wearing Well” Is What Counts—When we think of salesmanship, 
we are too prone to think of the glamorized version—of the spell-binder type 
of “one shot” selling. There is no place on a wholesaler’s sales force for this 
type of salesman. The wholesaler’s salesman must follow a regular beat and 
call upon the same customers over and over at regular intervals. A primary 
requisite is that he must “wear well.” This alone precludes high pressure 
methods. When a salesman gets to the point that he is the one that the 
customer waits for to have his morning coffee—then that salesman is begin- 
ning to get “in.” It is during such coffee sessions that the customer can be 
most easily led into conversation about his general business problems and for 
the salesman to get a good opportunity to sell the policy of his house and 
show the customer how it serves him best. The customer’s guard is down and 
a smart salesman takes advantage of it—that is when he builds the friendships 
that make steady customers. 

All wholesalers have friendly customers. They are the ones that telephone 

in their orders day after day without waiting for your salesman. Most of the 
time they do not even ask you the price, they take it for granted that your 
price will be “right”—in their minds this means that you won't charge them 
more than some other supplier. Such customers are the life-blood of your 
business. No one could exist without them. No one can run a full line, full 
service operation on just the profit made from big negotiated projects or 
governmental orders. 
e Open Secret—There are no tags or name plates on these customers to 
say they belong to such-and-such a distributor, but there isn’t much of a secret 
whose customer they are. Every salesman and every credit man should know 
who is the principal supplier of every customer. Sometimes a customer may 
divide his business quite equally among two or three suppliers, and if so, this 
too is usually known to those suppliers and their salesmen. 

When such conditions exist the customer usually tries to give a preference 
to his normal supplier. In the event someone strange quotes him a lower 
price, he usually passes this information along to his friendly salesman with 
an opportunity to “meet it.” 

This is a nice cozy arrangement, but what a vicious competitive cycle it 
has spawned! 

A wholesaler, in an effort to increase volume or to maintain it in the face 
of a declining market, goes to a contractor knowing full well that he favors 
another supplier and offers him some prices lower than the wholesaler is 
regularly quoting to his own customers. This effort to entice the contractor 
away from the other wholesaler usually results in the contractor passing the 
information along to his friendly supplier who, in turn, meets the price 

The result? 

The business stays right where it would have gone but total industry vol- 

ume is reduced by the exact number of dollars that the prices were cut. 
e What About Bidding?—Let us consider for a few moments another 
bad practice in which some wholesalers are indulging—bidding jobs. Many 
wholesalers are receiving letters or postcards from contractors that read 
something like this: 
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the spellbinding, “one-shot” salesman 


“I am figuring the John Doe School job, please send me your bid for 
the material.” 

A large proportion of these come from contractors not regularly sold 
by the wholesaler, which indicates they are being mailed “indiscriminately. 

There is much to be said about this also being bad practice for the con- 
tractor. Suppose we reverse the situation and the wholesaler were to send 
postcards to a number of contractors reading: 

“We are figuring the John Doe School job, please send us your labor bid.” 

You can readily imagine what the contractors would say. 

But is that any more ridiculous? Are not most wholesalers better able 
to handle the financial details of a large contract? Or the negotiations? Or 
the paper work? 

I don’t advocate this; I am only pointing out that here again someone 
has lost his perspective—the contractor who requests that the wholesaler 
perform part of his functions by making a take-off and material estimate 
on a specific job, and also the wholesaler who does it. 

Many contractors are moaning about conditions in their branch of the 
industry. They too should think about the functions they are supposed to 
perform. The more they pass these on to you, or the manufacturers, the 
less there will be for them to do and the less they will get paid for doing it 

It is one thing to help a contractor perform his functions and quite an- 
other to do it for him. 

The seriousness of this is not limited to the usurpation of the functions 

of one channel of distribution by another. Since the wholesaler adopts 
part of the contractor’s methods by “bidding a job,” he naturally encounters 
some of the evils of that procedure—bid peddling. Since the beginning of 
the contracting profession, they have suffered from bid peddling. Through 
various schemes, they have attempted to prevent it but without much 
success. When the wholesaler indulges in job bidding, he is certain to run 
into the same difficulties. 
e Price Protection: Often a One-Way Street—Some contractors have 
been asking through their trade groups that wholesalers give them a firm 
price—guaranteeing that the price of material will not go up during the 
life of a job. Unfortunately, they want this to be a one-way street. If the 
price goes down you had better give him the lower price or he may forget 
all about the “job order” he gave you. 

Some wholesalers have given such guarantees and have been burned. Not 
only by getting stuck when the price goes up, but by having the contractor 
“load the job” and buy a lot more than is needed for the job being pro- 
tected by the wholesaler. 

It is not difficult for the contractor to get protection against a price 

increase if he is really sincere. All he need do is actually buy the merchandise. 
If he can’t finance it himself many wholesalers will give such protection if 
they are given a really firm order for future delivery. The trouble begins 
when someone wants an undue advantage and, in your efforts to get that 
particular order, you are frequently being suckered into deals where you 
have assumed a large part of the other fellow’s gamble or let him have his 
guarantee against a price increase with no responsibility in case of a price 
reduction. 
e Emphasis on Industrials—There are still some contractors who complain 
because wholesalers quite generally sell direct to industrials who have their 
own maintenance departments. They, the contractors, think this business 
should be left to them. I am not going into the question of whether they 
are equipped to service adequately the industrial trade, nor some other 
equally obvious reasons, which could be made the subject of a lengthy dis- 
cussion. Instead, I think it more appropriate to make a new and perhaps 
surprising observation that contractors by their purchasing tactics are making 
their business so unprofitable that many wholesalers are concentrating more 
than ever upon industrial business! 
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The interdependence idea 
being fostered by con- 
tractor groups will not 
carry far unless the con- 
tractor realizes that his 
main job is the intelli- 
gent application end in- 
stallation of quality pro- 
ducts. There should be 
no conflict in the sell- 
ing function es performed 
by manufecturers and dis- 
tributors on the one hand 
and by contractors on the 
other. But the intelli- 
gent application by the 
contractor starts with 





his estimator making an 
accurate take-off. 


It must be one-wey. It's 
"agin human neture" to 
expect the contractor to 
buy higher then the mar- 
ket. Most industrial 
agents won't either. The 
contractor often needs 
protection on a firm bid 
which is outstending on 

a project for which the 
contract has not been 
awarded. He cannot af- 
ford to "actually buy the 
merchandise" in such a 
‘case. 


(bee -e 


We are frequently amused 
et the thinking of con- 
trectors with reference 
to supplying industrials. 
There are mighty few 
major contractors in the 
area we serve who carry 
any stocks. They buy for 
the job end then went to 
return for credit mater- 
ials left over. I've 
never heard of them doing 
enything in the way of 
promoting with the mein- 





tenance men of an item 
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Every wholesaler has to fit each 


in an industriel plent. 
Quite true, by the meth- 
ods of the contractor 
purchesing and asking for 
bids from possibly 7 cr 
8 wholesalers, they may 
get a figure or a price 
that would permit them 
to sell the industrial at 
the seme price the whole- 
saler would sell and 
there would still be a 
very small margin for the 
contractor. But in the 
end, the business would 
not be profitable to 
either the contractor or 
the wholesaler, and the 
industrial would soon be 
left "swinging on the 
gate." 








Price cutting always re- 
minds me of an old fellow 
in our tow and the troub- 
le he had with winter un- 
derwear. He was a short- 
legged man, and every pair 
of red flannels he bought 
would be too long for 
him. So he would get his 
scissors and snip two or 
three inches off the legs. 
The first time they were 
weshed, they would shrink 
until they didn't cover: 
his ankles. So he would 
pull the legs down until 
they did cover his ankles 
and sew an extre strip 
around the waist. Every 
year he had the same com 
plaint: "You know, if I 
cut just two inches off 
them ankles, I gotta sew 
on a whole yard to keep 





n 
my belly button warm. La 


Is this reasoning realis- 
tic? Does it take into 
consideration the fact 
that it is very, very 
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There are electrical wholesale distributors who do no business with elec- 
trical contractors or dealers. They sell 100 per cent to industrial concerns 
purchasing for their own use. Privately, many wholesalers will admit that 
if it were not for their industrial accounts they could not exist. 

If there is a reason for the contractor servicing the industrials, are they 
not digging their own grave by tactics which make doing business with 
them unprofitable? 

How much more of a step is it before wholesalers may find it desirable 
to send their material bids for jobs direct to the general contractor? 

Careful purchasing certainly has its place in American business methods 
but your industry is so interdependent that every contractor should see to 
it that his business is valuable to the wholesaler from whom he buys. 

How often do you seriously talk over these things with your friendly 
contractor during the morning coffee session? Is not that the time and place 
to sell him on the idea that your house policy is designed to serve him 
best and to protect his branch of the industry? He too loses his perspective 
and in his effort to “get by” on some one job, he may create conditions 
that will be a serious threat to him and his industry for a long, long time. 
Help him keep his perspective and you will help yourself to keep your own. 

Now, a little more about price cutting. 

e Cost of Price Cutting—lIt is not so much a matter of how much you 
cut your price as it is what percentage of your margin you cut. For example, 
if you have a 40 per cent margin and cut the price 10 per cent you are 
cutting your margin 25 per cent and would need 334% per cent more 
volume to produce the same gross profit. But if you only have a 15 per 
cent margin, a 5 per cent cut will require 50 per cent more volume because 
you have cut your margin by 334%4 per cent. The formula works the same 
as that used for markups. To get one-third off, you must have a 50 per cent 
markup or increase your volume 50 per cent. 

That probably sounds high to most of you. Here is a simple example: 

Assume you have a volume of $1,000 on which you have 15 per cent 
margin. Your cost is $850.00. Your margin is $150.00. Cut the price 5 per 
cent and your volume is $950.00. The cost is still $850.00 and the margin 
is now only $100.00. In order to equal the $150.00 margin at 15 per cent, 
it is necessary to sell $1500.00 at 10 per cent. 

If your margin is 20 per cent and you cut 5 per cent, it takes a third 

more volume to make up the 25 per cent cut in your margin. If your mar- 
gin is 10 per cent and you cut it only 2 per cent, it requires 25 per cent 
more volume to produce the same number of dollars gross margin. 
e It Just Keeps Spiralling—The problem doesn’t stop here. Assume that 
you are able to get the additional business, you would have to handle that 
much more goods—more tonnage—which would undoubtedly cost more to 
handle, so you still would not come out even. In fact, price cutting creates 
a spiral and it is never quite possible to offset the effects of the reduction. 

Who is to say what is the right price? 

Every wholesaler has to fit each transaction into his total operation. If 
he has a 15 per cent overhead and does a certain amount of business on a 
10 per cent margin, he must do a certain volume at more than 15 per cent 
so that he will average out at 15 per cent. The variance in prices quoted 
by competitors should normally result from the different appraisal by each 
seller of how the margin to be derived from an order fits into his over-all 
picture. 

If such were always the case, you would have a pretty healthy industry, 
price-wise. Unfortunately, many prices are quoted on the basis of trying 
to out-guess the other fellow even though there may be situations when 
the competitor can handle a transaction for less and still make money. 

e Who Wears the Pants?—Worse yet, is the habit of permitting a cus- 
tomer to say how much he will pay. The practice of letting your competitor 
or your customer determine your prices is not good business and since the 
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transaction into his total operation 


amount of profit produced is the measure of how good a businessman you 
are, it is obvious that such practices will not produce good profits. 

We publish a price book that contains schedules created by several hun- 
dred different manufacturers. Each manufacturer has undoubtedly spent 
many hours attempting to determine the method that will sell the greatest 
quantity of his merchandise to the largest number of consumers. In these 
deliberations, he has decided that he would hire you to perform certain 
functions. He has decided that the performance of those functions is worth 
a certain price and he has set his discounts accordingly. So now, what do 
you do when you cut the price? 

You tell the manufacturer that the service you performed for him is not 

worth as much as he wanted to pay. He might very well think that perhaps 
the services you performed were inferior and not worth more than you 
charged. Likewise, if he is not satisfied with your over-all result, he may 
feel that if he bought the higher grade services he was willing to pay for 
he might get the better results he is seeking. This does not necessarily mean 
changing distributors. It could mean he will consider a different method 
of distribution! 
e Case in Point—You have seen some development of that sort in the 
growth of manufacturers’ warehouses. For some reason, the manufacturer 
has apparently concluded that you do not carry adequate stocks, so he has 
put in his own. 

Many wholesalers are complaining because the spread upon which they 
are operating is substantially the same, or less than before the war. 

Could it be that it is because you are not performing some of the func 
tions you formerly did, or perhaps not performing them so well? 

When you cut a price you are, by very snap judgment, throwing over- 
board the deliberate thinking and planning of the manufacturer whose 
merchandise you are selling. Perhaps you are able to do this intelligently, 
but it may be that the reason for your predicament is that some of those 
snap decisions have not been entirely sound. 

Obviously, the price published by the manufacturer is not correct for 
every situation. We all recognize that there are times when the price should 
be tailored to a specific situation. In such an event, just because your 
competitor does it differently than you, does not make him a so-and-so 
Perhaps you are the one who is wrong. Such differences make up the kind 
of good competition that makes American business hum. 

Many salesmen put more salesmanship into selling their sales manage: 
on the necessity of a cut price than they put into selling their customer. 

I know that you hear this sort of thing from everyone who ever addresses 
a sales meeting. I know you probably get sick and tired of hearing it. But 
as long as you are selling, that is the sort of thing you are up against. You 
must find a method of selling around the problem of lower prices. 

Every sales manager knows that some salesmen seem to run into more 
price cutting than others. Sometimes this is due to the territory or to the 
class of trade. Most often it is simply that some are better salesmen 
e Weak Excuse—Many salesmen think it the best alibi for losing an order 
to say that the other guy had a lower price, and this is frequently used 
whether it be true or not. It is not always a safe alibi because your sales 
manager knows it is not always the truth. 

But true or not, it is still a poor alibi. The threat of price competition 
is always present. It is a part of the salesman’s job to get the order even 
in the face of a lower quotation from a competitor. How good a salesman 
you are depends upon how often you do that—not by the volume of busi- 
ness you can write if you have the lowest price. 

I have frequently heard businessmen and salesmen say that some com- 
petitor “took a piece of business” away from him. Rare is the circumstance 
when you really know a certain transaction is yours before you actually get 
it. You may “think” it is yours, and perhaps if everyone else thought it 
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| often (you can add another 
"very" to that) the mam- 
facturer's own represen- 
tative who intimates to 
the industrial buyer that 
he can get a larger dis- 
count from the distributor 
than is indicated on the 
manufacturer's own printed 
resale? Is it not true 
that if a distributor 
mainteins the suggested 
resale that the manufec- 
turer's own representative 
will surreptitiously send 
in another distributor at 
a cut price? On fair- 
sized inquiries how often 
will the factory's seales- 
man help the distributor 
make the suggested margin? 
Would you say not 20 per 
cent of the time? 


eee 


I believe that too many 
wholesalers consider 
themselves simply "buyers 
and sellers." As such, 
they'd have to outguess 
and outsmart every other 
"buyer and seller" on ev- 
ery purchase to survive. 
Actually, the sound, sub- 
stantial manufacturer con- 
siders his wholesalers as 
his "distributing pert- 
ners," who perform the 
distributing functions of 
selling, warehousing and 
extending credit more 
economically than he could 
himself, and that they 
thus earn the full margin 

he provides for them. 
Lae 3 


As e distributor, all you 
have to sell is service. 
When a salesman makes 
price his only effort, 
everything else you do 
goes out the window. 
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Each order should stand on its own 


ey, 7 


My experience from many 
visits with wholesaling 
organizations is that the 
heads of wholesaling op- 
erations are pretty well 
acquainted with their in- 
dustry problems and the 
cures so adequately cov- 
ered in this article, but 
that employees, even 
those in responsible po- 
sitions, are not. The 
boss is not the Simon Le- 
gree who is selling the 
business down the river; 
it is the employees who 
cen't refuse an unprofit— 
able order. The first 
thing I would recommend 
to the head of every 
wholesaling operation is 
that he completely, thor- 
oughly and repeatedly ed- 
ucate all his salesmen, 
buyers and key employees 
in the basic principles 
thet make for a profit-— 
able operation. Many of 
the commercial sins the 
distributor is accused of 
committing are the result 
of leck of understanding 
or a cover-up for inef- 
ficiencies of subordi- 





nates. 


1954 will probably sepa- 
rate the men from the 
boys. 


After reading this a7 
cle, there seems to be 
nothing to add that is not 
covered in the text. It 

is the finest diagnosis of 
the ills of the electri- 
cal distributors that I 


have ever seen. It should 
be reouired reading for 





everyone in the industry. 
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was yours then it would come to you, but competitive business is not 
operated that way. 

e Gets To Be a Habit—Almost always, whenever it is necessary to make 
unreasonable concessions to get a certain order, it is because you are trying 
to take the order away from the other fellow—not so much that he is 
trying to keep it away from you. When you begin doing this too frequently, 
you are losing your perspective and soon you are making the same unreason- 
able concessions to get the business that is naturally yours and that would 
be coming to you anyway. 

Problems such as those that confront your industry can only be solved 

by planning. This means planning a complete method of operation and 
then sticking to it. For the salesman, that requires selling consistent with 
the type of operation selected by his company management. If he is working 
for a full-service house but only knows how to get cut price orders, then 
perhaps he should go to work for a high-grader and compete with Uncle 
Sam’s postage stamps. Somehow or other, the full-service house must get 
business at a price that will cover the cost of providing the full service, 
or else go out of business. 
e Problem for Everyone—The conditions of your industry that I have 
been discussing present an individual problem to each one of you, whether 
you be a salesman, inside order clerk or the owner of your company. If 
a salesman, the manner in which you solve the problem will determine 
your commissions or other compensation; if you work inside, it may affect 
your promotions; and if you own the business, it probably will determine 
whether you will be entertaining the sheriff or the income tax auditor. 

Take time out for a minute and get a fresh, new perspective. In spite 

of all the talk about a recession, the most important readjustment ahead 
probably only involves a readjustment of your concept of “good business” 
and a realization that you can do a satisfactory job without getting every 
order—that you can make an adequate profit without increasing your 
volume from year to year. Be sure that every order you do get will stand on 
its own legs and contribute its proper share to your over-all operation. 
Above all, be sure that you are running your own business and that it is 
not being run by some customer who is dreaming up competition for you 
to meet. 
e It’s up to You—During the rest of the year, wholesale customers are 
going to buy a huge volume of electrical apparatus and supplies. You 
distributors are going to sell most of it to them. The quantity they buy will be 
affected very little by whether you gross 10 per cent or 15 percent of it. 

However, such a 5 per cent difference could determine whether you 
make a profit or sustain a loss. 

The executive of one large electrical supply house recently told me: “1954 
is the year to get through.” 

He could be right, and strangely, it is all up to you. 

The volume is here. 

The manufacturers will provide the goods. 

It is only a question if you are good enough businessmen to see to it 
that you get adequately paid for the services you render. 





Reprints Available 


Additional copies of this article 
are available at the following 
rates: 1 to 10 copies, 20¢ each; 
over 10 copies, 15¢ each. Address 
orders for reprints to ELECTRICAL 
WHOLESALING, 330 West 42nd 
St., New York 36, N.Y. 
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Amprobe_ world’s 


largest-selling 
snap-around 


volt-ammeter 


AMPROBE 
JUNIOR 

One low-cost 
tester measures 
both volts 

and amps. 


sold only 
through 


wholesalers 


there is an Amprobe 3 AMPROBE | , 
we “300” x. AMPROBE 
The ideal WN a “600"-"1200" 
all-around , For 
mullti-range extra-heavy 


every budget J Amprobe. \ : loads 


model for every job, 


PYRAMID INSTRUMENT CORP., Lynbrook, New York (Export 
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DUTCH BRAND 
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8 COLORS 


Red e Yellow « Green « Blue 
Gold ¢ Silver * Black © White 


4 wiptns 


1/2” « 3/4” © 1 


Here’s a newline of tapes that your customers will use wherever 
color can help them with indexing, holding, splicing, reinforc- 
ing operations. They’re UL listed. This fact alone suggests many, 
many uses in this day of complex colored-wire electronic 
assemblies. Their remarkable qualities are listed below. 


Ever-increasing sales are certain to follow your introduction 
of this great line of DUTCH BRAND Vinyl COLOR TAPES. 
Developed through research to give usefulness and fine ap- 
pearance not formerly available. 


Let DUTCH BRAND Vinyl! COLOR TAPES make an attractive 
profit for you. 


Adhesive Value—728 oz. per inch width (according to ASTM D1000) 
Tensile Strength —15 Ibs. per inch width 

Dielectric Strength— 1000 volts per mil of thickness 
Thickness—0.006" Length—36 yards 


Moisture Vapor Transmission Rate—lLess thon 3 


EXCELLENT DISTRIBUTOR PLAN 


Write at Ouee! 


Oy 


color coding electric wiring 


The Tape 
y with a 
$ Thousand 





tool handles Uses 


AG, tite ~ 


> Th 
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UL listed decorating color indexing 


Johns-Manville 
DUTCH BRAND 


P R oO D U c T §$ 


VAN CLEEF BROS... INC. DIVISION 
7800 WOODLAWN AVENUE CHICAGO 19 iL 
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“Wire and conduit 
average 25% of our 
total sales” 


say Mr. E. E. Karsten (right), Ex- 
ecutive VP and Mr. J. H. Hrabetin, 
VP of Gough Industries, Inc., Los 
Angeles. Gough is the largest inde- 
pendent electrical distributor west 
of the Mississippi—and a Rome 
Cable distributor of long standing. 


How to increase sales and profit margins on cable 


As an electrical distributor, you naturally want 1. Rome gives you dependable top-quality prod- 
product lines that have good sales potential and ucts to sell... strictly prescribed inspection 
profit margins. procedure, independent of sales or production 
Sales of Rome products—wire, cable and conduit expediencies, assures this. 
—have increased thirty-fold in the last few years 
A line like this can mean a lot to you as it does to 
so many top-flight distributors. 
For example, here’s what Mr. E. E. Karsten of 
Gough Industries, Los Angeles, said on the subject: 
“Without wire, cable and conduit our business You get the consistent backing of strong na- 
just couldn’t survive. These products will tional advertising to help you sell. 
average 25% of our total sales. 
“We became a Rome Cable distributor in the A 
early 40's and recently started stocking their to help your salesmen and customers or, for 


EMT and RIGID conduit made here on the home office emergency help, technical advice, 
West Coast.” personalized service, the phone number is 


Rome 3000. 


Rome makes a full line of standard wires, 
cables and conduit—is staffed to engineer and 
produce highly specialized constructions in 
copper or aluminum. 


Your Rome sales engineer is on tap any time 


And here are a few more specific reasons why 
an aggressive, successful distributor like Gough For increased sales and profit margins on cable 
Industries makes money on the Rome Cable line. and conduit, look to Rome Cable. 


it’s profitable to Sell the Best ROME “en A BLE 
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HERE IT IS! the first NEW socket design in years 


Levolier PHENOLIC SOCKET 


= TELE TEIN TES 
re - 


New push button 
Zez oller switch 


mechanism 


rlew 


4100-PB 


4100-FL 


acre 
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Extra heavy case 
of impact resisting 


Ided phenolic 


. mo 
~ 
~ 


es 


\ 
| shell .006" heavier } 


than standard 


Se 


Easy to wire 
Two piece housing 
screws together 


styling — new safety — new dependability 


Combining modern functional styling with utmost dependability, this new McGill 4300 
Series Phenolic Socket readily fits all modern plant and electrical equipment require- 
ments. It has a double thick cap and casing of impact resisting molded phenolic 
enclosing the proven LEVOLIER switch mechanism with a new push button action or 
the well known universal lever. 

Levolier molded phenolic sockets use a two piece housing that screws together at 
the lever for quick opening and easy accessibility to side terminals. 

Its screw shell is .006” heavier than standard, has special high conductivity bronze 
contacts, and is rigidly supported in the housing. Models include 1”, 34”, 14” and 
pendant caps. 

The new 4300 series has dependability and lasting quality not available in any ordi- 
nary socket marketed today. This 600 watt 250 volt socket defies replacement in 

rugged industrial service and saves its cost many times over by elimi- 
nating maintenance labor and production time losses. 
It conforms to all modern safety regulations and is Underwriters’ 
Laboratories Inspected. 


Send for Bulletin S-54. This descriptive Bulletin 
describes the complete line of McGill Heavy Duty 
Sockets. Send for your copy today. 


MSGILL 


The new push button electrical specialties 
mechanism is available 
also in the LEVOLIER 
4100 series sockets with 
McGILL MANUFACTURING COMPANY, INC. 


double walled brass cap 
and casing. 250 N. Campbell St., Valparaiso, indiana 
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CONTRACTORS DONT QUESTION Stablok... 


they know it’s “millions -proved” 


MORE SALES without more sales effort... that’s one big 
advantage of Stab-lok Circuit Breakers. Your customers 
know that Stab-lok dependability is beyond all question or 
argument... that more Stab-loks are being installed today 
than all other breakers combined... that millions are in 
household, commercial and industrial service. They know, 
too, that the Stab-lok line costs less than others... less to 
buy and install; less when circuits are changed or added. 
But Stab-lok is extra profitable for a lot of other reasons: 
You carry a smaller inventory — Federal Noark combination 
flush-surface enclosures enable you to fill all orders from 
about half the stock needed by other systems. 
You never lose sales because of special applications. The 
wide range of Stab-lok enclosures, plus the standard NA, 


the new space-saver NC, and do simultaneous 


trip) breakers enable you to meet et r specihication 
Your investment is safe —even major improvements in the 
Stab-lok line will never cause you 
on your shelves. 
We're working with you —we're 
helping boost Stab-lok sales. St 
every one of your customers and prosp 
all types ol promotional material he Ip to kee p Sta 
fast-moving, most profitable line on the market 

Ask us about Stab-lok re presentation in your area and 
for a copy of the Magic “E” booklet that tells everything 
about Stab-lok today. Federal Electric Products Company 


50 Paris St., Newark 5, New Jersey 


FEDERAL,PACIFIC 


ELECTRIC PRODUCTS COMPANY 


ae? 


ELECTRIC MANUFACTURING CORP 


Federal products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboords. Switchboords 


Control Centers, Bus Duct — Pacific Electric products: High voltage 


circuit breakers and power switches # Sales offices in principal cities 











There's an ACME ELECTRIC 
Dry Type Distribution Transformer 
to meet every requirement 





DESIGN A 

1/10th to 3/4 KVA. Class “A"’ 55°C 
insulation. Heavy duty, may be 
mounted vertically or horizontally. 


DESIGN C 

Compact, with mounting feet 
an integral part of housings 
may be installed vertically or 
horizontally. Class “‘A"’ insula- 
tion 55 C temperature rise. 
1 KVA to 5 KVA. 


DESIGN G 

Totally enclosed in shock 
proof steel case. For indoor 
or outdoor service. Wall or 
platform installation. Class 
“B"’ insulation. 72. KVA to 
10 KVA, 


DESIGN H 

Supplied with brackets for wall 
mounting or rails for floor installa- 
tion. Class “B’’ insulation, 80°C 
temperature rise. 


DESIGN J 

Full enclosed, drip proof 
for floor or platform 
mounting. Class ‘B"’ in- 
sulation only, 80°C 
temperature rise. Up to 
167 KVA, 


DESIGN K 

For wall or platform 
mounting, drip proof 
cover. 3 phase, 3KVA 
through 30 KVA. Class 
“B"’ insulation, 80 C 
temperature rise. 


DESIGN F 
For three phase service. Enclosed type with drip proof 
covers. Class “‘B"’ insulation. Capacities up to 300 KVA. 


Dealers everywhere are discovering that the little 
effort spent in telling their customers about Acme 
Electric Power transformers pays off a thousand 
times in unsuspected orders. Just think, almost every 
one of your customers who use electrical power 
usually needs transformers. 


Whatever the need for dry type power transformers, 
Acme Electric can supply a type that exactly fits the 
application. Acme Electric dry type transformers can 
be used to eliminate double wiring, distribute power 
at high voltage, provide 3-wire secondary circuits, 
operate 120 volt equipment from power circuits, 
boost voltage, balance voltage, insulate circuits. 
Acme Electric transformers are built for dependa- 
bility, performance and long life. They insure 
complete customer satisfaction on every installation 

they offer you hundreds of opportunites to 
increase your sales and profits. 


ACME ELECTRIC CORPORATION 
678 WATER ST. CUBA, NEW YORK 


West Coast Engineering Laboratories: 
1375 West Jefferson Boulevard ° los Angeles, California 
In Canada: Acme Electric Corp. Lid., 50 Northline Road * Toronto, Ont. 


Aemeail=Flectric 


oo we owe E 
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BIGGER PROFITS 


FOR ELECTRICAL 
WHOLESALERS 


GOLA F 
Wy } 


EXHAUST FANS 


You'll recognize in the enlarged line of 
Broan 8”, 10” and 12” Ventilating Fans not 











only America’s most complete line of 
residential exhaust fans but also THE SALES 
AND PROFIT OPPORTUNITY you long 
have wanted. 

THE PERFORMANCE FEATURES AND 
PRICES of the new line of Broan 8” Ventilating 


Fans — result of a quarter-century of 
experience in this field are UNMATCHED 


IN THE ENTIRE INDUSTRY. 
You'll also discover the many distinctive features 
that attract the immediate approval of not only 
Architects, Builders and Electrical Contractors 
but also Home Owners. 

Make these EXTRA-PROFITS yours, now! Mail 
the coupon today for complete information. 











& BROAN 8” MOTORDOR MODEL 840 WALL FAN 
Amercia's only completely automatic 8” Exhaut Fan for bathrooms and small 


kitchens. Seporate Motors, operating Fan and insulated Outer Door, are con- 


trolled by a single switch. 


* 
BROAN 8” 
CHAIN-CONTROL 
FAN MODEL 850 
No other 8” Chain 
Control Fan equals 


__ FREE CATALOG OF BROAN 8” FANS _ 
St., Milwoukee 2, Wis 
of BROAN 


BROAN 8” CEILING FAN MODEL 
870 (Vertical Discharge) 
Easily adjustable mounting lugs 





INC., 1671 N. Woter 


ntormation and prices 


BROAN MFG. CO 


its airflow in volume or “whisper-quiet 
ness", or its protection by an insulated 


ovter door. 


August, 


for either dry wall or plaster. 
Outlet box on outside of sleeve 
has double knockouts. 

* 

BROAN 8” CEILING FAN MODEL 
860 (Horizontal Discharge) 

The model you'll choose FIRST 
FOR CEILING USE becouse of its 
wide variety of possible installo- 
tions, and its adaptability to 
ranch-style homes. 
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Please send complete catalog 
8” Exhaust Fans 


Name 


Address 








Pole Fitter 
] ! 'g to > af 


No. P-67 
7-Ft. Length 
2” Pipe 


Threaded One End 
readed One En No. 61-C 


Insulators 
(3 Wire Service 


service entrance! “i= 


No. RFL-6 Lead or . 
No. RFS-6 Steel 
| Roof Flashing 


(Not Included 
in Mast Service 
Assembly) 





for ranch type buildings - 


If that customer of yours can get a complete pay, Mounting Brackets 
service entrance mast assembly he’s going to, because 90 
it saves him time and trouble to get all the fittings 


in one convenient package. And that’s exactly what 
you can offer him in Blackhawk Industries’ mast No. OA-64 


No. MB-6 


assembly unit. Complete with 7-ft. pipe in 2” or Offset Adapter 


214” size. Outstanding—for strength, neatness, sim- 
plicity, and ease of installation. 





Catalo Approx. Wt. ' 
No. DESCRIPTION Lbs. Each ; q Perfect for both ig 


MA-61 | Complete Unit with 1 No. 1428 114” Entrance head. 1 No. PF-64 Sli (> — _dastallations: 
Fit Pole Fitter for 2” or 214” Pipe with 2 Set Screws. 1 No. PF-67 7’ 
Length of 2” or 214” Galv. “Pipe Threaded One End. 1 No. 61-C Pipe 


Mounting Insulator. 2 No. MB-6 Mounting Brackets. 1 No. OA-64 2” a oT a ee 1 





to 114” Offset Adapter. ‘ns exnsveciion 
Same as Ma-61 Except 2 No. 61-C Insulators. 
Same as MA-61 Except 3 No. 61-C Insulators. 








Service mounted 














on exterior 
Also available without 7-foot length of pipe 


gZ Specify B-I when you buy! 





A 
lackhawk Immediate delivery ...to electrical wholesalers only 


Jasustries BLACKHAWK INDUSTRIES, Dubuque, towa 
_ nn 
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CARCL FLEXIBLE CORDS ARE 
BUILT BETTER TO LAST LONGER 








We know what a portable cord has to go 
through in service. So we build life and 
durability into Carol Cords—by giving 
them the best in materials and workman- 
ship. Here’s just a part of the quality 


story behind Carol wire and cable: 


Laboratory cont 
uniformity of spe 


Carol insulation 


Modern od fior etl j like th 
continuous vicanizer } torm hiahest 
grade materia © precision-made 


cable products 


Write to us today for our com- 
plete catalog, listing Carol Port- 
able Cords and other wire and 
cable for electrical, electronic and 
welding applications. 


Carol Flexible Cords are 
made of stranded con- 
ductors of soft annealed 
copper, paper served 
and individually insulated 
with rubber compound. 
Conductors are cabled 
with cushioning jute to 
perfect roundness, and 
jacketed in tough Caro- 
prene’ or rubber. 2, 3, 
and 4 conductors, 18 to 
10 AWG. 


® Neoprene 


lela th ne ee eee ee ee en ee ee 


DIVISION OF THE CRESCENT CO., INC., PAWTUCKET, RHODE ISLAND 
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Now, from Honeywe 


new thermostats for 


The Honeywell Round —with 
the new R879 quiet relay 


Here is a combination of controls ideally suited to 
utilize the full measure of comfort potentially 
available with electric heating. This set includes 
the latest development in low-voltage thermostats, 
the Honeywell Round, plus a heavy-duty QUIET 
relay specially designed to carry high-amperage 
resistance loads characteristic of electric heating 
applications 

The Honeywell Round is a new improved ther- 
mostat that matches any color scheme. The cycling 
action of the T86— R879 combination will produce 
the highest possible comfort and long-run econ 


omy available from an electrical heating system 


The new R879 relay features heavy-duty, sealed-in 
mercury switches that are built to provide years 
of trouble-free operation. Switching action is ob- 
tained by a plunger-type solenoid having no metal- 
to-metal contact. Positive, quiet switching 1s 
assured. 

The relay is available in two models. The single 
mercury switch model (R879A) is designed to carry 
a single circuit, up to 20 amperes (4600 watts at 
230 volts). The double mercury switch model 


R879B) can handle two 20 ampere circuits. 


ELECTRICAL WHOLESALING—August, 1954 





electrical heating control 


Specifically designed for the control of low-mass, rapid 


heating and rapid cooling electrical heating equipment 


The new T429 is the finest thermostat for heavy resistance loads 


e most accurate and responsive high amperage stat built 
e ideally suited to electric heating applications 
© narrow operating differential of approximately one degree 


e lasting, dependable MICRO SWITCH carries 4,000 watt 
electrical rating at 230 volts 


The T429A represents the /imest in thermostats built 
for heavy resistance loads. It is a special develop- 
ment of the Honeywell TA42—one of the most 
widely-used line-voltage thermostats in service 
today 
The engineering talents of Honeywell and its 
MICRO SWITCH Division were combined to incor- 
porate a// the features the electrical heating indus 
try has been looking for in a heavy-duty thermostat 
The new Honeywell T429A features ample capacity 
exceptional responsiveness . . . lasting performance 


The T429A Thermostat, because of its close 





operating differential, is especially suitable for con- 
trol of electrical heating. 

The Honeywell MICRO SWITCH incorporated 
in this thermostat will directly control resistance 























heater) loads up to 4,000 watts at 230 volts 


Honeywell 
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Profit Right Now 
with the Line that’s 


“ec pInG LIKE | 
: OTCAKES 


This wide line of IDEL wiring tools and savings into your profits. And these IDEAL 
wire connectors can earn you big profits right products make perfect “door openers” to sales 
now in the booming construction industry! of related items! Be sure to have adequate 
Each is a time, work or money saver for con- stocks for immediate delivery, ORDER TO- 
tractors and maintenance people. Turn their DAY—we'll rush 'em to you! 


QUICK SALES! 
STEADY SALES! 


REPEAT ORDERS! 
‘‘DOOR OPENERS’’! 


A 


saeW 4 


connectors | New 


TAP ; 

compact shape, plus the CONNECTORS ~~ 

‘ famous IDEAL long skirt, 4 , 
Used by more contractors for strong shell and high di- oe 
more wiring jobs than any electric. Comtractor sizes 
other! Screws on like a nut approved as 600 yolt con- A new and improved type of tap con- 
on a bolt. All contractor nectors for all branch cir- nector — gives greater mechanical 
sizes fully approved as pres- cuit wiring. All sizes ap- strength — easier application. For use 
sure cable connectors for gen- proved for 300 volts for indoors or out—for street taps, service 
entt ame to tenmch clecuk fixture hanging, appliance drops, transformer connections, etc. 


wiring. aay Oe. You only need to stock three sizes! 


CONNECTORS New knurling, new more 


WIRE STRIPPERS 


Super-Safe “E.Z” STRIPPER 


VOLTAGE TESTER 


Gives double protection— Easy to use as a pliers. 
a solenoid calibrated in- Rugged, all-steel construc- 
dicator and a neon test tion for fast, clean, heavy- 
lamp, each independent. duty stripping. Eight 


FISH TAPE, 
REEL and PULLER 


Saves 50% in time re- 
quired for “fishing”. 
Easy to reel in or pay 
out. Reel gives BIG 
grip — always safe! 


NO CHANCE FOR FAIL- 
URE TO DETECT 
VOLTAGE. Improved 
features not found in any 
other voltage tester for 
easier use, greater safety 


models for all wire gauges 
from No. 8 to 26; also 
300 ohm TV down-lead 
and non-metallic sheathed 
cable 


‘> 
rnd 


Five stock sizes — 50 Gc 
> 4 D9 72 a *y 

to 200 feet. DDrgermeadler. 

DE LUXE ae ii. Exclusive “one-squeeze”’ ac- 

CABLE RIPPERS tion strips wire clean in 2 
seconds! Especially suited 

»* : ’ . Quickly and easily rips outer sheath * The - 

Tape; Round Fish Tape, insulated or from non-metallic covered cable up to to light production strip- 

plain, etc. Whatever your customers need 4” O.D. Easy to use. fast—adjustable ping. 

in fish tapes and accessories, IDEAL steel blade. 

has it! 








Other Fish Tape items: Flat Fish Tape 
without reels; Coil-Flex Spring Type Fish 





OTHER IDEAL WIRING TOOLS INCLUDE 


Cable Ripper and Wire Gauge . . . Wire Skinner and Straightener . . . B-X Armor 
WIRE LUBE Cutter . . . Fuse Pullers . . . Combinotion Testlite ond Fuse Puller . . . Industrial 
**Test-Glo"’ . . . Continuity Testers . . . Flur-Test Fluorescent Fixture Testers . . . 


The special formula Electricians Tapes 

cream that makes wire IDEAL PRODUCTS ARE SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 
pulling easier and pro- 
tects insulation against 
breaks and strains .. . 
Packed in 1-quart to 
5 gallon containers. 





IDEAL INDUSTRIES, Inc. 


1047 Park Avenue, Sycamore, Illinois 
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ARROW-HART .FRA” MOTOR CONTROLS 


(RIGHT ANGLE) 


RA ACROSS-THE-LINE STARTERS 


Available in Sizes 0, 1, 2, 3, 4 and 5; Single and 
Polyphase. General Service, Weatherproof, Oil- 


tight and Explosionproof Enclosures are available 
“CRA’’ CONTACTORS 
Available in Sizes 0, 1, 2, 3, 4 and 5 
RA-V STARTERS WITH VERTICAI 
OVERLOADS 


Available in Sizes 0, 1, 2, 3, 4 and 5. For use 


in Crouse-Hinds Condulets. 














MULTI-SPEED AND REVERSING 
STARTERS AND CONTACTORS 





“RAR” Reversing Starters available in Sizes 0 
thru 4; Single and Polyphase; 2, 3 and 4 Pole 
“RAS” Multi-Speed Starters available in Sizes 0 

thru 4; 2 and 3 Phase, 3 and 4 Pole. ‘RARC” 
Reversing Contactors available in Sizes 0 thru 5; 


Single and Polyphase; 2, 3 and 4 Pole. 


“RAC’' COMBINATION STARTERS 


Available in Non-Reversing, Reversing and MulTti- 
Speed Types; Sizes 0, 1 and 2; with NEMA Type 
1, IA and XIl Enclosures. 


Advance in design all along the line . . . year in and SEND FOR THIS FOLDER 
year out. That’s why you can count on Arrow-Hart AND OTHER LITERATURE 
Motor Controls for day-in-and-day-out dependability. ON TYPE “RA” STARTERS 
And that dependability means satisfied customers 


and increased business. Mail Coupon Teday 


Mail coupon below for the folder “THE BIG STORY” 
— that tells all about the development of the Type a a 
4 ¥P THE ARROW-HART 


& NMOEUCH 


“RA” Motor Control Design — and for other free 
103 HAWTHORN ST., HARTFORD 6, CONN 


literature that will give you the dimensions, ratings 
. 4 ’ P P Please send me “‘THE BIG STORY” and all! other available moterial on 
and prices of Arrow-Hart’s complete line of industrial A-H Type “RA” Motor Controls 


motor controls. NAME 


POSITION 
ARROW -HART COMPANY __ 
cecmieie sae pl CO. ADDRESS 
pitas a een eae 


QIN 


103 Hawthorn St Hartford 6, Conn 


Quatity MOTOR CONTROLS ¢ WIRING DE 
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(N.E.C. TYPE AVA) 


The CABLE with 1001 Applications 


We may have figured a bit on the conservative side, but the 
fact is — there are a tremendous number of places where 
this tough, permanently-insulated cable is used and needed. 
In Steel Mills, Central Stations, Coal Mines, Manufacturing 
Plants, Commercial and Industrial Buildings, and a wide 
variety of electrical machinery and equipment, Rockbestos 
AVC is a “mist”. 

Wherever there's a “hot spot”, AVC assures safe, depend- 
able service up to 230°F. Or if protection against corrosive 
fumes, oil and grease is needed — AVC's the cable. Or 


to increase current carrying capacity without increasing cable 
size — AVC carries from 30 to 50% more current size 
for size. 

There's a thousand opportunities for you to sell Rockbestos 
AVC. Practically every plant, building or piece of electrical 
equipment is a prospect. And back of you is a hard-hitting, 
experienced team of engineers and research people — the 
first to successfully use asbestos in the insulation of wires .. . 
the only company devoted exclusively to the development 
and manufacture of permanently-insulated wires and cables. 


ROCKBESTOS PRODUCTS CORPORATION 
NEW HAVEN 4, CONNECTICUT 


NEW YORK « CLEVELAND « DETROIT «+ CHICAGO 


PITTSBURGH « ST. LOUIS « LOS ANGELES 


OAKLAND, CALIFORNIA « NEW ORLEANS « SEATTLE 
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it’ _an improved connector for 
moe liquid-tight flexible conduit 


(Sealtite or equivalent products) 


EXTRA STRONG 
HIGHLY EFFICIENT GRIP 


GROUND Dp PERMANENT SEAL 


DISPLACED 
BENDING ACTION 


PYLE-NATIONAL 


“CT” series Connectors offer all these advantages 


EXTRA STRONG GRIP PERMANENT SEAL 

e¢ Compression force is supported—not by the con- 
duit alone—but also by the body shank, making 
a vise-like clamp. 


e Plastic sleeve and conduit sheath have equivalent 
physical characteristics therefore the seal will last 
the life of the conduit, unimpaired by temperature 

Gripping is well behind end of flexible conduit for variations within the limits of the conduit. 

firm anchorage against creeping loose. 

Pliable seamless sleeve makes a plastic-to-plastic DISPLACED BENDING ACTION 

grip with the conduit sheath...thereby avoids 

cutting and abrasion common to metal sleeves. e Tapered grounding shank is elongated to extend 

High safety factor of compression range more than beyond gland nut, thus avoiding short radius bends 

compensates for tolerance in the outside diameter which shorten the life of the conduit sheath and 

of the flexible conduit. more important the permanency of the joint. 


HIGHLY EFFICIENT GROUND “CT” Series connectors can be installed assem- 


e Less than 10 millivolt drop. bled...no parts to lose...no wasted time. 

e Tapered grounding shank, integral with connector Available in straight, 45 degree and 90 degree 
body, makes a firmly wedged contact with the types for ¥%" to 2” liquid-tight flexible conduit. 
flexible metal conduit. Meet U/L and J.1.C. standards. 


oD, OR 
- is 


THE PYLE-NATIONAL COMPANY 


1352 North Kostner Avenue, Chicago 51, Illinois 


rm 


Branch offices and Agents in the Principal Cities of the United States * Canadian Agent: The Holden Compony, Litd., Montreal 
Pp Pp 


Export Department International Railway Supply Company, 30 Church St.. New York 


PLUGS AND RECEPTACLES + GYRALITES + TURBO-GENERATORS + FLOODLIGHTS - CONDUIT FITTINGS MULTI-VENT 
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You ll write up plenty of orders— 


when you 


It's a tape line that’s well-known—containing a tape for every 
job of splicing or insulating—made by one of the largest manu- 
facturers of cables and tapes. United States Rubber Com- 
pany’s tapes are well-known because: 
1. They are advertised continuously to industrial users 
and dealers in all the important trade and industrial 
magazines. 


2. Sales promotion aids point out constantly the per- 
formance and durability of “U.S.” Tapes. 





SECURITY 
FRICTION TAPE 

















U.S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high dielectric 
strength. 


Also in a specification grade—U. S. Holdtite 
—exceeds A.S.T.M. Specifications. 








carry “U.S. Tapes 


3. “U. S.” Tapes are so widely known and so widely 
used that they are the tapes that are wanted—because 
users have found them superior. 

4. Distributors like the quick supply system of “U. S.’ 
—25 strategically located District Sales Offices. You 
get fast replacement of stock. 

You can’t miss out on orders when you carry the “U. S.” 
Line. Remember there’s a tape for every splicing or insulat- 
ing job. It’s the best way to meet the job requirements of 
your trade—and that means Sales. Place your orders NOW! 


U.S. Security® Friction Tape 


A long-time favorite for electrical and general 
purpose jobs. Strong, tacky tape that grips 
and stays on. High tensile strength. Straight- 
tearing, non-ravelling. Also in specification 
grade—U. S. Holdtite®—exceeds A.S.T.M. 
Specifications. 











United States Rubber Company 
“iw Tome wT 











U.S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 

and to water, oils, acids, 

alkalies, corrosive chem- 

icals. Good stretch and 

adhesion. Easy to handle. 

Appr. by Underwriters’ 

Laboratories, Inc. 


So = 





UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


ELECTRICAL WHOLESALING—August, 1954 








couplings 
are accurately 
tapped, too 











Connections are right... and tight 

. when Conduit of Columbus 
couplings are used. Each manu- 
facturing operation — threading, 
chamfering and finishing is carefully 





performed and rigidly inspected; 
your guarantee of satisfied users and 


repeat sales. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 


\S 
Ly 





2\ Look for this Label 
| when you buy fittings 
r 


——~ 
LN 
(g 
a & 
. > 
Nis {ys 


NN 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., / , OHIO 


PIPE COUPLINGS +« PIPE NIPPLES « ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS +--WALL PLATES 


August, 1954—ELECTRICAL WHOLESALING 





MINE, Habirshaw building 
wire and cable start in vast 
Phelps Dodge open-pit cop- 
per mines like this one at 
Morenci, Arizona. 





_ final step in unified ““Mine to 
Market” operation. 
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be eee 
of supply... 


DODGE DISTRIBUTOR ! 


Phelps Dodge’s complete “Mine to Market” program 
assures distributors dependable supplies and service 
Here’s what ‘‘Mine to Market”? means to you: 


1. A CONSTANT SUPPLY OF RAW MATERIALS. 
2. HIGHEST QUALITY WORKMANSHIP. 
3. PROMPT DELIVERY — all from one major source. 


Phelps Dodge distributors are an integrated part of this system, profit from 


working closely with a primary copper producer and fabricator. 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


WIRE BY PHELPS DODGE MEANS WIRED FOR LIFE! 
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NEOPRENE-JACKETED CABLE 


ee ¢ 





SES a 
-++ FOR PLANTS 


é 

wa <a 
ae See 
ae 
le 


How to get premium wiring for little more 


The cable to use is DURASHEATH. 
Its actual over-all cost is so little more 
than the cheapest cable 


Wait! Before you buy cable on price 
alone, see how little a premium wir- 
ing job ac tually costs. And what good 
insurance it is! 

When you're wiring up, for power 
or lighting, the price of wire and 
cable is but a fraction of the over-all 
cost. Simple arithmetic follows — it 
makes very little difference in the 
total cost of the job whether you buy 
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eee FOR UTILITIES e++ FOR COMMERCIAL BUILDINGS 





han you now pay 


the cheapest cable or a premium cable pendability year after year. 
like neoprene-jacketed Durasheath*. And Durasheath is good for almost 


® 
But what a difference there can be any job you have. You can bury it 
in performance! directly in the ground...run it in NACOND 


Anaconda’s Durasheath is tough damp ducts. . . string it overhead 


... heat-resistant ... long-lasting. Its in one continuous run with mini- mary and s¢ lary distribution cable « 
rugged neoprene jacket resists mois- mum splicing. Order through your erveas,.*t portable cords and ‘ 
_ ; . > ee, mine cabie * magnet wire + ¢ ypper alu- 
ture, chemicals, sunlight, corrosion, Anaconda Sales Office or distributor. ; : ware 
“ “ ‘ . X oe > > minum, copperweid conductors * signal 
electrolysis, abrasion and mechanical Anaconda Wire & Cable Company, ouuteal endl cemumumlection eins © site and 
injury. It delivers real service de- 25 Broadway, New York 4, N. Y cable accessories 


*Reg. U.S. Pat. Of 





You just ¢an’t miss with 


Tiger Brand. 


Electrical Wires. 
and Cable 





Tiger Brand Varnished 
Cambric Cable is the 
most economical way to 
transmit large blocks of 
power short distances, 





A merclad To withstand physical Amerbestos Tiger Brand Amerbestos 


abuse, moisture, sun and oil, use Tiger Brand Amer- is a true quality heat resistant material. 
clad for all sorts of portable equipment. The asbestos is felted for greater 
durability. 
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Ampyrol 


Tiger Brand Ampyrol 
features thin-walled 
thermoplastic insula- 
tion, brilliantly color 
coded, easy to strip. 


Su bm aa rine For underwater power 


distribution, there’s a Tiger Brand Submarine Cable 
to withstand any operating condition. 











Leading utilities specify 
Tiger Brand Paper Insu- 
lated Cable for their most 
critical high voltage instal- 


lations. bail ; a Steel & Wire specializes in 
ee 





wire and cable that must withstand abu- 
sive service. No matter what kind of oper- 
ating condition you may have, there is 
probably a standard Tiger Brand Wire or 
Cable that will give you better service 


than you ever dreamed of. 





Send the coupon and outline your prob- 


lem. We'll see that you get service—fast. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


A STANDARD TIGER BRAND CABLE 
FOR EVERY SPECIAL JOB 


@ asbestos wire and cable @ paper & varnished cambric 


@ mold cured portable cord cute 
@ machine tool & building 
@ aerial, underground and wire 


submarine cable 





®@ special purpose wire & 
@ shovel & dredge cable cable 
SEND THE COUPON 
American Steel & Wire 
Room DE-84, Rockefeller Building 
Cleveland 13, Ohio 


@ Please give me more information about Tiger Brand 


Wire & Cable for ... 





U-S°S Tiger Brand—waars cane 
erie es Oe os ee 2 ee 
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U.S. Electrical Wire and Cable 


AND WE MEAN EVERY MARKET 


Industrial production and maintenance men, plant engi- 
neers, chief electricians, purchasing agents, all of whom 
specify, buy or install tremendous quantities of insulated 


wire and cable... 

Utility engineers and consulting engineers who pass on 
specification and design, and specify electrical wire and 
cable .. 

Industrial contractors responsible for the installation of 


wire and cable... 


Underground and strip mining operators who buy heavy 


portable cords and cables... 


Municipalities and government agencies for police, fire 


alarm and traffic control cable requirements. . . 


90 


Management men in industry, finally, who oversee all 


operations and are responsible for the ultimate result . . . 


In 35 key trade publications we advertise directly to all 
of these men—we pre-condition them to specify and in- 
stall U.S. Electrical Wires and Cables. Through this 
advertising, “U.S.” has become firmly implanted in their 
minds and memories. Over 8,650,000 printed advertis- 
ing messages will reach these men this year—we are 
spending more money than ever before to bring you 
greater sales in 1954. 


NOT ONE SINGLE MARKET IN WHICH YOU 
SELL WILL BE OVERLOOKED 

Wherever U.S. Electrical Wires and Cables are sold, 
that’s where you will find them advertised. 
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Advertising 
blankets every market! 


4 7 : poet)", rc pt en =e = 
UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE & CABLE DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20,N. Y. 
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The first cost of 
air-cooled transformers 
is not always the total final cost 


L. Because -— L. But 


SORGEL air-cooled dry-type transformers cost 


Some air-cooled dry-type 

. } less to install because they are all self-contained 
transformers cost more to install is aaRUIINS ~~ cidlean- cleats elininien otis 
than others. equipped with substantial wall brackets with 
slots for bolts, or with floor mounting base. No 
separate brackets to make or buy. Roomy con 
nection compartment with wide choice of knock 
outs. Equipped with solderless terminal lugs, 


and permanent connection diagram 


2. Because ?. But 


Some require a@ larger rating SORGEL transformers do not require a larger 
for a certain load rating than the load, because they are guaran 


teed to carry their full rated load continuously. 
They are so_liberally designed that they can 


safely carry a temporary overload 


3. Because But 


Some must be installed in SORGEL transformers are so quiet in operation 
that they can be installed in almost any con 


locations that require longer venient place inside of buildings, close to the 
feeders and more expensive load center. This results in shorter feeders, 
Te better voltage regulation, more efficient distri 
wiring. bution, and lower wiring cost 





Complete Line a ORG El Stock carried by jobbers 
ce Serra in the following cities: 


Y, Kva to 1500 Kva single phase 
Milwaukee, Wis Roxbury, Mass. 


1 Kva to 3000 Kva 3-phase, 2 phase, and ‘ AIR-COOLED Chicago, II! Cleveland, Ohio 
3 Rock Island, II! Louisville, Ky 


phase changing 
Rockford, Iii Omaha, Neb 


All standard voltages, such as 120, 208, 240 Dry Type Steed tad Davenport, lewa 
480, 600, 2400, 4160, 4800, 7200, 13,200 New York, N. Y Cedor Rapids, lowa 
and up to 15,000 volts, and any inter RANSFORM FR Buffalo, N ~ _ ee Tex 
mediate or special lower voltage. Sa a 


Consult the classified section of your telephone directory or communicate with 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 


Pioneers in the development and manufacturing of Air-Cooled Dry-Type Transformers For 40 years 
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COMPACT DESIGN - 


TOP PERFORMANCE “Se 

J SINGLE LUGS 
HIGH QUALITY . " 
UNEXCELLED STRENGTH 
A 
ECONOMICAL PRICE ( 


SPECIAL DRILLING 
AVAILABLE 


iTWIN LUGS 


JASPER BLACKBURN CORPORATION 


35 MADISON ST . ST. LOUIS 6, MO * PHONE MAin 11-2821 
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 4T MUST BE RIGHT!??—our creed, 


your guarantee. Giet manufactures a complete line of industrial and utility 
cables as well as all types of building wire and conduit. For quality, long life 
and customer satisfaction, remember, if it's made by Triangle —It MUST Be Right! 


TRIANGLE ELECTRICAL PRODUCTS= 


INDUSTRIAL 


RUBBER AND LEAD CABLE 
VARNISHED CAMBRIC—Braided 
VARNISHED CAMBRIC—Lead Covered 
POWER CABLE—Tape and Braid 
POWER CABLE—Lead Covered 
TRIOPRENE—Non-Metallic Trench Cable 


FIXTURE WIRE 
GLAZON WIRE—Types R, RP, RH-RW 
TRIOSEAL WIRE—Type TW 
RUBBER COVERED WIRE— 
Types R, RP, RH-RW 


RIGID—Hot Dipped Galvanized or Black Enameled 


AND UTILITY 

TRIOPRENE Dual-Rated Cable 

PARKWAY CABLE—Lead and Jute, Steel 
Taped 

PARKWAY CABLE—Neoprene and Jute 


Steel Taped 
V. C. INTERLOCKED ARMORED CABLE 


BUILDING WIRE 
GLAZON TRIEX—Non-Metailic Sheathed 
Cable 
GLAZON THERMO-TRIEX—Non-Metallic 
Sheathed Cable (Type TW insulation) 
CONDUIT 


TRISTEEL—Flexible Steel Conduit 


CABLES 


LEAD ARMORED CABLE 

CONTROL CABLE 

NEOPRENE LINE WIRE 

SELF SUPPORTING SERVICE DROP 
CABLE 

STREET LIGHTING CABLE 


SERVICE ENTRANCE CABLE 
SERVICE DROP CABLE 

ARMORED CABLE 

DUPLEX CABLE—Types RD, RHD-RWD 


THIN WALL CONDUIT (E.M.T.)—Electro-Galvanized 
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Keutste-\ IT’S MADE BY TRIANGLE-/T MUST BE RIGHT! 


The Trode Mark 
of TOP Quality 





w- 4 
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TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, N. J. 
Manufacturers of Arteries for Electricity, Liquids and Gases 

WIRE - CABLE - CONDUIT -+- PLASTIC PIPE - BRASS AND COPPER TUBE 
PLANTS — NEW BRUNSWICK, N. J.: WIRE AND CABLE PLANT + ROD MILL « BRASS AND 
COPPER TUBE MILL - PLASTIC PIPE PLANT + MOUNDSVILLE, W. VA.: CONDUIT PLANT 
WAREHOUSES — BOSTON + CHARLOTTE +« CHICAGO + LOS ANGELES + SAN FRANCISCO 

Sponsors of the famous Triangle Invitation Round Robin Tournament for professional 

women golfers. Held this year, June 3-6, at the Homestead, Virginia Hot Springs. 
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_ BIG 


A special Jubilee catalog 
of sealed beam floodlights 
and accessories! 


MAGA FLOODS 


to back you during 


LIGHT'S 


DIAMOND 


JUBILEE 


A great prize campaign 
to give you a chance to 
win hundreds of dollars 
worth of valuable gifts! 


AND NowW...Aluma-fi&... 


a sensational new line of sealed beam 
fixtures and accessories in a highly 
glossy aluminum plate! 








Adapter wiring box, 


Regular medium 
base lamp holder for 
sealed beam par 38 
R-30 and R-40 
lamps. 

Catal. =R 


complete with side 
cover plate, gasket 
and one close-up 
plug. For use with 
1 to 4 lamp holders. 
Catal. AA 


Utility medium base 
lamp holder for 
sealed beam PAR 38 
lamps. 

Catal. =D 





Mogul base lamp 
holder for sealed 
beam R-40 300 w 
and 500 w lamps. 
Catal. 4M 


Wall mounting junc 
tion box, complete 
with wood screws 
and sealer. For use 
with 2 lamp holders. 
Catal. + WB2 





Cover plate 5” x 
3'". Complete 
with gasket and two 
screws for mounting 
on a GEM or FS box. 
Catal. + (2 





Round Box—4 holes 
lapped '/," NPS 
complete with cover 
plate gasket and 1 
close-up plug. For 
use with 1 to 3 
lamp holders. 

Catal. =U 


Garden Spike unit, com 
plete with 6 ff. SJT 
cord and plug. 

Catal. =K 


6 ft. SJT cord and plug 
complete with spike and 
plate. Catal. =F 


Cover plate 4'/,"" in 
diameter. For use 
with single lamp 
holder on wall or 
+B box. May be 
used as flange. 
Catal. +C€ 

















MAGM FLOOD |. 


38 North Second Ave 
Mount Vernon, New York 


Personalized attention given-lighting layouts 
on request. Write for the light's 
Diamond Jubilee Catalog. 
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NEWS FOR THE INDUSTRY 





Congress Overhauls Tax Laws 


* Changes run into thousands—to aid business as well as 


individuals 


* New revenue code to plug loopholes and clarify uncer- 


tain situations 


WASHINGTON, D. C—Congress 
approved last month the most com- 
prehensive overhaul of the nation’s tax 
laws since 1890. The “Internal Reve- 
nue Code of 1954” plugs some tax 
lcopholes and clears up other situ- 
ations that had been uncertain under 
pevious laws. The new law provides 
relief to both industrial and corporate 
taxpayers and is designed to remove 
inequities and provide incentives for 
new economic expansion 

Almost all of the tax 
visions are retroactive to January 1, 
1954. This means they can be taken 
into account in full when tax returns 
are filed early in 1955. Some of the 
important changes of the new law are 
listed in the following paragraphs. 

e Filing Dates—The final deadline 
year for individual income tax 
returns and payments on the previous 


relief pro- 


each 


year’s income has been put back to 
April 15 from March 15 

e Medical Expenses—Taxpayers will 
be .allowed 
penses in excess of 3 per cent adjusted 


to write off medical ex- 


gross income. In past years only ex- 
penses over 5 per cent of adjusted 
gross income could be deducted. Tax- 
payers will be able to count towards 
the 3 per cent figure only that part of 
their bill for drugs and medicines that 
exceeds 1 per cent of their adjusted 
gross income. The previous maximum 
medical deductions will be doubled. 

e Home Owners—A person who sells 
his home need not pay 
profit he makes, providing he rein- 


taxes on any 


vests the money in a new home within 
a year to 18 months. The measure also 
provides that in figuring his gain on 
the old house, a taxpayer can reduce 
the sales price by any selling commis- 
sion he had to pay or by any painting 
or other final repair expenses he in- 
curred to make the house salable. 

e Insurance — Life insurance policy 
proceeds are now tax exempt. If the 
beneficiary elects to be paid in install- 
ments, rather than a lump sum, the in- 
stallments include some interest on the 


amounts left with the company. This 
had previously been tax free. The many 
additional changes in the insurance 
part of the new law are wide and 
varied. 

e Theft—Losses arising from theft or 
embezzlement will be deducted in the 
year in which they were discovered, 
not the year in which they occurred as 
before. 

e Transportation Expenses — Em - 
ployees are permitted to deduct all 
business transportation expenses from 
their gross incomes. Previously, these 
expenses could be deducted only if the 
employee was away overnight, or if he 
was reimbursed by his employer. In 
the latter case the employee must in- 
clude the reimbursement as part of his 
income and then deduct the expenses 
from the income 

e Salesmen — Outside salesmen will 
be permitted to deduct entertainment 
and all other business expenses in ar- 
riving at adjusted gross incomes, just 
as self-employed salesmen had been 
doing. Under the old law outside sales- 


men could deduct expenses only if 
they are reimbursed, were away from 
home or used the full itemized deduc- 
tion. Outside salesmen are defined as 
employees who solicit business full 
time away from the employer's place 
of business 

e Corporations 
estimated income tax liability of over 
$100,000, will have to start paying part 
of this tax beginning with the tax on 
1955 income. They will pay their full 
1954 tax in two equal installments, 
next March and June; and in Septem 
ber and December 1955, they will pay 
5 per cent of their estimated 1955 tax 
bill over $100,000. The remaining por 
tion (90 per cent) of 1955 tax 
bill will be paid in two equal install- 
ments in March and June 1956 

e Distributors 


Those firms with an 


their 


One provision in the 


new measure aids auto dealers and 


other distributors with substantial capi 
their fran 
to them 


who have 
chises cancelled at a profit 
It also helps lessees who make a profit 
when a The law 
makes it any 
should be treated as a capital gain 


tal investments 


lease is cancelled 


clear that such gain 


Wesco’s D. M. Salsbury 
Retires After 39 Years 


SAN FRANCISCO, CALIF.—David 
M. Salsbury, vice president and Pacific 
Coast manager of apparatus and sup- 


CLINGAN ELECTRICAL SUPPLY CO., is celebrating its fifth anniversary 
The Cumberland, Md., wholesaler started in a small building, then went 
to a two-story structure, and only recently moved into a large, three-story 


installation. 


The new quarters are complete with a large fixture and dis 


play room, plus private parking in the rear. Photograph shows Clingan em- 
ployees and some of the manufacturers representatives who attended the 
open house. Owner S. E. Clingan, extreme left, estimated that between 
400 and 500 persons attended the two-day affair 
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THE JOB... 
D Airport and Runway Lighting 


Hazasheath Type RR 
Underground Cable 


Dependability is an absolute must for jobs such as airport 

and runway lighting where operating conditions are often among 
the worst found anywhere. Yet, many airports have found an easy, 
economical solution to this problem with Hazasheath Type RR 
underground cable. Approved by the C. A. A., this cable is 

designed to give dependability . . . its light weight and simple 
construction mean fast handling and easier splicing and terminating. 


Be sure you recommend Hazasheath Type RR the next time 

you are asked for a rugged, yet economical and dependable 
underground cable. Point out its outstanding resistance to 
mechanical damage, chemical action and moisture . . . assured by 
the extra rugged Hazaprene protective sheath, tough rubber-filled 
tape and Watertite heat- and moisture-resisting rubber 
insulation. When you recommend the right cable for the job, 

you assure yourself of a satisfied customer. 


Ask your Hazard representative for additional information on 
Hazasheath Type RR underground cable or write Hazard 4 | d no 

Insulated Wire Works, Division of The Okonite Company, insU ate a es 
Passaic, N. J. 
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plies for Westinghouse Electric Supply 
Co., recently retired. His entire busi- 
ness life has been in the electric supply 
field 

A native of Canada, Mr. Salsbury 
started with the Northern Electric Co., 
in Calgary, Alba., in 1915. The fol- 
lowing year he moved to California. In 
1918 he joined the Electric Railway 


750 PERSONS ATTENDED THE OPEN HOUSE of Springfield Electric Supply 
Co. Only those in the trade were invited. For entertainment of employees, 
contractors, club and civic groups, Mr. Schnirring maintains a 15-acre 
recreation area complete with club house. Located 11 miles south of Spring- 


David M. Salsbury 


and Manufacturers’ Supply Company 
of San Francisco. That company was 
acquired in 1920 by Wesco. 

As a Wesco employee, Mr. Salsbury 
has served as branch manager at Salt 
Lake City, North Pacific district man- 
ager at Seattle, and as general manager, 
vice president, executive vice president 
and president at New York City head- 
quarters. He returned to San Francisco 
in 1950 


DeVine New President 
Of Utah Wholesaler 

SALT LAKE CITY, UTAH—Paul 
J. DeVine succeeded Charles C. 
Bintz as president of the W. H. Bintz 
Co. Mr. 
of the board 

Mr. DeVine, with the company 28 
years, had been vice president. Other 
Warren R. Tyler, 
formerly treasurer, now vice president; 
and F. F. Riser, 
Bintz continues as 

The intermountain distributing firm 
was founded in 1891 by the late W. 
H. Bintz. It serves Utah, Idaho, Wy- 
oming and Nevada 


has 


Bintz has become chairman 


new officers are 
treasurer. Charles T 
secretary. 


Consolidated Electric 
Named Florida Outlet 


MIAMI, FLA 
tric Supply Co. was recently appointed 
southern Florida distributor for Do- 
minion electric appliances 

Officials of the firm, Sam Segal, Fred 
Braverman and Sam Parker, handle the 


Consolidated Elec- 


complete table appliance line manu- 
factured by Dominion Electric Corp., 
Mansfield, Ohio. Consolidated Electric 
Supply has a branch house in Key 
West which was opened last March. 


100 


field, the grounds include a fish pond, a rustic cabin 


trap shooting. It is 


floodlighted for night games and sports 


Springfield Electrics New House 


Central Illinois wholesale distributor has a 
one floor operation totaling 30,000 sq. ft. 


SPRINGFIELD, ILL.—Springfield 
Electric Supply Co., is now operating 
from its new quarters at 918 East 
Enos Ave. The move marked another 
milestone in President William R 
Schnirring, Sr.’s career in the electrical 
business which began in 1919. Mr. 
Schnirring has been in the wholesale 
line since 1932. 

For the past 10 years the company 
had been housed in downtown Spring- 
field. In recent times parking at 118 
So. Fourth St. had become an in- 
creasingly pressing problem. The new 
quarters have solved that problem for 
both customers and employees. Space 
enough now for 60 cars is situated 
nearby. 

Essentially a one-floor operation, 
the building contains about 30,000 
sq. ft. of floor space, as compared to 
the former 20,000 sq. ft. Located on 
the city’s north side, the structure was 
formerly a foundry building. It has 
its own railroad siding, a recessed 
ramp for truck service and an addi- 
tional direct drive-in for truckers. 

Warehousing in the new quarters 
is aided by an especially designed 
bituminous floor. Adjustable _ steel 
shelving, with ample aisle spacing, are 
arranged for semi-self service by local 
contractors. 

A small appliance stock is main- 
tained on the warehouse’s first floor. 
The floor also opens directly into the 
sales counter room. The president's 


office is adjacent. A one-ton hydraulic 
lift is used in moving heavy appli- 
ances to the A copper 
cable cutting room is also located on 


second floor 
this floor 
second 
air con- 
sound 


General offices are in the 


floor west wing. These are 
ditioned, well lighted and 
proofed. The fixture and appliance dis- 
play area contains removable panels 
which house recessed ceiling fixtures 
along one side of the room. On the 
same additional removable 


panels for display of wall hung fix- 


side are 


tures 

A stepped ceiling accommodates 
various types of uniformly hung 
ceiling fixtures. The ceiling is staged 
at 714, 814 and 9% feet. The room 
can be viewed from the street through 
a large window. One wall is reserved 
for standing Display 
islands also show similar products. 

The new Springfield Electric Supply 
Co. warehouse and handling equip- 


appliances. 


ment are designed for fast moving of 
all classes of items as well as storage. 
A considerable increase in volume of 
business could be handled without the 
addition of more help. 

The firm has 32 employees and 
covers an approximate radius of 125 
miles from Illinois’ capital city. With 
the senior Mr. Schnirring in the busi- 
ness are his son, William R. Schnir- 
ring, Jr., and his son-in-law, George 
Kennedy, Jr 
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SELL LOWEST INSTALLED COSTS WITH THE FULL LINE OF 


GEDNEY CONDUIT BODIES 


MALLEABLE IRON—HOT DIP GALVANIZED 


YOUR CUSTOMERS can't help but cut instal- 
lation costs with Gedney Conduit Bodies. Every 
one of these fittings is accurately machined and 
threaded. ..smooth finished ... made of unbreak- 


able malleable iron... inspected for complete 
perfection. On top of that, they're special hot dip 
galvanized to assure top life on the job...and 
they come in all types and sizes from 14” to 4”. 


AMONG GEDNEY’S COMPLETE LINE ARE: 





TYPE LB—Threaded — fo: 
Used 


straps, clamp backs, et« 


he ivy W ill rigid 


conduit. with Gedney entrance fittings 


thev provide an entiré 


conduit system with hot dip galvanized finish 





TYPE FS—Threaded—sh 
heavy wall rigid conduit. Only 
hot dip galvanized as standard { 
rosive deposits on threads to 


and hike costs. 





bad 


-_ 


GEDNEY FITTINGS FIT 
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NO MATTER WHAT vour customers require- 
ments may be, there’s always the right Gedney 


body and fitting.. 


.designed to cut installation 


time and costs and assure long-run di pendability. 











RKO BLDG. + RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 











Manarch 


“FLOWS” BRASS to FIBRE to give 
you a QUALITY FUSE with 
; LONGER LIFE! 


s 
— for perfect 
Veaken tube 


° 
©Xposed 


Monarch is the only fuse with 
this new construction feature. 
Fibre barrels cannot loosen 
from brass fittings. There are 
no rivets or pins to cause hot 
spots and char the fibre bar- 
rel. It means you geta quality 
fuse with better protection 
. ». over a longer operating 
period ... and at the regular 
fuse price. 


4 Ask your wholesaler now or 
*_ write for further information. 


—_ 


~— 


. 








ea 


/ } 
RENEWABLE 


} Manarch Fuse Ca... 


Fuses 


Jamestown, New York 








Financing 
the Retail Dealer 
(Continued from page 46) 





satisfactory and whose business prac- 
tices are sound. Banks will continue 
to purchase instalment paper fron. 
dealers because the experience in gen- 
eral has been good. But banks will 
continue also to become more and 
more selective of their dealer custom- 
ers, particularly on instalment paper 
because they have learned by now 
that the quality of the paper and there- 
fore their profit, depends more on 
the kind of a job done by the selling 
dealer than it does upon the individual 
credits of the purchasers. 

e Sounder Pricing Policies—From 
the viewpoint of the manufacturer 
and distributor the problem is some- 
what more diversified and complex. 
First of all they need all of the retail 
outlets they now have or suitable re- 
placements, and adequate 
financing the utility of the outlets is 
diminished. The antidote 
thus far developed is the “crutch” in 
the form of factory finance companies, 
factory and distributor guarantees or 
As a temporary palliative 


without 


seriously 


subsidies 
I have no quarrel with the measures. 
As a permanent solution it does appear 
we should try to attract 
capital and build earnings and financial 
stability by sounder pricing policies 


in order that 


and improved merchandising practices. 
e Frozen In—Another aspect of the 
problem from the standpoint of the 
distributor and manufacturer is the 
gradual building of receivables due 
from retail dealers. These receivables 
have been slowing up and there is no 
doubt but that distributors are frozen 
into a great many accounts. From a 
practical standpoint only continued 
granting of credit with a gradual work- 
out is possible as a means of liquida- 
tion. It seem desirable for 
distributors in these situations to ad- 
vance new credit when practicable on 
a secured basis under trust receipt. 
Profit margins for wholesalers have 
shrunk to a point where tt no longer 
appears desirable for the seller to con- 
to take substantial risks on deal 


would 


tinue 
er receivables. 

Financing the retail dealer whether 
it be by bank, manufacturer or dis- 
tributor is a many-sided problem re- 
quiring our full attention. It is a job 


for business and banking—and an 


important one not only for the well- 
being of your industry but also for 


business as a whole 
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NEWS 


(Continued from page 100) 


Power Plants Using i“ | oak 6c 4 . THEY’RE SUPER 
More Natural Gas — ae DURABLE! 


WASHINGTON, D. C—Both oil | Pred. j a | 
tural | od it || THEY'RE EASIER 


and coal have lost ground to natural 4 ; ; x 


gas as boiler fuel in electric power | ae oe WI O Fete fee ce 
| : Sing ~ = 5 


plants. The gain is largely at the ex- 





pense of oil, while coal is a little more ; ee ae - a 
than holding its own in the power plant SRR : 
he rere sii CHESTER FLEKIB SP ESSSE EERE R DE BO 
Federal Power Commission statistics : I I ee ee 
on the electric utilities fuel consump- 
tion in the first four months of 1954, 
as compared to 1953, bear out this 
trend. There was an 18.1 per cent 
increase in the use of natural gas 
Oil consumption dropped by 15.2 per 
cent and coal use increased by 1.5 per 
cent. Only a million-ton rise in the 
use of coal by East South Central states 
kept coal from showing a decrease 
The country’s total fuel-electric pro V7 
duction increased 8 per cent. Water years to wiring life. For more 
power output, which uses no fuel, is | profits from your wire and cable 
excluded here. Gas accounted for ; department, stock and sell 
about four times as much as coal in : OO Chester, the choice everywhere! 
that increase. : re 
The burning of gas for power plant 
use parallels the extension of pipe 
lines that have carried natural gas to 


ARMORED BUSHED CABLE FLEXIBLE CORD 


new areas or increased the supply in 
areas when there had been a shortage. 


New England burns only a very —————eE=EE 


C 








small amount for its power plant g TW BUILDING WIRES FIXTURE WIRE 


boilers. The biggest shift from oil to 
gas was on the Pacific Coast. The gas ¢ 

gain was nearly 87.5 per cent, while tae ae sa ae 
oil use dropped 31.7 per cent. This a WEATHERPROOF WIRES HEATER CORD 

gain was entirely in California, since 


Washington and Oregon do not have ; — : 
natural gas. Coal use on the Pacific : at ——— 


Coast has been negligible. Brightest 4 THERMOSTAT CABLES TELEPHONE WIRES 











spot in the electric field for coal users 


is the area including Kentucky, Ten- . LS—aee 
nessee, Alabama and Mississippi. The : 
heaviest users for years have been the ANNUNCIATOR CABLE Se ae a ene 


power plants adjacent to the Texas 


Louisiana-Oklahoma gas fields | “a MACHINE TOOL, CONTROL AND UNDERWRITERS’ LISTED ARMORED 
: | SWITCHBOARD WIRE THERMOSTAT CABLE 


MINE SERVICE WIRES AND CABLES ARMORED BUSHED LEADED CABLE 
Internal Revenue Rules ; PARALLEAD TV LEAD-IN WIRES OIL BURNER IGNITION CABLE 


On Electric Heaters eee oe pacts 
7 ASHINGTON eli. I Jote file of new Iiter " . a\\ the 
WASHINGTON, D. C—A recent | , Seeeicaeae ce he: WoL soys — ene with 


ruling by the Internal Revenue Service popr 
é ; jine here! 
ers every” 





Chestet 


holds that electric air heaters, perma- 
wire 


us 
nently installed, are not subject to 
manufacturers excise tax. 

Electric air heaters, it was held, 
because of their design and construc- 
tion and the purpose to be served, are 
usually built in or permanently at- 
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tached to a wall, fixture or construction 
element. They do not come within the 
classification of appliances of the house- 
hold types contemplated by section 
3406 (a) (3) of the Internal Revenue 
Code. Sales thereof by the manufac- 
turer are not subject to the tax im- 
posed by that section 

On the other hand, portable electric 
air heaters are considered to be in- 





cluded in the classification of appli- 
ances of the household types and sales 
thereof by the manufacturer are sub 
ject to the tax 

This ruling modifies a prior ruling 
which had held that such permanently 
installed electric air heaters were sub 


ject to the manufacturers excise tax 


Nothing New— 


always tops But The Name 


e e RENO, NEV.—Kitchen § Electric 
Wn ats class... Supply Co. is the new name _ for 
Osborne & Kitchen, Inc. The change 
in mame in no way affects the com- 
panys organization, its products or 
operating personnel. It is a change in 
corporate name only. President of the 
Nevada distributor is John E. Kitchen 
Frank M. Pease, who has been with 
the company for eight years, is secre- 
ary and treasurer. Richard E. Jameson, 
with the firm for more than seven 
years, is vice president 
The Kitchen Electric Supply Co 
was established in 1946. Its territory 
takes in Nevada, northeastern Cali 


fornia and southeastern Oregon 





Moore-Handley Names 
J. E. Harden 


NASHVILLE, TENN J. E. Har 
den is the new general manager of the 
Nashville division of Moore-Handley 


The only 40% Hardware Co., Inc 


Mr Harden succeeded W oodrow 


. 
rubber-jacketed Wilson, vice president, now sales man- 
iwwer of the Birmingham hardware 


portable cord division. Former general manager of 
with branded jacket the Chattanooga division, Mr. Harden 
. 


has also served the company in 


And it Is self- Birmingham and Anniston, Ala 
BRONCO 40 is recommended for 


inside, non-oily locations. Where measuring, too— Superior Electric 
severe conditions are encountered ° . 
and maximum protection is required, branding 1S Plans Ex pansion 
the cord and cable to specify is SYRACUSI NY 


BRONCO 60 CERTIFIED with 60% repeated every 


by weight Neoprene branded jacket. 


Superior Elec- 
tric Co., has purchased a three-story 
two feet! building at 930 So. Salina St., together 
: i 
with an adjoining one-story structure 
; and vacant lot 

SOLD NATIONALLY BY ELECTRICAL WHOLESALE DISTRIBUTORS , 
The company will modernize the 


property for its new headquarters. The 
Manufactured by WESTERN INSULATED WIRE CO., Los Angeles 58 « California Com my 1t_ present loceced at 425 § 
< 4 « .< rs “ti . 


State St 
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Find Additional Use 
For Washing Machines 


DES MOINES, IA.—Charley Mar- 
vin is one up on the little Dutch boy 
who put his finger in a dike to stop a 
flood. 

During the late but not lamented 
Des Moines flood, water started to seep 
through an improvised sandbag dike in 
front of Appliance Distributors, Inc. 

Charley, sales manager for the com- 
pany, told servicemen to dismantle four 
automatic Norge washers on the show- 
room floor, then connect the washer 
pumps to hoses running past the dike 
This way, the water could be pumped 
out as fast as it came in. 

It is reported the office water level 
was held to 2 inches, while nearby 
stores had to contend with a 3 foot 
deep river running down their aisles. 
Charley added that the pumps handled 
700 gallons of water per hour. 


Wesco Constructing 
Philadelphia Center 
PHILADELPHIA, PA. — Ground 


was broken last month for a new $1,- 
000,000 service and sales center for 
the Westinghouse Electric Supply Co. 
The site is at Belmont and Thompson 
Sts. It is estimated construction will 
be completed by early 1955. 

President John F. Myers of Wesco 
commented at the ground-breaking, “In 
recent years increasing demands for 
consumer products in the Greater 
Philadelphia area have seriously taxed 
our distribution facilities here. This 
expansion is being undertaken to con- 
solidate the sales, warehouse and serv- 
ice departments of our company 
which, in addition to being widely 
scattered throughout this city, are now 
completely inadequate to meet the re- 


CADILLAC 


CARL SVENSEN, center, is congratu- 
lated on winning one of four Cadillac 
sedans given by the Thor Corp. Mr. 
Svensen is a salesman for Republic 
Supply Corp., Detroit. Thor general 
sales manager T. R. Chadwick makes 
the presentation. The contest ran in 
conjunction with the firm's spring 
promotion. 
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GARCY VISUALIER 
Two-lamp and four-lamp units 
in 4 ft. and 8 ft. lengths for 


standard, rapid start or N 
slimline lamps. 
1 N \ 


~~ 




















‘. 
<4 | 
Fj | 
J || | 
Take all the people who normally have a voice in the selection of 


lighting fixtures. Seat ‘em around a conference table, and 
you can quickly get them to agree on Garcy. 


The reason is that Garcy, by design, looks out for everyone’s interest. 
Architects and designers like Garcy’s clean styling and impressive 
appearance. Lighting engineers approve the high efficiency and low 
surface brightness which is combined, in the Visualier pictured 
above, with 45° x 45° shielding. 


The exclusive one-piece shielding body is a favored feature with everyone. 
The complete louver, together with side panels, is formed as a single 
metal stamping . . . for great inherent strength, no rusting of 

welded parts, no loosening due to vibration. 


For the electrical contractor, the one-piece shielding body is a real boon. 
With fewer parts to unwrap, carry up ladders and assemble, it saves 
many installation man-hours and dollars. Maintenance people 

are equally enthusiastic about the one-piece shielding body. Since it 
embodies 80% of the fixture’s reflective surfaces, cleaning is fast 

and thorough. The shielding body may be cleaned by merely immersing 
it in a drum of detergent, leaving only the surface of the chassis 

to be cleaned by hand. 


With Garcy it’s “Quality ... by design.” Send for Catalog L-110. 


Quality by Design 


GARDEN CITY PLATING & MFG. CO., 1740 N. Ashland Ave., Chicago 22, Ill. 
In Canada: Garcy Co. of Canada, Ltd., 191 Niagara St., Toronto 





106 





quirements of today's business in Phila- 
delphia.” 

The new two-story building will be 
constructed of concrete block and 
brick. It will provide approximately 
95,000 sq.ft. of working floor space. 
The first floor will contain service, 
parts, receiving and shipping depart- 
ments, a sizable warehouse area and 
a spacious lobby, air conditioned for 
the comfort of customers calling to 
pick up small appliances and parts. 
The second floor will be utilized for 
air conditioned offices and show room 
facilities. 

A shipping and receiving area will 
contain truck ports for nine vehicles. 
An eight-car freight siding of the 
Pennsylvania Railroad will also serve 
the center. There will also be ample 
off the street parking for customers. 


Graybar Electric 
Announces Changes 


NEW YORK, N. Y.—A. Bachini 
has been appointed district credit man- 
ager for the Graybar Electric Co., Inc., 
at Pittsburgh 

Mr. Bachini has been with the com- 
pany for 30 years. His career, up to 
this appointment, has been spent en- 
tirely in Chicago. He became credit 
man in 1948. 

D. Wallace, district manager at 
Pittsburgh, was elected a director of 
the company at a recent meeting of the 


D. Wallace 


board of directors. He has been with 
the employee-owned company for 32 
years, starting as an assistant accountant 
in Seattle. He became district manager 
at Pictsburgh in September 1943. 

P. H. Butterfield is the new oper- 
ating manager of the San Diego 
branch. He joined the company at that 
city in December 1940. In 1944 Mr. 
Butterfield entered the Marine Corps, 
and upon his return in July 1946, be- 
came a salesman. He held this posi- 
tion until his present appointment. 

H. J. Frantz is sales manager at 
Austin, Tex., Dallas District Manager 
V. A. Elmblad announces. Mr. Frantz 
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VERRALL MOE was critically injured 
when the plane he was flying crashed 
on a take-off at Estes Park, Colo., last 
June. He is expected to recover but 
his stay in the hospital and convales- 
cent period have been estimated at 
several months. Mr. Moe is vice presi- 
dent, Thomas Industries Inc., manu- 
facturers of Moe Light residential 
lighting fixtures. 





joined Graybar in July 1940 as a serv- 
ice and stock maintenance clerk at San 
Antonio. Entering Military service in 
1943, he returned to the company as 
Fort Worth operating manager in 
October 1945. From April 1951, until 
his present position, he was a salesman 
at Fort Worth. 

T. E. Mahan is manager at Louisville, 
Ky., succeeding C. H. Brown. Mr. 
Brown, manager at Louisville since 
1939, retires on service pension. Mr. 
Mahan has been manager at Columbus, 
Ohio, since November 1952. He has 
been with Graybar since 1923. His 
appointment is effective September Ist. 

M. P. Johns, who had been manager, 
inside construction sales, at St. Louis, 
took over the Columbus management 
on August 15th. He has had 15 years 
of service with Graybar. 


General Cable Corp. 
Buys German Press 


NEW YORK, N. Y.—General Cable 
Corp. officials reveal they have pur- 
chased an aluminum sheathing press 
from a firm in West Germany. The 
press is of a type which has been com- 
mercially successful in extruding 
aluminum sheathing directly onto an 
insulated cable core. 

Preparations for the press’s installa- 
tion in one of the company’s eastern 
plants are now underway. General 
Cable says it expects to make the first 
direct-extruded aluminum sheathed 
cables in this country. The new sheath- 
ing method is said to give lower cost, 
lighter weight, and greater mechanical 
strength. 

The company plans to undertake 
development programs leading to the 
production of other new products in 
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Porcelain Products’ 
service mast KIT 


Everything furnished 


but the house and conduit 


i 
| 


|| Opp 2 
Saneris 





for 
|'Ranch type homes 


Available Now!—a Service 
Entrance Mast kit complete to 
every detail—including roof 
flashing. Even necessary bolts, 
nuts, lag screws, and nails. These 
articles make up the new Por- 
celain Products’ service mast kit 
that you'll put up and forget. All 
components of the kit can be 
installed by an electrician, with 
electricians’ tools. 


Here is a list of the parts: 

V 114" UL approved Service Entrance Ca; 

V 114” to 2” Bell Reducer to adapt 
service cap to conduit 

V Galvanized Roof Flashing and Storm 
Collar 

V/ Roof Mounting Plate of new and 
original design 

</ Conduit hanger with 214" lag screw 
attached 

<V Slip-fitting offset reducer with interior 
grounding device 

V All necessary bolts, nuts, lag screws 
and nails 

V Plus—Porcelain Products famous 
2061-C Pipe Mounting house brackets 
as specified. 


Write for details today! 











Here's 
what you 





FINDLAY, OHIO 





This 65R threads 
1’ to 2’ conduit with 1 set of dies 
»».and it won’t jam! 


Your customers won’t find a die stock to equal this popular 
65R—anywhere! It saves time—one set of self-contained high- 
speed dies adjust to 1’’, 14”, 144” or 2” pipe or conduit in 10 
seconds! Mistake-proof self-centering workholder sets to size 
instantly! It saves trouble—lead screw won’t jam, it kicks 
out automatically when standard length thread is cut. Clean 
perfect threads, fast! Stock the RITZ40I 65R for fast turn- 
over. Order now for immediate delivery! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO, U.S. A. 

















WILFRED O. LANGILLE is the new 
president of Diehl Manufacturing Co. 
He succeeds William A. Davidson who 
has retired after 30 years service. Mr 
Langille, who had been vice president 
since 1940, is succeeded by Roy H 
Anderson. Diehl! is the electrical sub- 
sidiary of The Singer Mfg. Co. 





which aluminum will be employed, not 
only for a protective covering, but also 
for other uses. It is predicted that the 
process might make possible new de- 
sign of very high voltage overhead 
power cables, lighter communication 
cables for aerial installations, improved 
television (coaxial) cables. 

Several thousand miles of aluminum- 
sheathed cable have been successfully 
used in Europe. Also several hundred 
miles of the cable have been put to 
use in the United States and Canada. 
These latter cables, mostly imported, 
have been made by the strip or draw 
down methods. 

The first use in the United States 
of aluminum-sheathed cable occurred 
in 1932, when 8,000 ft. of 4-inch 
diameter telephone cables were in- 
stalled in each of the dirigibles Akron 
and Macon. In 1952 the Atomic En- 
ergy Commission utilized aluminum- 
sheathed coaxial cable at the Las Vegas 
and Eniwetok installations. Most of 
this was imported from Germany. 


Square D Drops Royal Oak; 
To Build In Jersey 

DETROIT, MICH.—Square D Co., 
has dropped plans for a new plant in 
Royal Oak, Mich., due to labor diff- 
culties. Instead a plant will be con- 
structed in Secaucus, N. J. 

The 40,000 sq. ft. branch will pri- 
marily be an electrical equipment as- 
sembly plant. Cost of the new unit has 
not been disclosed. 

Plans had been announced for a 60,- 
000 sq. ft. branch in Royal Oak, Mich., 
which would cost approximately three- 
quarters of million dollars. It is em- 
phasized that Square D has no plans 
for reducing operations or giving up 
its present 500,000 sq. ft. Detroit plant. 
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H. E. Koch President 
Of Loeffler Electric 


TOLEDO, OHIO—Harold E. Koch 
is the new president of Loeffler Electric, 
Inc. He succeeds Arthur J. Loeffler 
who has resigned. 

Mr. Koch, identified with the elec- 
trical industry for 25 years—all of it 
in Ohio—has been with Loeffler Elec- 
tric, Inc., 16 years. He started as a 
salesman and for the past four years 
had been sales manager. 

Minor Eyres, formerly office man- 
ager, now is treasurer of the firm. 

Loeffler Electric, Inc. was estab- 
lished in 1938. Territory served in- 
cludes Ohio and Michigan 


Nepo Moves 


CHICAGO, ILL.—The Nepo Manu- 
facturing Co., maker of mercury vapor 
lighting equipment, poles, and mast 
arms, has moved to new and larger 
quarters. The firm's new address is 
6025 No. Keystone Ave., Chicago 30, 
IIL. 


Southern Screw Co. Opens 
Dallas Warehouse 
DALLAS, TEX.—Southern 


Co. has opened warehouse facilities at 
2131 Farrington St. Officials of the 
warehouse 


Screw 


firm emphasize the new 
does not change distribution policies 
in any way. Harold Gilleland is the 
manager. Allen Sprinkle will move 
from Houston to be sales representa- 
tive in the area. 

The warehouse covers 27,000 sq. ft 
of space and includes air conditioned 
offices. Southern Screw Co., headquar- 
ters are in Statesville, N. C. Addi- 
tional warehousing facilities are in Los 
Angeles, Chicago, North Bergen, N. J 





JACK LIBAW, right, youthful presi- 
dent of Certified Appliance Distribu- 
tors, Inc., Los Angeles, receives award 
for his merchandising achievement last 
year in selling in excess of $200,000 
worth of Broil-Quik merchandise. Pre- 
sentation is made by L. J. Stutz 


August, 1954—ELECTRICAL WHOLESALING 





olternating 
current 


20 Amperes 
120-277 volts 


Catalog No. 1221 





ONLY HUBBELL 
TOPPER SWITCHES 
COMBINE ALL THESE FEATURES 


® Shallow size 
Topper switches are 
shallower—take up 
less room 
Quiet operation 
(without mercury) 
Large, fine silver 
contacts 
Operates in any 
position 

© Upset binding screws 
Long life at full 
rated loads 
Back and side 
wiring utility 

© Convenient strip gage 
Easy-to-find back 
wiring entry holes 








See Your Electrical 
Distributor. 


AL GL ic 


HARVEY 


1SHHS4 


Now available in 
both 15 and 20-amp. 


Note red top for 
easy identification 
of Topper 20-amp. 


ratings. 


Meets the need for a 
quiet, yet dependable, 
long-life AC switch to 
withstand the inductive 
load characteristics of 
fluorescent systems. 


QUIET 
operation 


A Switch Designed tor the Purpose 





. « « to control large inductive circuits at 
full rated capacity. This means that amp. 
for amp. Topper controls more fluorescent 
fixtures than outmoded switches. It also 
means that larger areas can be controlled 
with one switch, and that heavier circuits 
can be run and fewer of them, resulting in 
lower material and labor costs. 


Write today for free Topper folder. 


TOPPER AC SWITCHES 
15-AMP. 20-AMP, 
1201 1221 


single pole 


1202 1222 


double pole 


Py Ww 1203. («1223 
woy 


4w 
dvaay 1204 1224 


Available in brown and ivory. 


ha, 
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»)) DEVICES 
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HUBBELL, Inc. 


DEPT. D 
BRIDGEPORT, CONNECTICUT 
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beams 80% of light directly 
upward and outward! 


beams 20% of light downward 
to brighten side walls! 


perfect shielding in 45° x 90° 
zones by GrateLite! 


as luminous indirect cove 


in fittin om 


GUTH GRATELITE* 
LUMINOUS COVE 


(the 2-in-1 bracket ) (1m pas. pena.) 
An exciting new look. Sparkling—like 

a superb diamond! Classic beauty 

and workmanship in the Guth tradition. 
It?s the new fashion in Cove lighting 
made possible by GRATELITE: low 
brightness, high efficiency, excellent 
diffusion, low upkeep. 

CAN TURN roo: 


iT OVER, 


LOOK! Or 


Mounted “upside-down”—it solves dozens 
of tricky lighting problems where 


in barber shops 
downward and outward beams are needed. 


over hospital bed 


Write on your letterhead today for 
Bulletin 929-G. 


*U. S. & Can. Pats. Pend. TM Reg 


chalkboard downlite with cove 


THE EDWIN F. GUTH CO. «+ ST. LOUIS 3, MO. 


Keps Electric Shifts 
Departmental Managers 

PITTSBURGH, PA. — President 
Joseph Elias has announced two shifts 
in departmental management of the 
| Keps Electric Co. 

Irwin S. Schutzer is general sales 
manager of Admiral television and 
home appliances. He had been adver- 
tising manager and in charge of sales 
for Admiral radio and television. 

Jack J. McNeff is general sales man- 
iger of the specialties division com- 
American 


prising such items as 
and a 


Kitchens, Caloric gas ranges 
complete line of heating and air con- 
ditioning equipment. 


Krueger, Hudepohl Dissolve 


CINCINNATI, OHIO—The part- 
nership legally subsisting between 
Fred G. Krueger and Fred H. Hude- 
|pohl under the firm name and style 
of Gerding Brothers, and Krueger & 
Hudepohl The 
business is being carried on by Mr. 
Hudepohl as the sole owner. He will 
collect all debts and demands payable 
to the firm and will pay debts and 
liabilities of the same and perform all 





has been dissolved. 


its unexecuted contracts 


New Firm To Manufacture 
|Underfloor System 


| CHICAGO, ILL.—Howard Foundry 
| o. has announced the formation of a 
|new subsidiary, Howard Electric Co., 
| which will manufacture a new type of 
| electrical underfloor system for office 
Plants and 
1700 North 





and industrial buildings 


| general offices are at 
Kostner Ave., Chicago. 

Full production of the underfloor 
system is to begin September Ist. 


Manufacturers representatives are being 


James W. Hudson A. E. Carroll 


appointed to handle sales, which will 
be nationally promoted. 

Recently appointed to Howard Elec- 
tric were James W. Hudson, general 
manager, and A. E. Carroll, assistant 
manager in charge of engineering and 
| production. 
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Marvin Mfg. Moves 


LOS ANGELES, CALIF,—The Mar- 
vin Manufacturing Co., in its fourth 
move in seven years, has taken over | WESTINGHOUSE 
a new factory at 648 Santa Fe Ave., this and 
city. The plant has 75,000 sq. ft. of THE BARTON CORP 
floor space, parking facilities for 120 i 
cars, spur track and overhead conveyor 
system. Officials of the company claim 
the factory to be the largest manufac- | manufacturers who 
turing recessed lighting fixtures west recommend 


just two of the leading 
electric dryer 











of Chicago. 


Electric Home Equipment 


For The Farm Market 
PHILADELPHIA, PA.—The farm , 
market for everything electrical is to re a eC AY 


be spotlighted when the Diamond 


Jubilee Farm Week opens on August | 30.- AMP, 3 - WIRE 


23, 


Power suppliers, privately-owned | p C d S t 
utilities and REA cooperatives, have | ryer or e S 
joined manufacturers of appliances, 

: : | erg 

power tools and electrified farm equip- with L Shaped 30-AMP 3-WIRE DRYER CORO 
ment to make the promotion a success. | di Cc qed 
The ¢ “F a Grounding Contacts with “L" Shaped Grounding Blade 

1e theme is “arm Better, Live 

é Cat. No. §42-4 — 4 foot length 


Better—Electrically.” Cat. No. 542-5 — 5 foot length 
Cat. No. §42-6 — 6 foot length 


Raybro Electric Makes 
Promotions, Changes It's here... Rodale’s complete new 
TAMPA. FLA—M. O. Hollis. sec- line of Dryer Cord Sets... 30-Ampere, 


retary-treasurer and general manager 3-wire devices especially designed for 
of Raybro Electric Supplies, Inc., re- electric dryers, and endorsed by the 
cently announced promotions and per- 


sonnel changes designed to help 
streamline the firm and gear up for facturers. No more makeshift installa- 


nation’s leading electric dryer manu- 


greater sales production. tions... now you can be sure, you can 


George N. Jack, for the past year — 
: + gg e safe, you can save on time and 
and a half manager of the St. Peters- 


burg branch, has been promoted to money...use the units manu- 


manager of lighting sales for the state, facturers recommend! 
with headquarters in Tampa. Mr. Jack | 
has been with the organization since | AVAILABLE NOW SURFACE RECEPTACLE 
October 1947. He has worked in terri- | with “L” Shaped Grounding Slot 
tory sales and lighting sales, and is at FROM JOBBERS Cas, Ne. 648 ~ Srowe anal 
dag —- of the Florida Chap- COAST-TO-coasT | Cat. No. 648V — Ivory Bakelit 
er ¢ DO. ' 

W. J. (Billy Jim) Bryant succeeds 


Mr. Jack as St. Petersburg branch 
manager. He joined Raybro in March 
1946 and worked in various capacities 
before joining the sales organization 
Mr. Bryant worked a regular territory Oo a & 
out of the Tampa branch, and in 


August 1950 transferred to Orlando MANUFACTURING COMPANY, Inc. 
EMMAUS, PENNSYLVANIA 





as branch sales manager. In July 1953 
ne transferred back =~ Tampa and Warehouses in CHICAGO and LOS ANGELES 
handled utility and R.E.A. sales. 
panes, aig Sales representatives in all areas 
R. A. (Dick) Conant, manager of colien Geudhecens Guvctiae chaiente 

the Orlando branch for the past two 
years, has been promoted to sales man- 
ager of R.E.A.’s and municipalities 
His headquarters are in Tampa. Mr. 
Conant joined Raybro in 1945. He 
traveled a regular territory out of 


WRITE FOR YOUR FREE 
COPY OF “THE DRYER UNIT 
YOU'VE BEEN WAITING FOR!” 
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Send for your copies Now! 


Yes, when you send for these 


“Buffalo” 


Fans, you are taking the first step 


bulletins on popular 


to real profits! The brand-new 
“Buffalo” NV-Breezos, 
Heavy-Duty Propeller Fans and 


line of 


Belt-Air Fans have been selling 
even better than their predeces- 
sors which led the field for many 
They a Capacity 
range from 500 cfm to 250,000 


cfm, enough for almost any ven- 


years. blanket 


tilating application you could 
name. New Breez-Air Attic Fans 
and Breez-Pac Attic Fan Pack- 
ages, and ‘““E” Blowers-Exhausters 
will round out your line for a 
very profitable 1955. Write to- 
day—specifying Bulletins 3865, 


F3790, FM-10 and FM-900. 


BUFFALO FORGE COMPANY 


214 Mortimer St. 


Buffalo, 


N. ¥.i 


PUBLISHERS OF "FAN snquuaneine” HANDBOOK 


Canadian Blower & Forge Co., 


Ltd., Kitchener, Ont. 


Sales Representatives in all Principal Cities 


Air Cleaning 
Forced Draft 


Ventilating 
Cooling 


Air Tempering 


Heating 


Induced Draft 
Pressure Blowing 


Exhausting 


FORWOOD G. WISER is assistant to 
President Robert G. Mcliroy, Pittsburgh 
Standard Conduit Co. He is located in 
the company’s main offices in Etna, Pa. 
Mr. Wiser was formerly assistant to 
the executive vice president of the 
Container Corp. of America 





Tampa until February 1946, when he 
Jacksonville branch 
as a territory In November 
1948 Miami 
branch and specialized in utility sales, 
later becoming assistant branch man- 
ager in Miami going to Or- 


transferred to the 
salesman 


he transferred to the 


before 
lando 

Paul Roulstone 
nant as Orlando branch manager. Mr. 
Roulstone joined Raybro in April 
1937. He served in the U.S. Air Force 
for 314 years during World War II. 
He returned to the firm in December 
1945, and resumed his old position as 
a territory salesman. In October 1949 
Mr. Roulstone transferred to St. Peters- 
a position he held 


succeeds Mr. Co- 


burg as manager, 
until August 1951, 
to Tampa as branch supply sales man 


when he returned 


ager. 


Hubbard & Co. Sold 
PITTSBURGH, PA—Hubbard & 
Co. has announced the sales of all its 
outstanding stock to Charles H. Dyson, 
of New York, and < The price 
is a reported $5 million, according to 
the Pittsburgh Post-Gazette. Mr. Dyson 
is to be chairman of the board suc- 
ceeding Joseph V. Smith. James H 
Knowles is continuing as president. 
Hubbard produces utility pole line 
hardware, street lighting 
standards and brackets. There are 
plants in Pittsburgh, Chicago and Oak- 


associates. 


aluminum 


land, Calif. 
New Roebling Cable 
TRENTON, N.J- 


ling’s Sons Corp 


John A. Roeb- 
is now in full pro- 
duction of tellurium alloy lead sheath 
Manufacture of the 
impregnated paper-lead power cable, 
lead sheath, has 
large commercial 
sheath was 


cable solid type 


with tellurium alloy 
been undertaken in 


This 
Gener 


— type of 


developed by al Electric. 
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New Product Developments 


Aid Business Stability 

NEW YORK, N. Y.—Business 
activity continues to show remarkable 
stability. Inventories are still being 
run off. However, there has been only 
a slight drop in consumer or capital 
spending. 

One reason is that the business 
world in general has helped itself a 
great deal by coming up with a variety 
of new products, says the McGraw- 
Hill department of economics. 

New products are being introduced 
very rapidly in both consumer goods 
and capital goods lines. The increase 
in government payments and the drop 
in taxes have left individuals and 
business firms with as much money to 
spend as before. 

The electric appliance industry—in 
its usual fashion of making standard 
appliances obsolete— is marketing 
greatly improved models of electric 
stoves, refrigerators, and other kitchen 
appliances. To say nothing of such 
growth products as washers, dryers and 
air conditioners. 

The success of new models in the 
automobile industry is indicated by the 
fact that restyled Buick and Oldsmo- 
bile, once considered to be high-priced 
cars with a limited market, have moved 
up to third and fourth place in the 
production race. 

New fabrics have been introduced 
in over 20 per cent of men’s suits for 
the summer season. The results offer 
some hope of snapping the apparel 
industry out of its long period of dol- 
drums. The continuing high level of 
housing starts may be attributed to the 
success of builders in offering more 
house for the money. This is made 
possible by a variety of new prefab- 
ricated items turned out by the build- 
ing materials industry. 

The rush of new product develop- 
ment has also meant a good deal of 
retooling by industry in order to have 
adequate facilities for the production 
of new items. To accomplish last fall's 
model changeover at General Motors 
cost $350 million for new tooling 
This year, model changes for Chev- 
rolet, Pontiac, Ford, Plymouth and 
other leading makes have provided an 
enormous volume of work for com- 
panies making dies, jigs, fixtures and 
special machine tools. 

Electric appliance makers have had 
a similar expansion of facilities. 
Makers of synthetic fibers are increas- 
ing capacity to supply the new fashions 
in apparel. 
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with Sylvania 
Fluorescent Lamps, you sell 


Lasting Brightness 
Sylvania Fluorescent Lamps contain 
STABILIZED PHOSPHORS .. . an exclusive 
coating achievement enabling the lamps to prov ide 
a longer-lasting brightness now than they ever 
did before. This actually amounts to a “Bonus 
of Light” worth more than the cost of the 
lamps themselves. That’s why Sylvania 


can cover its lamps with this 


money-back assurance. 


Tell your customers about 

this latest Sylvania engi- 
neering advancement. For the 
complete story write Sylvania, 
Dept. 4L-2708 or call you 


Sylvania representative. 





Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


In Canada: Sylvania Electric (Canada) Ltd., University Tower Bidg., St Catherine Street, Montreal, P. Q. 


113 





MARCUS 


PORTABLE BOOSTER 
TRANSFORMERS 


FOR 
BETTER 
eg 


Wherever voltage drop is en- | 
countered, the Marcus Portable | 
Booster Transformer can be easily plugged 

into any line—either indoors or outdoors— 
to quickly restore necessary voltage level. Ideal | 

for any application where appliances or machines 

are not operating at top efficiency due to low line 
voltage. Equipped with voltage input receptacles 
for 95 - 105-115 - 208—to deliver 115 and/or 230 

volts in any combination. 


With a capacity of 3000 watts or 3 KVA, 
the Marcus Portable Booster Transformer 
has exceptionally high dielectric and | 
thermal stability. It is wound with silicone 
enamel magnet wire and has twist-lock 
plugs for safe connections. Made in 
crinkle gray steel finish, one unit can | 
handle two % ton room air conditioners. 





IN OuT 
95 115 
105 ond for 

115 230 
208 

















| 
| 
| 
| 
| 


“Mark of Quality” 


MARCUS. 


TRANSFORMER CO., Inc. 
RAHWAY, NEW JERSEY 


Representatives in Principal Cities 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 





CALENDAR OF EVENTS 











Houston Gift & Housewares Show 
Chamber of Commerce Trade Show 
Ben Milam Hotel 
Houston, Tex 
August 15-18 
Exhibits 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo 
Sept. 12-15 
Speakers, committee meetings, demon- 
strations, banquet, golf, entertainment 


Illuminating Engineering Society 
Nat'l Technical Conference 
Chalfonte-Haddon Hall Hotels 
Adlantic City, N. J 
September 12-16 
Meetings, conferences 


Lake Michigan Club 
Nippersink Manor 
Genoa City, Wis 
September 14-16 
Meetings, tournament golf 


International Association of Electrical 
Leagues 

The Bellevue-Stratford 

Philadelphia, Pa. 

September 29-October 2 


Meetings, discussions 


National Electronics Conference 
10th Annual Conference 
Hotel Sherman 
Chicago, Ill 
October 4-6 
Meetings 


National Association of Electrical 
Distributors 
(Pacific Zone Convention) 
Mark Hopkins Hotel 
San Francisco, Calif. 
October 3-6 
Meetings, speakers 


Indiana Electric Association 
Annual Convention 
French Lick Springs Hotel 
French Lick, Ind. 
October 6-8 
Meetings, golf 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 
Montreal, Quebec 
October 6-10 
Exhibits 


National Hardware Show 
Navy Pier 
Chicago, IIL. 
October 11-15 
Exhibits 


New Jersey Council of Electrical Leagues 
18th Annual Convention 
Ambassador Hotel 
Atlantic City, N. J. 
October 15-16 
Exhibits, meetings, banquet 


National Safety Council 
42nd National Safety Congress & 
Exposition 
Chicago, Ill. 
October 18-22 


Exhibits, meetings, awards 
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National Association of Electrical 
Distributors 
Board of Governors 
Hershey Hotel 
Hershey, Pa. 
October 24-27 
Meetings 
National Electrical Contractors Assn. 
Jung Hotel 
New Orleans, La. 
October 27-30 
Conferences 
National Motel Show 
Morrison Hotel 
Chicago, IIl. 
November 1-3 
Exhibits of construction and maintenance 
of motels, recreational, restaurant, 
laundry facilities, furnishings, cleaning 
equipment 
National Hotel Exposition 
39th Exposition 
Kingsbridge Armory 
The Bronx, N. Y. 
November 8-12 
Exhibits 
National Retail Show 
Store Modernization Institute 
Ist Show 
Madison Square Garden 
January 7-11, 1955 
Fixturing and equipment exhibits 


Southeastern Electrical Wholesalers 
Fifth Annual Industry Day 
Adanta Biltmore Hotel 
Atlanta, Ga. 
February 3-4, 1955 
Panel discussions, speakers, meetings 
Board of governors February 2nd 


Philadelphia Home Show 
Commercial Museum 
Philadelphia, Pa. 
February 14-19, 1955 
Exhibits, special 35,000 sq. ft. do-it 
yourself section 


Essex Electrical League 
9th Electrical Industrial Exposition 
Olympic Park 
Newark, N. J. 
March 8-10, 1955 
Exhibits 
Chicago Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, IIl. 
May 10-12, 1955 
Exhibits limited to products in electri- 
cal construction, industrial, industrial 
lighting and industrial appliance 
fields. 
(Not open to public.) 


Materials Handling Exposition 

International Amphitheatre and Exhibi 
tion Hall 

Chicago, Ill. 

May 16-21, 1955 

Theme is “Obsolescence,” includes ex- 
hibits on automatic factory, displays, | 
conferences 


NATIONAL ASSOCIATION OF ELEC- 

TRICAL DISTRIBUTORS 

47th Annual Convention 

Conrad Hilton Hotel 

Chicago, IIl. 

May 22-27, 1955 

Speakers, committee meetings, panels, 
conference booths, awards 
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UMA Latrobe 


mlcYalateelim ugeleltle cs 


lor, A irieg 
ena 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


. 
NON-ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 
. 
ADJUSTABLE 
e7 Ny tema a ele] ae -lep 43. 
1-2-3 AND 4 


= 
FLOOR JUNCTION 


BOXES 


UTILITY OUTLETS 
B 
NOZZLES AND 
FLOOR BOX 
ACCESSORIES 
s 
INSULATOR 
SUPPORTS 


~ 
PIPE AND CONDUIT 
HANGERS 


* 
ARMORED 
CABLE SUPPORTS 
. 

CABLE CLIPS 
* 

STAPLES 
e 


FISH WIRE 


Pullman Manufacturing Co. 


1209-1215 JEFFERSON STREET 


LATROBE. PA. 





7 MILES 


#1000 MCM — #14 





SLU 11 SIZES 


#1000 MCM — #14 








XT ae) 4 +) 


TERMINAL BLOCKS # 500 MCM — #14 





CAN NEUTRAL vT 6 SIZES 


60, 100 & 200 AMPS. # 600 MCM — #14 





FUSE CLIPS <i) 4 3) 


MANY SIZES AND TYPES #500 MCM — #6 








WRITE FOR 80-PAGE CATALOG 


ILSCOMMREEZEM MARIEMONT AVE., CINCINNATI 27, OHIO 


Believe this one if you want; lie 
detector tests were used by a Los 
Angeles appliance distributor on sales- 
men to determine if they're really 
putting out, reports the Wall Sc. 
Journal 

* *# # 

Air conditioning, claims Chicago's 
Commonwealth Edison, accounts for 
10 per cent of its summer electric load 

~— @ « 

New type bacon! Using electric 
immersion heaters to heat a brine solu- 
tion to 127 F. cooks a new type bacon 
in 10 hours. This thermo cure process 
is said to give bacon a brighter and 
more uniform color and uniform cure 
penetration throughout, making for 
a more palatable product. Cooking 
time of 10 hours compares with old 
curing processes which often require 
from 8 to 10 days 

7 * * 

Chances are about 85 in 100 that 
a television set taken out of its sealed 
carton and installed in the home will 
work satisfactorily. Five years ago the 
odds were around 50-50, while some 
makes and models required the atten- 
tion of a serviceman for practically 
every set Electronics, McGraw-Hill 
publication, reports that about half the 
in-the-carton troubles today are caused 
by miniature tubes that go bad mechan- 
ically 

> * 

Ever wonder how many persons 
earn $1 million a year? An Internal 
Revenue study covering income tax 
returns for 1951 includes the follow- 
ing information. Five individuals re- 
ported income for that year of $5 mil- 
lion or more—the highest bracket 
listed There were persons who 
reported their 1951 income was $1 
million or more. Taxes collected from 
these people represented less than 1 
per cent of the complete government 
take. The largest number of taxpayers 
fell into the $3.000 to $3,499 bracket. 
They accounted for 5.4 per cent of 
Uncle Sam’s treasur 

> 

There were 7 per cent fewer fires in 
the United States in 1953. While fire 
losses for last year increased 6.1 per 
cent ($50 million) over 1952, it was 
largely the result of a single industrial 
fire. The dual cause, “matches-smok- 
ing,” still continued to be the largest 
single cause of claims for property 
resulting from fire. Misuse of electricity 
accounted for 12.29 per cent 
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PEOPLE IN THE NEWS 











Charles McKew Parr is retiring 
from politics to give his full time to 
writing, business and community inter- 
ests. Mr. Parr, chairman of the board, 
Parr Electric Co., Inc., Newark, N. J. 
was elected to the Connecticut General 
Assembly for three successive terms 
before he was elected state senator 
from the 34th district in 1950. He is 
also author of “So Noble A Captain,” 
a life of Magellan, published a year 
ago, and an officer of the Crowell 
Publishing Co. 


Henry N. Ferrando is managing 
the lighting fixture department of 
Rockland Electric and Supply Co., 
Pearl River, N. Y. He was president 
of Ferrando Lighting and Ferrando 
Appliances until 1953. 


William M. Coburn has joined 
the sales staff of the Electrical Dis- 
tributing Co., a division of Arizona 
Power and Light Co., Phoenix. He 
had been with the Associated Whole- 
sale Electric Co., Los Angeles, Calif. 


Hugo R. Pieper is the new branch 
manager of the Appleton, Wis., branch 
office of the General Electric Supply 
Co. He assumed his duties last month. 


Joseph B. Elliott has resigned as 
executive vice president, consumer 
products, Radio Corporation of Amer- 
ica, and has been elected president of 
Schick. He will take over on Septem- 
ber Ist. Succeeding Mr. Ellioct at RCA 
is Robert A. Seidel. 


Robert Fremont is national sales 
manager for the Marvin Manufactur- 
ing Co. His offices are at 1826 North 
Sheffield Ave., Chicago. Carl Ander- 
son has been appointed district sales 
manager for southern California and 
Arizona. He works out of Los Angeles 
and has complete charge of all sales 
operations within that area 


Donald J. Mayer is manager of 
General Electric's lamp division at 
Bellevue, Ohio. 


Vernon L. Wrye is regional man- 
ager for the Moe Light division of 
Thomas Industries Inc. His head- 
quarters are in Baltimore. He will 
supervise sales in the Middle and 
South Atlantic states, with the excep- 
tion of Florida 


Robert H. Lodge is sales manager 


of the newly formed commercial and 
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NOW! 


YOU CAN SAVE TIME 
LOWER COSTS WITH 
SOUTHERN 


STOVE 
BOLTS 


— @ Threads Smooth © Dimensions Exact 
e Heads Strong © Quality Uniform 


Gain and hold competitive advantage 
by smooth operation on the assembly 
line. Southern Stove Bolts work with 
you fo reduce rejects and speed pro- 
duction. 


Slotted Steel Round and Flat 
Carefully inspected — popular sizes 
shipped from stock. 


600,000,000 WOOD SCREWS 


That special wood screw you want may be 
standard in Southern’s tremendous stock, ready 
for prompt shipment. 


Write us your requirements. Samples and wood 
screw catalogue free upon request. Box 1360-Z. 


wooD 
SCREWS 


STOVE 
BOLTS SCREW COMPANY 


STATESVILLE = WORTH CAROLINA 


Factory Warehouses: New York,N. Y. « Chicago, Ill. 
Los Angeles, Cal. «¢ Dallas, Texas 





residential packaged air conditioning 


El E C TRI CA LLY SA FE a of the Mitchell Manufacturing 
MODEL HOMES SPECIFY 7 





Dwight H. Ladd is manager of the 
— Dallas plant of Federal Electric Prod- 


_ ucts Co., and its subsidiary, Pacific Elec- 


tric Manufacturing Corp 


SAFETY ELECTRIC OUTLETS INSTALLED IN... Dewey A. White is district man- 


* “Home of Safety” ager in charge of The Okonite Co. sales 
The built-in extra safety of NO-SHOK Outlets o ple 
of Cleveland, Ohio office and warehouse in Birmingham, 


gives your homes an extra selling point! Patented : - 

safety cap automatically prevents insertion of * “Research House, 1954 Ala. 
hairpins, wires, or other metal objects . . . pro- (Associated Architec- : ; 
tects children against tragic accidents. Install terel PubBeqsiens) S. C. Goodling is field sales en- 
NO-SHOK — a ‘’must” for every safety-conscious * House & Garden gineer in the Chicago area for the 
home buyer. Fourth House of Ideas Essex Wire Corp. He was formerly 








a special products engineer at the 


SELF-CLOSING OUTLET... Paranite Wire and Cable division. He 
positively prevents SHOCKS assumes the duties of V. A. Hedlund, 
BURNS ... SHORT CIRCUITS who has been promoted to assistant 


sales manager of the R-B-M division 
at Logansport, Ind 





Daniel P. Lacock is southeastern 
INSERT PLUG, MAKE QUARTER- ' regional sales manager for Federal Elec- 
TURN TO RIGHT, PUSH IN to , . , ‘ 
make contact with current. Cap . : 
automatically snaps shut when = Pacific Electric Manufacturing Corp 
plug is removed. , | His headquarters are in Atlanta 


tric Products Co. and its subsidiary 


Write today for full details: DEPT. Ew ; Donald H. Jensen is director of 


B E L L 7 L E CT R \ re re re) M PA | Y public relations of the Square D Co. 


1066 Mee Stes Sirect 0: Chltane 2 ae Harold Bull has been appointed 
to the new position of director of dis- 


tribution for the Norge division of the 
Borg-Warner Corp. He had been vice 
president and director of sales for 





a A ® 4 S '@) N Be 4 : Apex Rotarex Corp., Cleveland. 
3 . William R. Seers is Pacific Coast 
IND U S T RIA L U NIT S keto ie 4 manager of sales promotion and pub- 


Good Lighting for INDUSTRIAL PLANTS FARMS pie licity for Sylvania Electric Products 
mune SERS TRIFICA TION | Inc. His office is at 215 Market St., 


Manufacturers of Reflectors — Yardlights Vapor- SS San Francisco 
proof Units — 


David J. Douglas is a sales en- 
gineer for the Hubbard Aluminum 
Products Co., Pittsburgh, Pa 


Bennett Archambault was elected 
president and director of Stewart- 
Warner Corp. James S. Knowlson is 
chairman of the board. 


Herbert Jacobs is general manager 
of Jerrold Elecronics Corp., Philadel- 
phia. He had been in the sales depart- 
ment. 


Allen J. Dusault is sales manager 
®@ In addition to the units shown we make for the transistor division of CBS- 
a complete line of Brooder Products for | Hytron. 
Chickens, Turkeys, Lambs, and Hogs. 4-, 2 " m . 
: ~ 3-, and 1-light infra-red Brooders. Clarence Harding is general man- 
—— aid , ager of Ircal Industries, California 
Pe eneee ? subsidiary of the International Resist- 
; 
‘SEND FOR CATALOG es ance Co., Philadelphia. 


© SOLD ONLY THRU , | 
WHOLESALERS 





R. V. Palmquist, formerly sales 
manager for the McGraw Electric Co.'s 


JACKSON FLECTRICAL COMPANY Be | Clark division, and C. E. Whiteside, 


pee os? W..4A8 CODee STREET CHICAGO 7, ILLINOIS [eee midwestern district manager for the 
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QOS Y/Y 


PrRobDUcTS/” 
BUILT TO SERVE YOUR CUSTOMERS BETTER 


hi 


ARTHUR Z. BARNES is assistant to 
J. R. MacDonald, president, General 
Cable Corp., New York City. Mr. 
Barnes has his headquarters in Dallas, 
Tex. He is also responsible for district 
sales offices in St. Louis, Kansas City, 
Memphis and New Orleans. Mr. Barnes 
first joined General Cable in 1929 as 
Dallas district sales manager 





same firm, have left the company and 
formed a manufacturers representative 
organization. Headquarters are in Des 
Moines, Iowa. 


Clem D. Johnson of Roanoke, Va., Sold Exclusively through 

was elected 27th president of the Na- Electrical Wholesalers 

tional Chamber of Commerce at the | 

42nd annual meeting in Washington, Sao Peo oor es 

DC ; , y Te WADSWORT HgetgeCTRICMPGE INC. 
Henry C. Egerton, treasurer, was 

elected a director of the BullDog Elec- 

tric Products Co., Detroit. 


Eugene R. Gump is sales training 
manager for all Westinghouse portable 
appliances, Mansfield, Ohio. It is a 
newly made post. 


Edward McIntosh is Remington's 
northeastern regional sales manager for 
room air conditioners. His head- 
quarters are in the New York City 
office. Mr. McIntosh had been super- 
visor of sales for Philco Distributors, 
Inc. District managers Fred Weber — 
and Louis White continue their pre- | : z <a ie : fis - 


sunt oles ener is supervision. | MEET SPECIAL WIRING REQUIREMENTS 


Michael J. Dunn, Jr., is marketing , WITH KEYSTONE STANDARD EQUIPMENT! 
assistant to Robert M. Oliver, West- 
inghouse manager of portable appli- Whether it’s a big wiring job ora small one, you can depend 
ances. He came to his new post di- on quality, delivery, and service when you specify Keystone 
es ‘ | Wiring Installation Equipment. And you can select exactly 
rectly from a position as national sales | i what you need, too, from the complete Keystone line. 
rar eg of General Electric's clock Cutout and Pull Boxes, for example, are available in both 
division, Ashland, Mass. Type “A” Hinged Cover and Type “SC’’ Screw Cover. Both 
types feature a formed construction strongly fabricated and 
Donald E. Andersen recently be- securely welded . .. with adequate, easily removable knockouts, 
came associated with Buchanan Elec- And both types are available in a complete range of stock sizes 
trical Products Corp., Hillside, N.J., to meet your specific requirements. 
in the capacity of assistant sales pro- | FREE CATALOG describes and 
: | itustrates the entire line of Keystone 
motion manager. Announcement was Wireways and Fittings, Cutout Boxes, 


made by James O. Johnson, general Pull Boxes, Outlet Boxes, Switch KEYSTONE MANUFACTURING COMPANY 


Boxes, Covers, and Bar Hangers. 
sales manager. | Contains complete specifications and 23328 SHERWOOD AVENUE mK, 
prices. Send for your free copy today! CENTER LINE (Detroit), MICHIGAN Po: 


Leonard V. Martikonis is advertis- 
ing manager of the Moe Light divi- Sold Through Leading Electrical Distributors Coast-to-Coast 
sion, Thomas Industries, Inc. He had 


August, 1954—ELECTRICAL WHOLESALING 





Just one of hundreds 
of Specification Grade’ 


in the new 


1954. CATALOG 
(Yours for the asking) 


P 


ROAR CSE 


dewiced 


i 





SLATER ELECTRIC & MFG. CO., INC. WOODSIDE, N. Y. 


Interior Fire Alarm Systems 


Complete reliability is the one thing we demand from a 
fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, be 
sure to specify equipment (control panels, stations, and fire alarm bells) 
produced by Signal Engineering & Manufacturing Co., the originators 

of A-C Fire Alarm Systems. 


Both coded and non-code types are available in various arrange- 
ments depending on type of building or establishment. Although 
tngineering Interior Fire Alarm Systems are intended primarily for warning 
representatives occupants of a building, they can be connected into a munici- 
in principal cities pol system. 
aeee Write for Bulletin FA-5 


assist in specifications. 
FIRE ALAAM 


ae CBN PGS 





been with the Burgess Battery Co. 
Frank J. Marriett was recently ap- 
pointed product development and illu- 
mination engineer for the division. 

L. F. Hickernell, chief engineer, 
Anaconda Wire & Cable Co., has been 
nominated a director of the American 
Institute of Electrical Engineers. 


John D. Hilburn is president of 
the National Appliance Service Assn. 
He is a partner of Boese-Hilburn Elec- 
tric Co., Kansas City, Mo 


Miss Kathryn M. Sheehan is com- 
mercial manager of The Thomas & 
Betts Co. In making the announce- 
ment, M. F. Tetaz, comptroller, said 
that she would combine the duties of 
the commercial and credit departments 
under his supervision 


Thomas A. Linthicum is district 
sales manager for Ohio for the Norris- 
Thermador Corp., Los Angeles. His 
headquarters are in Cleveland. 

Lew E. Wallace, assistant vice 
president in charge of sales for The 
Youngstown Sheet and Tube Co., has 
retired after 39 years of service 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Markel Electric Products Inc., & 
LaSalle Products, Inc., Buffalo, N. Y., 
have named L. G. Rouzer, 1037 
Thomas Ave. South, Minneapolis, 
Minn. Mr. Rouzer covers Minnesota, 
North Dakota, South Dakota, and 
northern and western sections of 
Wisconsin 


Rodale Mfg. Co., Inc., Emmaus, Pa., 
has named Doug Gale to represent the 
firm in Kansas, Iowa, Nebraska, and 
western Missouri. Mr. Gale has been 
a manufacturers’ representative for the 
past 17 years 

Berko Electric Mfg. Corp., Queens 
Village, N.Y., has named the follow- 
ing for glass panel heating. Ralph M. 
Davis, 814 Wainwright Dr., Pitts- 
burgh, for western Pennsylvania and 
all of West Virginia. W. J. Milner 
group for Texas, Louisiana, Mississippi 
and Arkansas, plus Oklahoma. W. J. 
Milner and Co. operate from the 
following offices: 2422 Alamo St. 
Dallas; 535 South Derbigny St., New 
Orleans; 148-50 Walker St, S. W., 
Atlanta 


Metalcraft Products Co., Philadel- 
phia, Pa., has named Walter M. Wy- 
man, Jr., for Trenton, Allentown, Wil- 
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You Can Make A 
Good Wiring Job 


BETTER 


WITH 


UNIVERSAL 
PORCELAIN 
INSULATORS 








Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
have uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids...your positive 
assurance of long, trouble-free service. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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mington, Harrisburg, Lancaster, York, 
Williamsport, Reading, 
Wilkes-Barre, Scranton and 
hem. His territory 
between excep 
tion of Philadelphia and its suburbs 
Mr. Wyman’s offices are in the West- 
ern Savings Fund Building, 
Broad and Chestnut Sts., Philadelphia 


Pittsburgh Standard Conduit Co., 
Pittsburgh, Pa., has 
Hinchman for 


Pottstown, 
Bethle 
includes the area 
these cities with the 


Society 


named Ralph 


southern Illinois and 
His address is 4053 


Room 213, St 


eastern Missouri 
Lindell Blvd., 


Mo. 


1 


Louis 1) 


Magnetics, Inc., Butler, Pa., has ap- 
pointed William S. Spring, 15 Elm 
Place, New 


dles lamination, tape wound core, pow 


Canaan, Conn. He han 


der core and shield sales in Boston, 
New York and Philadelphia. 

Electric Co., New York, 
has appointed Al Levin & Asso 
110 Notre Dame St., New Or- 
leans, La., for Mississippi, 
Mobile, Ala., 


sacola, Fla 


Producto 
N. Y., 
ciates, 
Louisiana, 


Memphis, Tenn., Pen 


Chase & Sons, Inc., Randolph, Mass., 
has named P. M. Day & Sons, Jackson, 
Mich.., 
Olsen, Port Chester, 
up-state New York. 


to cover Michigan and Fred (¢ 
N. Y., to cover 


Daystrom Electric 
keepsie, N. Y., has 


pointments for the 


Corp., 


announced ap 


Pough 


Crestwood Re 
They are: W. J 
Robert W 
Dick Ander- 
James M. Gordon, 


corder division 


Brouilette, Chicago, IIL; 
Colo.; 
Wash.; 


Mich 


Cox., Englewood, 
son, Seattle, 
Detroit, 





ASSOCIATION NEWS 


NEW ORLEANS—Under the 
sorship of the Electrical Association of 
New Orleans, Inc., a booklet, “Selling 
1879-1954.” has just 
been published as a contribution to 
Light’s Diamond 











Spt mn 


Electric Service, 
Jubilee celebration 
Clement of New 
Service Inc., a former 


It is written by W. E 
Orleans Public 
president of the local association. The 
72-page booklet, illustrated with more 
10 old-time 

concerned with the 


than pictures, is largely 


story of the sales 


and business development problems 


that faced the industry during its early 


] 


years, and how they were solved. For 


additional information, those inter 
ested in the story of the old and newer 
Electrical 
Association of New Orleans, Inc., 921 


Union St., New Orleans 13, La 


days, should write to the 


FURNAS 
ELECTRIC 


FOR STARTER CAPACITY 
NEVER USED? 


THE ANSWER TO THIS QUESTION COULD 
SAVE hard-earned dollars needlessly 
thrown away. 


When choosing from the widest range 
of starters in the 1-50 hp range, you 
save by selecting the starter matched to 
the job—with no wasted capacity. 


Furnas Electric starters—nine of them 
in the 1-50 hp range—are designed and 
built to match most applications. 


Save 2 Of, TODAY 


LIKE THIS 


Here’s an example of typical savings you 
can earn through proper starter selec- 
tion: for 10 hp service, for example, 
you'd select Furnas Electric Type YE 
rated for the job. This saves you up to 
25% on initial costs and 40% on space 
over a YF size 2 (rated 25 hp) normally 
selected for 10 hp service. 


All of the nine Furnas Electric sizes 
offer worthwhile savings. 


Important rearur ES 


Furnas Electric starters give you these 
additional benefits. Dwal Voltage Coils— 
matched to motor voltage. Thermal Over- 
load Protection. Shallow Case for easy 
wiring. Durability to stand up under 
rough service. Arc Resistant Terminal 
Board. Arc Quenching Silver Contacts. 


Complete RANGE OF 


OTHER PRODUCTS 


Pressure switches for air and water ap- 
plications. Drum controllers for revers- 
ing, multi-speed and reversing multi- 
speed service. 


W rite today for ful/ story or contact our 
representative near you. Furnas Electric 
Co., 1069 McKee St., Batavia., Illinois. 


LOENAS 


ae & Fe 
Batavia, Minois 


























NEW LITERATURE M4 c RW : G 
Lighting—Large area series and re- | 


cessed incandescent series with “drop- | L 
ped” Holophane “controlens” are de- ORNAMENTA 
scribed and illustrated in five new cat- | TING 
: : LIGH 
alog pages. Requests will be filled by RES 
Sunbeam Lighting Co., 777 East 14th FIxTU OF TRUE 


Place., Los Angeles 21, Calif. DISTINCTION 


| Embezzlement Safeguards—Practical “Exterior and interior fixtures in 
_ " : zz heavy cast iron, cast bronze, or 
Ui methods of combatting embezzlement cast aluminum. Over 200 attractive 
> 26C 2 r re ele modern, colonial, and gothic designs. 
are described in a 29-page booklet a Secees one ts coment OF 
Title is “Embezzlement Controls for mand for: 


snece Enrermrieee ” Se , ine e SCHOOLS e HOMES 
On-FOR SAFETY es | Business Enterprises.” Booklet may be ® CHURCHES © LIBRARIES 


obtained, without charge, from Public ® PUBLIC BUILDINGS 


| Service division, Fidelity and Deposit 
FOR SERVICE Co., Baltimore 3, Md. } 

Lighting—An 8-page brochure gives 
details on the construction and per- 

ah formance of ¥-inch cube louver dif- someene, 
re fusers. It also contains photographs 
of the installation of the world’s largest 
louverall ceiling at The Glenn L. 


Martin Aircraft Co., plus other light- 
ing applications complete with engi- a. apa i 
. . . . ru in meta 1s ick. 
neering facts. Copies may be had ) They are built to last as 
' 


. - > > . : - ong as the building. 
from The Edwin F. Guth Co., 2615 | J ome Oe canine ; om 
Washington Blvd., St. Louis, Mo. | FZ 


THE HERWIG COMPANY 
1757 Sedgewick Street, Chicago 14, III. 





Germicidal Unit—Specification sheet 
on a germicidal unit includes a de- 
scription of the application of short 
ultra-violet rays in eliminating air- 
borne germs. Additional information 
may be obtained from Gruber Light- 
ing, 125 South First St., Brooklyn 11, 
N. Y. 


Lighting — Folder illustrates _ store, SWIVEL U-BOLT 
factory, office, school, hospital and CONNECTOR 


arking lot lighting installations utiliz- : , . 
P 5 conn | oft is designed to do just that... 
ing various fluorescent and incande- 


scent lighting fixtures. Title of booklet No Removable Parts 
is “We'll Plan Your Lighting for Re- ae 
sults Like These . . .” Copies may be Sturdily Constructed 
had from Electro Silv-A-King Corp., 

Yes, safety and service are the 1535 S. Paulina St., Chicago 8, Ill. 

two big tite why Kleins are the TV Trade-in Guide—The first edi- 

choice of the man on the pole. Look tion of the Nelda TV Trade-in Guide, 

for the familiar Klein trade-mark 

on pliers and climbers, safety straps 

and belts, lag wrenches and grips. 








1955, has been released and is now 
available. Included are 2,133 pictures, 
; 4,300 market evaluations and detailed 
It has been a trade-mark of quality specifications of all nationally adver- MEET ALL REQUIREMENTS 


“Since 1857.” ee , ; 
tised TV home receivers manufactured a 
ASK YOUR SUPPLIER : 1946. F ; if 85% Copper Alloy * Ample Strength 
Foreign Distributor: International since 24 ‘ ea tip anc ulure in- High Conductivity © Unaffected by Vibration 
Standard Electric Corp., New York formation write Nelda Publications, Matecters Racieient 


; —7 Inc., 185 Madison Ave., New York 16, Sizes Up to 1,000,000 CM, 


u ‘rite for your 
free copy of -— y Approved by Engineers 


k = | the Klein [i ° b P 
Pr Roches, Ses Printed Circuits—“Formica Copper Specify K&H for YOUR Next Jeb 
¢ yuide today! . : a eS ‘ i 
=a oe Clad for Better Printed Circuits” is a For More Details, Sizes and Prices 
Since 1857 


ons 12-page booklet giving complete in- WRITE FOR CATALOG 5LC 
Mathias & Sons formation on printed circuits. These | 
ee | circuits are for use in radios, tele- | Py QsStbotep >) :7Se > Gtpe) 0 te) 08 


3200 BELMONT AVE. CHICAGO 18, ILL vision, hearing aids, electric clocks, 236 Yom ST. 2 CERINNAT! 2, OHIO 
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PORTABLE 


MODEL 45 MGW4 
5 K.W. 


KATOLIGH 


™ Meets the growing demand for 
portable power to operate time- 
saving A.C. electrical equipment 
such as saws, tools, heaters and 
lights. Nationally advertised, pre- 
cision made, priced low 
Also KATOLIGHT Power Plants 
from 350 watts to 50 K.W. D.C. 
Models 500 W. to 15 K.W., for 
continuous or standby 
service. Generating 
equipment to 
300 K.W 


WRITE FOR 
DETAILS 


atolight CORPORATION 





MODERN 
QUALITY 
FITTINGS 
Specify 





Altiantic C‘onpuit /yittines 


COMPANY 
BOSTON, MASSACHUSETTS 
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automatic business machines, plus 
other electronic equipment. Booklet 
is published by The Formica Co., 4614 
Spring Grove Ave., Cincinnati 32, 
Ohio. 


Farm Lighting—yYard lighting and 
haymow lighting equipment are cov 
ered in a 4-page catalog. Also in- 
cluded is an exclusive dual filament 
yardlight which uses a standard three- 
light bulb. Copies may be had from the 
Steber Mfg. Co., Broadview, III 


Boxes and Covers—Complete line of 
outlets, switches and utility boxes and 
covers is contained in a 40-page cata 
log. Included is a list of more than 
170 different types of boxes to meet 
virtually every wiring installation need 
Copies may be had by writing the 
construction materials division, Gen- 
eral Electric Co., Bridgeport 2, Conn 


Scale Models—Four-page, two-color 
brochure describes scale models, their 
application and manufacture. Preci- 
sion models of any product, prototype 
design, or piece of equipment are 
made to user specifications to aid in 
development and research work, plant 
layout, personnel training, trade ex- 
hibitions, construction estimating, sales 
promotion and advertising. Copies, 
with additional data, may be had from 
Arthur B. Johnson & Co., Inc., 392 
East 201 St., New York 58, N. Y 


Blowers—Backward curve blowers are 
manufactured in all NAFM< size from 
124% to 3614-inches. Has self limiting 
horsepower characteristics and meets 
all performance standards and require- 
ments. Bulletin gives complete descrip- 
tion. Copies may be obtained from 
the fan and blower division, The Peer- 
less Electric Co., West Market St., 
Warren, Ohio. 


Industrial Lighting—The 1954 RLM 
specifications for industrial lighting 
units is now available. Most impor- 
tant of the changes and additions to 
be found in the new issue is the new 
lighting data on units which are pop- 
ularly called “upward component” 
lighting units. Copies may be had, 
without charge or obligation, by writ- 
ing RLM Standards Institute, Suite 
818, 326 W. Madison St., Chicago 6, 
Ill. 


Time Switch—Automatic controls 
for room air conditioners are described 
in a 16-page booklet. Explains in de- 
tail the operations of the time switch. 
While most air conditioners are 


Don't Get 
Stuck 


On Tape! 


Be sure you are giving your 
customers full value when you 
sell insulating tape. Recommend 
Chase! 


@ GUARANTEED FOOTAGE 


HIGH DIELECTRIC STRENGTH — 
No Pinholes 


LASTING TACK — Coating Applied 
Under Pressure 


NON-RAVELING — Tears Evenly 


POLYETHYLENE WRAPPED 
to Preserve Freshness 


These important features are standard 
with Chase, the complete line of top- 
quality Friction, Rubber, Neoprene and 
Plastic insulating tapes. Standard and 
A.S.T.M. grades, packaged individually 
or in 10-roll dispensers. For details 
write Chase & Sons, Inc., Randolph, 
Massachusetts. 


CHASE 


Tapes and 
Insulating Materials 
for the 

Electrical Industry. 











HOW RELIANCE PROTECTS 








LOW INITIAL COST 


The entire line of Reliance Time Switches 
is competitively priced, and produced by a 
pioneer in the industry. 


TROUBLE-FREE SERVICE 


With every Reliance time switch installa- 
tion you can feel sure . . . and secure that 
you will keep your profit. That’s because 
Reliance products require a minimum of 
maintenance expense. 


te BUILDS CUSTOMER GOOD WILL 


Reliance time switches help build prestige 

and extra sales for you, because they require = 

so little service and provide so much in RELIANCE 
customer convenience. $.PS.T 20 AMPS, 125 Vv. 


Send for FREE catalog RELIANCE AUTOMATIC LIGHTING COMPANY 


1911 Mead St., Racine, Wis. 








Millions of Steel 


JIFFY GLIPS 


Serving the Electrical industry 





SODERING 
BRAZING 
WELDING 





L. B. ALLEN CO., Inc. 
MINERALLAC Z 6701 BRYN MAWR AVE. 
HANGERS, CLIPS, 3 CHICAGO 31, ILL. 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- 


trolled manufacture 

beve built ‘‘top-service 

and longest life” into , " - 

Minerallac Electrical Spe- c | MIDWEST 


dalties. That's why the elec- 


trical industry‘prefers Miner | COVERAGE 


allac”...in steel and Everdur for 
banging pipe, conduit, BX cable, etc. 4 For Manufacturers of Electrical Products 


Send for new literature and prices. : Four Salesmen 


MINERALLAC ELECTRIC COMPANY 8000 Sq. Ft. Ground Floor Warehouse 
25 North Peoria Street— Chicago 7, INinois Truck-load Dock Facilities 


MINERALLAG Species 





Established * 








equipped with a temperature control, 
they do not have the automatic time 
control feature which turns the unit 
“on” and “off” at present times. No 
installation. Air conditioner is plugged 
into the switch. Copies may be ob- 
tained from International Register Co., 
2624 West Washington Blvd., Chica- 
go 12, Il. 





BOOK REVIEWS 











The Techniques of Supervision 
by Alfred R. Latener, |. E. Levine 
Nat‘l Foremen’s Institute 

New London, Conn. 


Primarily for foreman. However gen- 
eral principles should be suggestive 
and helpful to those who supervise 
the work of others 

207 pp. 


Retirement Income Plans for 


the Outside Salesman 

H. H. Maynard, Phillipp McVey 
National Sales Executives 

New York, N.Y. 


A summary of a questionnaire survey 
of 508 concerns employing a total of 
56,214 salesmen. Information is organ- 
ized into 45 detailed tables. Joint 
sponsors were the publisher and the 
Ohio State University Bureau of Busi- 


ness Research 
64 pp. 


Sources of Information and 


Unusual Services 

Jewel Alexander 
Informational Directory Co. 
New York, N.Y. 

3rd Edition 


A guide to organizations and agencies 
which are sources of information of 
general and national interest, or which 
render unusual services. Subjects ar- 
ranged alphabetically; name and ad- 
dress of organization is given, as well 
as a brief description of the type of 
service or information and a list of 
literature they may have for distribu- 
tion. Some samples: business and 
commerce, hobbies and sports, inven- 
tions and patents, book clubs, slogans, 
trade-marks, economics, health and 
welfare, voting, and writing 

64 pp. 


The Salesman’s Complete 
Ideas Handbook 

Emille Raux 

Prentice-Hall, Inc., 

New York, N.Y. 


More than 1,000 ideas are explained 
and classified. Included are ideas for 
improving selling personality; becom 
ing more scientific; adding to persua- 
siveness; raising enthusiasm 

227 pp. 
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SALES AIDS 











Shana Manufacturing Co., 188 W. 
Randolph St., Chicago, Ill.—Sales kit is 
designed to accelerate residential air 
conditioning sales in all or any sec- 
tions of the country. The selling tool 
had been planned for nine months. 
The kit contains an unbreakable plas- 
tic long-playing record of a perfected 
air conditioning sales presentation. The 
record informs the salesman about this 
field and endeavors to answer any 
question that might arise. Also con- 
tained in the sales kit are newspaper 
ad mats, typical dealer press releases 
specification 


for local newspapers, 


sheets and literature. 


Drake Electric Works, Inc., 3656 
Lincoln Ave., Chicago 13, IlL— 
Counter display is to call attention to 
new service kit soldering iron. The 
soldering iron heats in 60 seconds and 
is designed to be carried in a tool kit 
while still hot. It comes complete with 
an asbestos and metal-lined container 
Jisplay features an actual mounted 
soldering iron and draws attention with 
special reflective ink. Counter card 
carries information necessary the 


purchaser 


Porter Henry & Co., Inc., New York, 
N Y.—"A Check List and Planning 
Guide for your Sales Training Pro- 
gram,’ covers sales training, whether 
for a company s own sales force, for 
wholesaler and distributor salesmen, or 
for the retail salespeople selling a com 
pany’s product. Prepared in a check 
list form so that the sales executive 
can go through with a pencil check- 
ing off the plus and minus values of 
training 


firm $s activities—past, 


present or in the projected future. The 
booklet is available to any interested 
company or trade association at no 


charge. 








~ 
12) 


1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS 


WANTED 


LINES WANTED 


POSITIONS WANTED 


i BUSINESS OPPORTUNITIES 


UNDISPLAYED 
$1.20 per line, minimum 3 lines. To figure ad- 
vance payment count 5 average words as a line 
Box Numbers—counts as 1 line. 


Discount of 10% if full payment is made in ad 
vance for 4 consecutive insertions 


Send NEW ADS to ELECTRICAL WHOLESALING, 330 W. 42nd St., N. Y. 36, N. Y 


RATES—— 


DISPLAYED 
The rate is $11.5¢ 
basis. 


An advertising inch is measure s” vertically on 
a lun ylur 8 € to a page 


for September 


issue closing August 27th 














SELLING OPPORTUNITY OFFERED 








WANTED [ANUFACTI 


RW 


MANUFACTURER’S REPRESENTATIVE 
EXCLUSIVELY FOR NEW YORK CITY 
Strong, daily concentration on one volume-item or 
limited fine for all classes of dept. stores, chains 
jobbers, etc. Firm must be rated, reputable. Territory 
must be on an exclusive basis. Have years ex 
perience college-trained highest personal qualifica 

tions 
RA-3447 Electrical Wholesaling 
) WwW. 42 St New York 36, N. Y 














SELLING OPPORTUNITIES WANTED 











eo « eo eo WANTS? 


Other readers can pro- 
vide what you want if 
they know what you 
want. TELL THEM HERE! 
Through ELECTRICAL 
WHOLESALING’s SELL- 
ING OPPORTUNITIES 


Section. 





for information write: 
Classified Advertising Division 


330 W. 42nd St., N. Y. 36, N. Y. 





SALES REPRESENTATIVE 
WANTED 


Maryland, Virginia and District of Columbia 


Nationally known manufacturer of Solderless 
Wire Connectors, Terminal Blocks, and other 
specialized fittings for contractor and industrial 
usage needs established representative having 
following with electrical wholesalers and their 
accounts ond not handling any conflicting 
lines 
Send full particulars re: territoric 
ganizational setup, method of oper 
lines handled, etc 


RW 3402 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y 





WANTED 











REPRESENTATIVES and DISTRIBUTORS 


for National Home Safety Award-Winning 


RADIANT CERAMIC HEATER 


Outstanding product in the field now of- 
fers appointments as sales representatives 
to men calling on Electrical or Heating 
Wholesalers. All distributors, dealers and 
salesmen will be backed by an intensive 
sales promotion program Jobber and 
Wholesaler inquiries invited. Write 


M. L. Martin, Natl. Sales Mgr., 


Heatmore, Inc. 
59 Throop Ave., Brooklyn 6, N.Y 




















SALESMEN CALLING ON 
electric apoliance dealers 
LIBERAL COMMISSIONS 
Steady extra income potential 
NO COMPETITION 
Fully protected nationwide territories available 
Sell as a sideline a fully tested and accepted line 
f unique buying and selling aids for electri 
appliance _dealer 


Box 1208, 2! Ave N.Y 











WANTED 


MANUFACTURERS AG ~y ay 
and in Billings 
ana for id wel 
electrical supply 
wholesalers 
E t al 
N. Michigan 











ROBOT OPERATORS 


OPEN ~ CLOSE +LOCK: DOORS, GATES 


. Electron seadly 
o 
,i* 


COMMERCIAL, INDUSTRIAL 
RESIDENTIAL & SPECIAL 
Write for Catalog 


rosor APPLIANCES. INC 
704) ORCHARD - DEARBORN, MICHIGAN 














—_ 


NEW, IMPROVED TYPE 


screw anchor 
expanders 


quickly set anchors in 
masonry of any thickness, 
holes of varying depth 


Here’s a brand new tool 
with a big market for you. 
Answers the problem of 
setting screw anchors in 
masonry walls. New GREEN- 
LeE Screw Anchor Expander 
rapidly and securely sets lead 
screw anchors flush with the 
surface of masonry... re- 
gardless of its thickness, re- 
gardless of hole depth. Elimi- 
nates all guesswork .. . 
positions anchor positively 
every time. Easily, quickly 
operated. Needed by elec- 
tricians, plant maintenance 
crews, builders, homeowners, 
to set screw anchors in 
masonry for holding meter 
boxes, fixtures, hangers, 
racks, etc. In three sizes. 
Stock now forextra 

sales. Write for de- 

scriptive literature 

and prices. 


TOOLS FOR CRAFTSMEN 


GREENLEE 


GREENLEE TOOL CO. 


1848 COLUMBIA AVE., ROCKFORD, ILL. 


ll 
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The Largest Selling 
Friction Tape if 


Guaranteed not to dry out, won't 
ravel at edges. Exceeds all specifi- 
cations for dielectric strength, tensile 
strength and adhesion. 





The Finest 
Plastic Tape 


Resists abrasion, water, acids, corro- 
sion. Makes a neater, quicker job. 
Individually packaged in one 66 fi. 
roll, in pocket-size metal can, 


/ 


Sold only through 
recognized wholesalers. 


/ 
PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 


CANTON, MASSACHUSETTS 





Ideas that will help you sell 


Probably every salesman has at times felt he 
needed new ideas or angles to close a sale. He 
realized he didn’t have enough of the right kind 
of information at hand to properly handle the sales 
interview. 

Should this ever happen to you in regard to 
Fusetron dual-element fuses, there are two ways 
in which you can get real help. 

First, there is the BUSS Fuseman in your terri- 
tory. He is always glad to pitch in and help you 
close a hard-to-make sale. Then, too, he is always 
being fed new information from the factory that he 
can pass along to you. By all means call on him 
when you want information about FUSETRON or 
BUSS fuses. 


When you need quick action 


Sometimes you haven't time to wait for the BUSS 
Fuseman. Then simply turn to the Bulletin on 


Fusetron fuses that you carry in your binder. 


ANOTHER 
OUTSTANDING 

DEVELOPMENT 

BY THE MAKERS OF 





This bulletin is more than a price sheet. It shows 
how Fusetron fuses are made—and it does a lot 
more—it SHOWS THE BENEFITS THE USER 
GETS by replacing ordinary fuses with Fusetron 
fuses. 


It is a briefed up sales presentation. It answers 
the kind of questions that come up in a sales in- 
terview. It tells of the many kinds of protection 
that Fusetron fuses give—many of which were not 
heretofore available. 


Whenever the question of electrical protection 
comes up, remember this bulletin. In most cases it 
will give you all the material you need to make a 
sale. Even dimensions and other such ordering 
information are included in this complete sales 
bulletin. 


Maybe you had better check your binder now. 
See that your copy of the Fusetron bulletin is in 
good condition. If you need a new copy, see the 
BUSS Fuseman or ask your Sales Manager. Don’t 
take a chance on losing a sale because you haven't 
the latest information with you. 


Bussmann Mfg. Co., St. Louis, Mo., Division McGraw Electric Company 


BUSS FUSES FOR INSTALLATION THROUG 





